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TRENDS 








Your First PEACE-Time 
Convention IN PRINT — when the editorial 


contents of this issue were planned, V-E had only just 
been celebrated. The battle for Okinawa was in full 
swing. Our B-29s were pounding the life out of the Jap- 
anese home islands. V-J day still seemed a long, long 
ways away. 





Equally far away seemed the next face-to-face conven- 
tion of electrical wholesalers because the government’s 
Office of Defense Transportation had just drawn the 
reins tighter on civilian travel, had eliminated more trains 
and all sleeping car service on over-night runs. Therefore 
it was quite the obvious thing, to plan another war-time 
Convention IN PRINT, our fourth, for October, the 
pre-war convention month, 


Then, on August 6 an atomic bomb was dropped on 
Hiroshima, with devastating results. A few days later 
another atomic bomb blasted Nagasaki. Unconditional 
surrender by the Japanese war lords followed swiftly and 
on September 2, President Truman officially declared 


V-J Day, which marked the end of World War II. 
If the plans for this convention IN PRINT had been 


designed solely to promote more intensive cooperation 
with the war effort, the sudden end of the war naturally 
would have called for scrapping them, Instead the edi- 
torial contents were planned to deal chiefly with post-war 
problems and things that would need doing so that the 
electrical wholesaling industry might more completely 
fulfill its mission in a peace economy. 


In other words, although planned and prepared for 
presentation in wartime, the “program” of this “conven- 
tion” is really crammed full of information that will be 
of inestimable value, for guidance in peacy-time opera- 
tions, Therefore, while, we are deeply thankful that peace 
has come, we are also happy that the title of this issue 
could be changed from 4th War-Time to FIRST 
PEACE-TIME CONVENTION IN PRINT, with- 
ovt in any way reflecting a compromise. 

That WHOLESALER’s SALESMAN, is able to present 
herewith the full reports of ten of the National Electrical 
Wholesalers Association’s most important commodity and 
operating committees, reflects particularly the broader vi- 
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sion and truly democratic spirit of open-hearted coapera- 
tion which permeate that organization and which are 
constantly given expression through its Executive and 
Management Committees or carried into action by its 
staff at headquarters. 


The roster of the association carries many hundred 
more names than ever before. As members of the asso- 
ciation’s various committees, top executives of nationally 
operating companies work wholeheartedly with the own- 
ers of small concerns for the advancement of the industry. 

The committee reports on the following pages repre- 
sent the best thinking of men with an enviable record of 
success in this field. They have given liberally of their 
personal time, effort and money for the sake of helping 
the association in promoting better methods more efficiency 
and superior service to the public and to all classes of man- 
ufacturers and users of electrical materials. 

If N.E.W.A. had been able to hold its customary con- 
vention this fall, presentation of those reports by the 
chairman of each committee would have constituted the 
major and perhaps most important portion of the pro- 
gram. As a substitute for a face-to-face convention, 
WHOLESALER’S SALESMAN is privileged to present to the 
industry this issue with its “program” made up of those 
reports—indeed the most realistic “convention” that has 


ever appeared IN PRINT. 

We extend our sincere thanks and appreciation to the 
president, officers, executive committee, counsel, and head- 
quarters staff of the National Electrical Wholesalers As- 
sociation for their splendid cooperation. 


* 


Surplus Goods As a wholesaler who survived the 
aftermath of World War I, when mountains of surplus 
goods threatened to upset forever the distribution set-up 
in this industry, we can sympathize with those, who gripe 
today about the way that surplus goods disposal is handled. 

However, having just returned from Washington after 
conferences with several officials who are directly in- 
volved in that stupendous task, we are wholly convinced 


(Continued on page 69) 
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(Continued from page 65) 
that every effort is being made to clear out surplus goods 
as swiftly as possible, with the least possible disturbance 
to long established practices in affected industries and — 
at the best price obtainable, which means with the least 
loss to the tax-payer. 


But, despite a noticeable earnestness of effort, neither 
those officials now in charge, nor for that matter, any 
other human beings, could sell out 50 to 80 billion dol- 
lars worth of goods without hurting somebody’s feelings. 


Wholesalers in the electrical field as well as in other 
lines— from chewing gum to machine tools—will lose or- 
ders to the sellers of job-lots and surplus-goods whenever 
price is the sole consideration. However, in the long run 
the wholesaler who buys and sells goods obtained from 
his regular suppliers is going to be better off than those 
who look for long profits by making short-sighted job-lot 
deals. 


* 


Angles on Co-ops We note that the National 
Tax Equality Association recently released the results of 
an extensive research study of tax-exempt cooperatives in 
the marketing field, which indicated that the total busi- 
ness done by various types of cooperatives in 1944 topped 
$6¥% billion. If on so big a slice of the country’s total 
business the usual business taxes were collected, you and 
I, all of us, could enjoy a somewhat lower tax rate, and in 
affected business lines there would exist more equitable 
competition. 

Also: As an ‘ndication of how determined the leaders of 
co-op activities are to keep a fence around their domain: 
Murray D. Lincoln, president of the Cooperative League 
of the United States, in addressing a world conference of 
the International Cooperative Alliance of London, Eng- 
land, according to the New York Times (Sept, 11, 1945) 
sponsored a proposal for large-scale international trade 
through cooperatives. One of Mr. Lincoln’s chief argu- 
ments to support his plan was: “Expansion of trade on 
cooperative lines is the perfect answer to the growing ten- 
dency for the intrusion of Government into the regula- 
tion of foreign commerce.” 


There you have a confession! No one else expects gov- 
ernment to stop taxation and certain regulation of busi- 
ness but—having successfully escaped taxation, the co-ops 
now think they have also “the perfect answer’ for en- 
gaging in foreign commerce without having to be annoyed 
by that “intrusion” of government which the tax-paying 
type of business enterprise accepts as inevitable in the post- 
war world. 


* 


New Products The Association of National Ad- 
vertisers has just completed a survey of its members, which 
indicates among other things that 65 percent of the mem- 
ber concerns expect to introduce new products during 


946. 


Since electrical manufacturers as a class are among the 
most progressive, it is safe to expect that the average in- 
dicated in the survey will at least be equalled in this field. 
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New products mean new markets, and the wholesaler 
who is the first to have his salesmen take samples of new 
products to his customers, is the one who is going to get 
the lion’s share of new business in the territory. 


* 


Christmas Trade With the average of 1935-39 
sales taken as 100, the index of Department Store Sales 
stood at 220 at the end of September or 120 percent above 
the base period, and the highest we remember, It seems 
that despite strikes and increasing unemployment due to 
reconversion, Mr. and Mrs. America are bent on buying 
almost whatever is offered and with less regard to price 
than at any time since 1920, 


We do not intend to analyze the reason for this free 
abandon to buying-at-any-price but, taken at its face value, 
the trend indicates that the market is going to absorb all 
the Christmas goods that a wholesaler can lay his hands on. 


* 


Cover Times Square, New York, was just beginning 
to warm up for its record-breaking V-J day celebration 
when our cover picture was taken. An hour later the cam- 
era would have shown a solid mass of humanity packed 
into the square, with hundreds of hastily-made signs held 
high above the crowd, carrying joyful slogans or punch 
lines coined by individual celebrants. We had hoped to 
carry to our readers that later picture but unfortunately 
no photographer could get. near a spot where a picture 
with satisfactory composition could be taken, The Vic- 
tory Loan insignia was added at the last minute, to tie in 
with the forth-coming Victory Loan Drive. 
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Residential Building Market 
Opens Up As WPB Drops L-41 


Revocation of control over néw home building and 
modernization opens door to large back-log construc- 


tion with resulting market for electrical 


thon FREEING of all residential and 
other building and modernization 
from Government control, which has 
been awaited by wholesalers’ salesmen 
and their contractor customers, was af- 
fected by the War Production Board with 
the ‘revocation of Construction Order 
L-41 effective October 15. 

However, the dropping of controls over 
new home building and removal of re- 
strictions on home modernization, did not 
mean a sudden demand for untold amounts 
of electrical materials. It still seemed un- 
likely that wholesalers’ salesmen would 
reach a peak volume sales for several 
months to come. Inventories of all 
building materials were still in short sup- 
ply when WPB Chairman Krug an- 
nounced the end of L-41. Lumber was 
still a critical item. General contractors 
were not fully reorganized to handle a 
full peace-time building program. Shorf- 
ages of electrical contractors was a bot- 
tleneck in some of the limited building 
that was being carried on under L-41 pro- 
visions, and many contractors were not 
ready with crews and facilities to handle 
large amounts of construction. Even the 
electrical wholesaler, although inventor- 
ies were at a two year high, in many cases 
would not be able immediately to fill all 
lemands for materials and supplies. 

Yet the picture was brighter in the 
residential field than it has been for 
wholesaler’s salesman in four years. In 
the gap between the removal of L-41 and 
the full construction expected by next 
summer, salesmen could expect an in- 
crease in demands for electrical materials 
for building and remodeling from three 


materials 
sources: 1) there would be some immedi- 
ate increase in construction; 2) building 
of homes costing more than $8,000 would 


be resumed with a resulting increase in 
the amount of materials per construction 


unit; 3) in all price ranges of construc- 
tion and in all modernization and recon- 
version, the end of L-41 brought an end 
to the restrictions on the amount of elec- 
trical materials that could be used. 


WPB Outlines Program 


Realizing that the building industry was 
not ready to jump into full swing when 
L-41 was removed, the War Production 
through Chairman Krug, an- 

that the Government agency 
would make special effort to aid the re- 
turn to a full and stable construction vol- 
ume. Mr. Krug announced a six-point 


30ard, 
nounced 





INFORMAL discussion includes wholesalers at the second post-war retailing 
clinic for small appliances sponsored by Proctor Electric Company, Phila- 


delphia, Pa., at the Edgewater Beach Hotel, Chicago. Left to right: 


George 


Steiner, Steiner Electric Company, Chicago; Harry Dornbos, Terminal Hard- 
ware Company, Wilmette, and president of the Illinois Retail Hardware 
Association; E. G. Walter, Graybar Electric Company, Chicago; Louis 
Thomaso, Montclare Music Shop, Chicago; J. W. Milligan, Foster Gift Shop, 
La Porte, Indiana; Stephen Miller, Revere Electric Supply Company, Chi- 
cago; Eugene M. Ball, manager, dealer sales promotion, Commonwealth 


Edison. 
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...And before we could take a deep breath, 
we were given another challenge—adapt- 
ing without delay new developments, new 
techniques to civilian uses. 

We like to think of our wires and cables 


as we think of the veterans now returning 
to civilian life. These veterans will not be 
the same people we sent off to war. They 
are battle-tested—they have grown up— 
they are ready to take on greater responsi- 
bilities than before. 

Our wires and cables, too, are ready to 
take on new responsibilities. They have 
had to do jobs tougher than any wire ever 
faced .. . wherever the war took them— 
and it took them everywhere . . . moist, 
steaming jungle to bleak, frozen wastes. 


Whatever the conditions and demands— 
they came through the better for them. 

What does this mean to the Electrical 
Wholesaler? Just this—a new and com- 
plete line of merchandise made up of such 
products as Building Wire with rubber, 
synthetic, and plastic insulations (includ- 
ing Laytex*—smaller in diameter and 
lighter in weight), Lead Cables, Royal Line 
of Rubber Jacketed Portable Cords and 
Cables, Non-Metallic Cables, Flexible 
Cords, and many others . . . all more highly 
developed, more efficient than ever before. 

Yes, it was a tough four years .. . we 
learned a lot .. . and now our new know!l- 
edge belongs to you. 


Reg. U. S. Pat. Off. 
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program to speed up reconversion build- 
ing. The points stated were: 

“1. Through inter-agency action an ac- 
tive campaign to increase the supply of 
scarce building materials will be under- 
taken and, if necessary, price and wage 
increases and priorities to break bottle- 
necks will be granted. 

“2. The War Production Board will 
strengthen inventory controls to prevent 
hoarding of building materials so that 
building will not be delayed by artificially 
created shortages. 

“3. The Office of Price Administration 
will strengthen price control of building 
materials to counteract inflationary pres- 
sure. 

“4. The Federal Credit agencies will do 
everything possible to discourage exces- 
sive and unsound lending on mortgages. 
They will enlist voluntary co-operation of 
banks and other lending institutions to 
minimize the danger of inflated prices 
due to excessive demand. 


Wholesalers’ Salesmen To Share 
In Training Program Thru NEWA 


Basic sales training program for electrical industry developed by 


Edison Electric Institute to be made available for wholesalers 


sales organizations, NEWA director announces. Price to be low 





“5. Representatives of industry groups 
including real estate, building supplies, 
and construction will be called to Wash- 
ington to map out a voluntary program 
to increase quickly the production of all 
materials and facilities needed for an ex- 
panded home-construction industry, and 
also help to fight inflated building costs 
and real estate prices. 





BELIEVES IN SIGNS. J. H. Coleman, general manager of Modern Whole- 


sale Electric, Los Angeles, believes in signs that can be seen, and carries it 


out with the above arrangement. 


ORDER OF MERIT for Burrell S. Manuel, vice president in charge of the 
West Coast operations of Westinghouse Electric Supply Company, is pre- 
sented by B. W. Clark, president of WESCO. Attending the presentation 
of this Westinghouse Order of Merit, the company’s highest award for dis- 
tinguished service, are left to right: Louis B. Berger, assistant Southern Cali- 
fornia District Manager of WESCO; Walter G. Wilson, Los Angeles man- 
ager for Westinghouse Electric Corp.; B. W. Clark; Mr. Manuel; Chas. A. 
Dostal, vice president in charge of the parent company’s Pacific Coast dis- 
trict; and D. M. Salsbury, WESCO’s vice president and general manager. 


October 1945—-WHOLESALER’S SALESMAN 


HOLESALERS’ salesmen through- 
W..: the country will have an oppor- 
tunity to participate in a basic sales train- 
ing program which has been developed by 
the Edison Electric Institute, and which 
will be made available to all members of 


*the National Electrical Wholesalers As- 


sociation through that groups cooperation 
with EEI. 

In its entirety, the program contem- 
plates the training in 18 meetings or les- 
sons, of salesmen from the electrical 
industry who are engaged in residential, 
commercial, industrial and rural branches 
of selling. The first eight of the meet- 
ings will apply to all groups, and will 
consist of the fundamentals of selling re- 
the particular product or 
It will start at bedrock and train 
the salesman in the causes and effects 
of selling, the arrangement of sales argu- 
logical pattern, the 
economical use of his time and the cus- 
tomer’s with respect to sale. 

On this foundation, the balance of the 
lectures go on to develop the application 
of these basic principles to specific prod- 
In the residential field, 
the course provides for four lessons in 
the sale of appliances and develops the 
application of the fundamentals to the sale 
of ranges, water heaters, refrigerators 
and home laundry. In the commercial 
sales field there are again four lessons 
covering store lighting, school and office 
lighting, commercial cooking and miscel- 
laneous motor applications. 

The sales training course for industrial 
representatives who have completed the 
eight basic training lessons will consist 
of a leaders manual which correlates the 
with the existing 
a textbook for 


gardless of 
service. 


ments in a most 


ucts or services. 


basic courses 
Power Manual, 
power engineers developed by the Edison 
Electric Institute. 

In announcing that NEWA is coordi- 
nating its efforts with EEI in order to 
make the sales training program available 
to NEWA members, Charles G. Pyle, 
managing director, said: 

“Discussions in several meetings of 
NEWA’s Publicity, Sales Promotion and 
Sales Training Committee in recent 
months have disclosed a great need for 
basic sales training material for electrical 
wholesalers’ and appliance distributors’ 
(Continued on page 79) 
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BEST MERCHANDISIN 


INSTANTLY CONVERTS TO TYPE OF 


Br. LUMINAIRE YOU NEED!...WITH 
PACKAGED ACCESSORY SETS 


NOW...You 


immediate delivery 


can make 


on large orders...with- 


out maintaining huge 


= 
expensive stocks! 


Obviously, you’ve got a better chance of land- 
ing large orders if you can complete delivery 
immediately. THIS NO LONGER NECES- 
SITATES EXPENSIVE BIG INVENTO- 
RIES ON EACH TYPE OF COMMERCIAL 
LUMINAIRE. You need stock only one 
major item—the ELECTRO BASIC UNIT, 
which you can convert instantly into any type 
commercial luminaire, with the aid of acces- 
sories from packaged sets. Thus, with a much 
smaller total stock, you can fill larger orders 
for any given model. 


Moreover, when you sell Electro luminaires 
you are sure of a satisfied customer. For no 
other line of fluorescent lighting offers all the 
features and all the quality you get in Electro 
... engineered for highest levels of lighting, yet 
with amazingly low surface brightness . . . 
Starters and lamps instantly removable from 
the top, and wiring more readily accessible 
than on any comparable fixture . . . Patented 
suspension bracket that enables one man to 
install any fixture in less time than is ordinarily 
required by two men... Designs of breathtaking 
beauty . . . A selection of models affording ex- 
act desired concentration of light. 


Send for literature showing the spectacular § 


engineering improvements featured in these 
fluorescents. Sold only by verified electrical 
wholesale distributors. 


ELECTRO MANUFACTURING CO:- CHICAGO 
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sales organizations . . . NEWA accepted 
the opportunity offered by the EEI to de- 
velop jointly the basic sales training 
feature of this program . . . the material 
is being compiled by experts in the sales 
. The cost of the mate- 
rial will be nominal and well within the 
means of every electrical wholesaler.” 


training field . 


Victory Lighting Show 
Scheduled For November 


What is planned to be the largest and 
most comprehensive lighting exposition 
in the history of the industry will be held 
in New York City at the 17th Regiment 
Armory, November 26 through the 30th. 

The five-day exposition, called the 
“Victory Lighting Jubilee” and sponsored 
by leaders in the lighting industry, is 
planned to bring together under one roof 
a representative cross-section of the com- 
bined talents of the lighting fixture and 
portable lamp industries. Virtually every 
manner of fixture designed to “bring the 
sun indoors” for commercial, industrial 
and residential needs will be featured in 
this exposition, it was stated. 

In announcing the event, it was stated 
that : 

In announcing the event, Mr. Stryker 
said : 

“This Victory Lighting Jubilee has for 
its principal objective the collective pres- 
entation of all post-war thinking and 
designing of the fixture and lamp indus- 
tries for mass acceptance of buyers and 
users throughout the nation. GE and its 
allied equipment manufacturers believe 
the exposition will serve well the public 
interest. It should stimulate immediate 
production of peace-time goods to satisfy 
the pent-up demands created during the 
last five years.” 


Canadian Wholesaler 
Opens New Building 


Ward Johnston Electric Company Ltd., 
Regina, Sask., Canada, recently opened a 
new building to house its wholesale elec- 
trical business at Avenue A and 19th 
Street, Saskatoon, Sask. The company 
was established by V. E. Johnston in 
Regina 14 years ago, being named by the 
founder after his son Ward Johnston. The 
branch in Saskatoon was opened 10 years 
ago under the management of A. H. Tra- 
wick, and both the head office and branch 
have expanded steadily since that time. 

The new headquarters for the Saska- 
toon branch now completed has a front- 
age of 50 feet on Avenue A and a depth 
of 140 feet on Nineteenth Street. The 
warehouse is 50 feet by 118 feet, with a 
13 foot ceiling. Show rooms and offices 


(Continued on page 162) 
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DISTRIBUTORS’ SALESMEN get a preview of the sales-training course 
developed for them by American Central Manufacturing Corporation of 
Connersville, Ind. Kenneth Cook, director of sales training, is addressing 
the meeting. In attendance are: left to right, front row, Byron Wagner, 
assistant general sales manager; John B. (Jack) Taylor, western sales 
manager; Charles Stoup, sales manager kitchen division; Lorine Mounce, 
home service director; James Craig, district manager, kitchen division; 
Willis Marshall, district manager; Harry Armbright, eastern sales man- 
ager; Larry Coen, midwesten sales manager; (second row) William F. 
Valentin, advertising manager; Leo Daugherty, district manager; Tony 
McEwan, district manager; James Derr, southeastern sales manager; Gene 
Henry, district manager; Howard Barlow, assistant to sales manager, 
kitchen division; Lon Evans, southwestern district manager; (back row) 
Charles Reinboldt, Jam Handy organization, 


DISTRIBUTORS attending the third post-war Retailing Clinic for Small 
Appliances sponsored by Proctor Electric Company in Savannah; Ga., on 
Sept. 17-18, as unofficial observers. They are, left to right: H. H. Higgins, 
Carolina Appliance Co., Charleston, S. C.; P. B. Strickland, Beck & Gregg 
Hardware Co., Atlanta, Ga.; J. W. Horne, Graybar Electric Co., Savannah, 
Ga.; L. J. Crouch, American Hardware & Equipment Co., Charlotte, N. C.; 
E. C. White, White Hardware Co., Savannah, Ga.; T. H. Graves, Graves 
Electric Supply Co, Greenville, S. C.; F. Guerin, McClain Distributing Co., 
Charlotte, N. Cl; H. E. Giles, Graybar Electric Co., Atlanta, Ga.; P. M. 
Minus, Gas Eygine & Electkic Co., Charleston, S. C.; T. Timmons, Hart 
Electric Supply Co., Augusta, Ga.; R. T. Ringler, Maga Distributors, Ltd., 
Macon, Ga.; C. Q. Townsend, Townsend Electric Supply Co., Albany, Ga., 
and A. H. Patton, Atlanta District Manager, Proctor Electric Co. 











BALLASTS FOR FLUORESCENT LAMPS 


In the complete line of Jefferson Electric Ballasts, capac- 
ities and types for all commercially made fluorescent lamps 
are included. Correct engineering, control of all steps of 
production in our own plant, equipment and facilities not 
matched anywhere—insure highest uniform quality and 
quiet operation, and long life. 

Jefferson Electric Ballasts are now available in two-lamp 
40-watt sizes designed to bring leads either from the ends 
or bottom, the latter particularly suited to mounting on 
narrow wiring channels. This type of Ballast reduces the 
number necessary to carry in stock. 


Po 


Pa 


All types of Jefferson Electric Ballasts are acceptable by 
lamp manufacturers for operation of their products as 
evidenced by the E.T.L. certification. 

The Jefferson Electric Ballast for cold-cathode use in- 
corporates a transformer, two reactors and a capacitor. 
This Ballast lights two 40-watt tubes with a power con- 
sumption of 105 watts and operates from the ordinary 115 
volt alternating current lighting system. Separate attach- 
able junction boxes are made for use where required. 

As innovations and new ideas in tubing will be intro- 
duced, Ballasts for their operation will be made available. 


Unnecessary shutdowns and damage to motors, wiring 
and equipment can be eliminated with proper fusing. 
When excessive overloads require Jefferson Renewable 
Fuses to open the circuit, they do,it safely. Rugged 
construction and simple design assare quick cleaning, 
easy renewal and long years 6f service. With the latest 
fuse link assembly and automatic compensation for con- 
traction and expansio@—secure assembly and knife 
blade alignment are always assured. 
Jefferson-Union Renewable Fuses have 
been known for their uniform accuracy 
and reliability since the earliest days 
of the electrical industry. 
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SOURCEThe figures we use as basis for these monthly 
coniparisons of performance in the electrical wholesaling 
field are collected and compiled by the Bureau of the 


Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of July, 1945 


SALES Sales of electrical goods through wholesalers 
in July were 25 percent above the level of the 1939 aver- 
age monthly sales. 

Although cut-backs and cancellations were well under- 
way in that second full month following V-E Day, this 
sales figure for electrical wholesalers represented a drop 
of only 3 percent from the June level. This would indi- 
cate that the demands from many industries for recon- 
version supplies and equipment, as well as the increasing 
flow of goods caused by slight relaxation of WPB 
regulations, helped wholesalers move nearly the same 
dollar volume of products as in the previous month. 
Added to this, wholesalers benefited from the stepped- 
up requirements of the Navy and suppliers to the Navy, 
to support the accelerated offensive that in July was 
being waged on Japan. 


INVENTORIES The effect of two months’ peace 


in Europe was reflected noticeably in the greater supply 
of electrical materials flowing from manufacturers to 
wholesalers in July. The national average of whole- 
salers’ inventories showed that in July stocks reached 
107 percent of the 1939 average monthly level. 

Just one year had passed since wholesalers inven- 
tories made the first substantial recovery from the lows 
that stocks reached in the period following December, 
1942. In this one year, however, although the monthly 
gains were not constant, inventories increased until in 
July they were 31 percent higher than for the same 


month of 1944. 


COLLECTIONS 


Collection percentages for July, 
1945, were 93 percent, 4 points higher than for the 
same month in 1944, and 2 points below the collection 
figure for June, 1945. 
Accounts receivable in July were up 1 percent com- 
pared with the previous month, and 7 percent higher 
than the same month of 1944. 
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MESSENGER 
COPPER BINDING TAPE 


MESSENGER 
4, COPPER BINDING TAPE 


NINDS MONZA UX) Sree §=SELF-SUPPORTING 
Factory-assembled complete. Simply . " é AERIAL POWER CABLE 
draw up to sag. Tree-trimming elim- : ‘3 arth 2,300 — 15,000 VOLTS 





inated. Self-grounded: Safe! Easy to 


splice,or ei inimize S. orm dzardas. 
plice,or tap. M Storm Hazard 
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N 1934 
ENERAL CABLE 


Bs —— 


Non- leaded 
Light in weight 


Gencorone insulation 


Installed in our Research Laboratory Proving Ground, the original 1934 prod- 
uct proved itself through nine years’ rigorous trial at double working voltage. 
The first commercial installation was made in 1939. Since then, many miles 
have been successfully operated throughout the country. 


That Aerial Power Cable affords economy in the long run and a most desirable 
factor of safety against service interruptions and public hazard, and is well recog- 
nized particularly where tree conditions prevail. Up to 65% labor savings in 
installations, plus greatly reduced tree-trimming and maintenance costs, have 
brought the modern General Cable SELF-SUPPORTING Type to the fore. 


It eliminates unsightly open wire construction and enhances street appearance 
materially in both residential and business sections. No tree surgery to mar 
attractive surroundings. 


It is especially adapted to post-war service extensions where underground duct 
cost is not justifiable. Numerous utility installations bear witness to its notable 
superiority in mechanical strength and reliability. Great trees which have fallen 
across these cables, have been cut down and removed, and the cables pulled 
back to normal sag, totally without interruption of service. Company engineers 


will be glad to supply complete technical data. 


GENERAL CABLE 
CORPORATION 


General Cable Corporation Sales Offices are located at Atlanta, Boston, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Houston, Kansas City (Mo ), Los Angeles, New York, Philadelphia, Pittsburgh, 
Rome (N.Y.), St. Louis, San Francisco, Seattle, Washington (D. C.) 
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REGIONAL ANALYSIS 


LL but two of the nine regions reported sales by 
wholesalers within 3 points of the national figure 
for July, indicating that a fairly even distribution of 
sales existed throughout the country. 

Only one of the groups of the states, the Pacific Coast 
region, reported sales volume equal to that of the pre- 
vious month. Since the adjacent Mountain States, and 
the West South Central States, were within 1 percent 
of the June volume, it would seem likely that the shift 
of activity to the West Coast that followed V-E Day and 
the stepping-up of the war on Japan, kept sales at a 
higher level in those areas than in the rest of the 
country. 

Compared with July, 1944, sales in all regions showed 
increases. Particularly was this true in regions 4, 5, 6 
and 7, the groups of states which suffered declines in 
sales during 1943 and early ’44 following the end of the 
training camp building program. 

Inventories of wholesalers in all regions showed an 
increase in July when compared with the previous 
month. However, this increase was not distributed 
evenly over the nine groups of states. Regions 3, 6 and 
8 reported inventories at 113, 110 and 110 respectively, 
while regions 2 and 9 stated gains at only 2 percent 
above June. 

As the lack of balance between regions does not follow 
a pattern in which the unevenness could be attributed to 
the particular characteristics of the region involved, nor 


. 
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Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 








SALES 
July, 1945 
Compared in °%/, with 
June July 
1945 1944 


89 104 
95 103 
97 121 
96 129 
98 121 
91 156 
99 139 
99 144 
100 108 


97 117 


INVENTORIES 
July, 1945 
Compared in °%/ with 


June July 
1945 1944 


104 127 
102 132 
113. 136 
104 128 
109 131 
110 137 
105 140 
110 138 
102 124 


106 131 
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(See Map) 
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to transportation, which was a distribution problem in 
July, it seems likely that the uneven balance may hav 
been caused by the readjustment of stocks to civiliat 
market needs, which had begun to make headway. 
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LABOR and MANAGEMENT MEET — 
for PEACE or CIVIL WAR? 





prospect of a knock-down and drag-out fight in 

the automobile industry does not augur well for the 

reconversion outlook, which upon every other score 

is bright. Any widespread outbreak of the type of indus- 

trial warfare which now threatens will disrupt, more 

thoroughly than anything else on the horizon, an or- 
derly transition to a peacetime economy. 


It is doubly unfortunate that there should be a gen- 
eral tightening of union and company battle lines upon 
the eve of the Labor-Management Conference, which on 
November 5th will convene at President Truman’s direc- 
tion for the purpose of “working out by agreement means 
to minimize labor disputes.” If the current work stop- 
pages occasioned by industrial conflicts should increase 
rather than diminish between now and November first, 
the Conference atmosphere hardly promises to be favor- 
able to a dispassionate examination of basic issues. 

Yet the shadow of the threatened industrial storm that 
hangs over the Conference only serves to emphasize the 
importance of reaching satisfactory agreement upon two 
problems with which such a Conference might deal. The 
first is that of determining what machinery shall be used 
for settling disputes upon which employers and workers 
have reached an impasse. The second, and more far- 
reaching, is that of arriving at some common under- 
standing upon the major issues which commonly lead to 
irreconcilable disputes. 


Settlement of Wartime Disputes by the 
War Labor Board 


During the war the first problem was handled largely 
by machinery centered in the National War Labor Board. 
Supported by general adherence to patriotic pledges by 
labor leaders and employers not to resort to the use of 
economic force against each other during wartime, and 
backed up on rare occasion by use of the President’s 
power to seize plants for war purposes when its orders 
| were not obeyed, the Board managed, by what amounted 
to compulsory arbitration, to settle the nation’s wartime 
labor disputes with relatively little economic loss. 

But it can scarcely be claimed that the War Labor 
Board did much to resolve the issues from which dis- 
pites grow. Indeed, the fact that it was available to issue 
orders in cases which the Secretary of Labor certified as 
likely to “lead to substantial interference with the war 
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effort”, resulted in the conversion into full fledged dis- 
putes of many disagreements which would otherwise have 
been settled at a local level in the course of collective bar- 
gaining. Meanwhile, local collective bargaining machinery 
which should have been doing most of this work was 
neglected, and will need thorough reconditioning even to 
be brought back to its prewar level of effectiveness. 

With V-J Day came an abrupt change in the status of 
the War Labor Board. One of its main props, labor’s “no 
strike pledge”, was promptly withdrawn. It could no 
longer rely on the President to use his power to seize 
plants for war purposes to force obedience to its orders. 
Consequently the Board agreed that it would accept new 
cases only if both parties to the dispute stipulated in ad- 
vance that they would abide by the Board’s findings, that 
it would clear its dockets of old cases as rapidly as pos- 
sible, and that it would then go out of business, leaving 
to the Labor-Management Conference the question of 
what should take its place in the postwar period. 


What Shall Take the War Labor Board’s Place? 


The immediate and pressing task of the Labor-Man- 
agement Conference is to agree upon machinery for set- 
tling industrial disputes in the peacetime economy. 


Neither management nor labor wants the continuation 
of compulsory arbitration to which they submitted as a 
necessary war measure. But it must be clear to everyone 
that if any substantial proportion of the disputes that 
inevitably arise are settled by resort to strikes and lock- 
outs, economic anarchy will result. Not only will it be 
impossible to achieve the high levels of output and em- 
ployment that have been set as postwar goals, but it is 
questionable whether our economy could survive. The 
only elterrfative to compulsory arbitration under gov- 
ernment auspices is for management and labor to demon- 
strate their ability to effect a peaceable resolution of their 
differences without it. 


The most obvious need is to set up local machinery at 
the grass roots where disputes originate. That is where 
most of them should be settled by local negotiation and, 
when that fails, through voluntary submission to media- 
tion or arbitration under terms of reference to which the 
parties agree. Many issues, which at plant level are rela- 
tively simple in character, are blown up to formidable 
dimension and complexity when they are passed along 
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the line for decision in Washington. The centralizing proc- 
ess is one that frightens everyone connected with it be- 
cause it focuses attention upon the possible importance of 
precedents established by a decision, rather than upon 
resolving satisfactorily the particular dispute at hand. 


Unquestionably, some Federal machinery must be pro- 
vided which may be called upon in cases where the size 
or implications of a threatened dispute clearly run be- 
yond local jurisdiction. That will mean the thorough 
revamping of conciliation and mediation machinery which 
exists, but which has grown rusty through disuse while 
compulsory arbitration was the order of the day. 


At least, this involves a complete overhauling of the 
United States Conciliation Service with a noteworthy 
strengthening of its personnel. There may be wisdom 
also in recently advanced suggestions for the creation of 
a board of arbitration to act in cases voluntarily sub- 
mitted by the parties concerned, and for boards of in- 
quiry to make reports upon the merits of disputes in 
which the public interest is concerned. But there is valid 
ground for questioning what appears to be the common 
assumption that such machinery should be located in the 
Department of Labor. It belongs neither there nor in the 
Department of Commerce. For the work which such 
agencies are called upon to perform, both the appearance 
and fact of complete impartiality are essential to effec- 
tive performance. Assurance of impartiality will not be 
fostered by placing them in a department specifically 
charged by Congress with the task of advancing the in- 
terests of wage workers. 


Resolving the Issues Over Which Disputes Arise 


It may be, as many think, that the forthcoming Labor- 
Management Conference cannot effectively handle any 
problems beyond the procedural ones suggested above. 
If that is true, its agenda probably should be restricted 
to planning the reconstitution of collective-bargaining 
and dispute-settlement machinery, in view of the urgent 
need for putting it in working order. 

But either in this Conference, or in subsequent ones, 
there will have to be an attempt to reach a reasonable 
measure of labor-management accord upon certain basic 
issues over which most industrial disputes originate. The 
best of machinery can be swamped if disputes are gen- 
erated in ever-increasing number. 

Most important of such issues is that of the fair deter- 
mination of wages. There is clear need for reaching agree- 
ments at least upon the major factors on whjch such de- 
termination should rest. It seems evident that if we are 
ever to hope to reach the high levels set and generally 
accepted as postwar goals, we must harness economic 
incentives to promote production efficiency. That means 
that workers, as well as management, must be given a 
genuine stake in increased productivity. No universal 
formula is possible, but we should be able to agree upon 
general principles for dividing returns derived from im- 
proved performance in output between workers and in- 
vestors, and consumers in the form of lowered prices. 

Again, since unionism is here to stay, general accept- 


ance by management of the principle of collective bar- 
gaining would save innumerable disputes which are con- 
cerned more with the method of negotiation than with 
the concession sought. Few in management still ques- 
tion the validity of the collective bargaining process as 
such, but there are many matters to be resolved of which 
the question of the open shop, the union shop, or the 
closed shop is merely a conspicuous example, upon which 
there is wide divergence of conviction between and with- 
in labor and management groups. 


On the management side, there is sincere concern about 
the intent or ability of union leaders to exercise respon- 
sible control that assures compliance with contractural 
obligations. Wild-cat strikes are of sufficiently frequent 
occurrence to give substance to this distrust, and union 
discipline seldom has been administered in a decisive or 
effective fashion. The prospective rivalry of three com- 
peting labor organizations of national scope gives man- 
agement little confidence that a bargain made and kept 
in good faith with any one of them provides assurance 
against work stoppages. 

All of these matters, and many others, need thrashing 
out between management and labor, with the view of 
arriving at as large a measure of specific and detailed 
agreement as can be achieved. The greater the area of 
such agreement, the smaller will be the area for disputes 
that must be handled by settlement machinery, or put to 
the final test of force. 


Peace or Civil War in Industry 


The Labor-Management Conference is of major im- 
portance to national welfare. It is important even if it 
restricts its objectives to the procedural problem of how 
industrial disputes are to be handled. 

It can make an even larger contribution if it lays the 
groundwork for an attempt to reach working agreements 
upon such policy issues as have been cited above. 

Neither management nor labor can afford to lend any- 
thing less than their best intelligence and effort to an 
attempt to arrive at common understanding. Success will 
mean that we have a genuine chance of reaching new 
levels of economic well-being. Failure will mean indus- 
trial civit war, in which the casualties will be high. One 
almost certain casualty of such a war will be the prin- 
ciple of collective bargaining, since the Government can 
scarcely refrain from establishing compulsory arbitra- 
tion if sufficient breakdown occurs. 

It is to the vital interest of both management and 
labor to demonstrate that they can responsibly control 
themselves. 


President McGraw-Hill Publishing Co., Ic. 


THIS IS THE 40TH OF A SERIES 
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National Electrical Wholesalers Association 


Executive and Management Committees 








J. L. BUSEY 
President of NEWA and Chairman of 
Management and Executive Committees 
General Elec. Sup. Corp. 
1260 Boston Ave., Bridgeport, Conn. 


JOHN M. NEWTON WALTER WILLIAMSON F. R. EISEMAN A. H. NICOLL 
Member of the Management Com. Member of the Management Com. Member of the Management Com. Member of the Management Com. 
Oakes Elec'l Sup. Co. Westinghouse Elec. Sup. Co. Revere Electric Supply Co. Graybar Electric Company, Inc. 
271 Appleton St. 40 Wall St. 757 W. Jackson Blvd. 420 Lexington Avenue 
Holyoke, Mass. New York 5, N. Y. Chicago 4, Ill. New York 17, N. Y. 


E. B. INGRAHAM G. J. COSSMAN J. P. CARSON 
Chairman of Appliance Division Chairman of Central Division Chairman of Pacific Division 
Member of Management Ex-officio member of Exec. Com. Ex-officio member of Exec. Com. 
Committee Graybar Electric Company, Inc. Graybar Electric Company, Inc. 
Ex-officio member of Exec. Com. 500 S. Clinton St., Chicago 9th and Howard Sts., San Francisco 
Times Appliance Co., Inc., N, Y, C, 
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D. M. SALSBURY W. I. BICKFORD K. S. GORKE 


Chairman of Atlantic Division Vice President of NEWA and Gorke Electric Co. 
Ex-officio member of Exec. Com. Vice Chairman of Exec. Com. 146 James St., Syracuse, N. Y. 
Westinghouse Elec. Sup. Co. Westinghouse Elec. Sup, Co. 
40 Wall St., New York City 575 Sixth Ave., Pittsburgh 





W. H. KAISER c. E. MASON M. O. HOLLIS H. H. TULLY 
General Elec. Sup. Corp. Novelty Electric Co. Raybro Elec. Supplies, Inc. Doubleday-Hill Elec. Co. 
378 Stuart St., Boston, Mass. 10th and Cherry Sts., Philadelphia 812 Twiggs St., Tampa, Fla. 110 Seventh St., Pittsburgh 





J. C. DUPONT, JR. J. D. NICHOLSON H. D. ROSETH D. LYLE FIFE 
Lighting Fixture & Elec. Sup. The Mine & Smelter Sup. Co. Co-op Elec. Supply Co. Fife Elec. Sup. Co. — 
Co., Inc., New Orleans, La. Denver, Colorado 812 W. Jackson Blvd., Chicago 541 E. Larned St., Detroit 
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H. O. SMITH W. S. BLUE H. &. PERL G. F. HESSLER 
The Hardware & Supply Co. Columblan Electrical Co. State Electric Supply Graybar Electric Co., Inc. 
475 S. High St., Akron, Ohio 2603 Grand Ave., Kansas City 241 Tenth St., Oakland, Calif. 420 Lexington Ave., N. Y. C. 
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A million letters 


come to her from women each year 







Betty Crocker’s mail floods in from every 





corner of America . . . asking advice... 






expressing gratitude . . . revealing a depth of 






loyalty, friendship and confidence that is a ° 






potent selling force. 







Through this correspondence . . . through 
her radio program, the oldest on the networks 






today . . . through constructive services to 






homemakers . . . Betty Crocker as the 






personalized representative of the General Mills 






Home Service Staff has won a place in millions 






of lives as the best known, most helpful home 






service authority in the world . . . has helped 






win the tremendous sales volume of 400,000,000 






packages of General Mills products last year. 


The loyalty Betty Crocker has generated . .. 
the friendship and confidence she has inspired, 








offer a rich pre-sold and ever-widening market 






to General Mills appliances and housewares 






dealers . . . hold promise of constantly 






growing profit possibilities for you. 












. 
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COUNT ON GREAT THINGS FROM GENERAL MILLS “ 


Count on a great family of home appliances and house- 







wares...distinctive in design ...exclusive in principle Cr 
. ; @7- 





... each with patented features that mean new 






usability and extra value to consumers. Count 










on powerful advertising, alert merchandis- 


ing, sound selling. Count on vigorous support 






for dealers. Count on profits! 







MARK OF GENERAL MILLS, INC, 





BETTY CROCKER IS A REGISTERED TRADE 









GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT © MINNEAPOLIS 13, MINNESOTA 
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NEMA’S Sales-Building Progra 


| Stimulate Business 


for Wholesalers 


te Preece AG Paget eal ge 


this fall of the National Elec- 
trical Wholesalers Association, 
Mr. Rost has given me the opportu- 
ity of presenting this article as a 
ibstitute for what might have been 
n address before the convention. 
Many activities of NEMA depend 
) a great extent on the efforts of 
‘holesalers and their salesmen for 
ie distribution of those products 
nd I accordingly greatly appreciate 
1e opportunity afforded me. 


|: the absence of a convention 
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By A. C. Streamer 


President 
National Electrical Manufacturers Assn. 
President 
Westinghouse Electric Corporation 
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With the help of the staff of 
NEMA, I am outlining in this ar- 
ticle some of the principal business 
development projects that NEMA 
has scheduled for 1946 which I be- 
lieve will be of interest to the whole- 
salers and their salesmen. 

Electric Household Appliances 

In the immediate post-war period, 
as well as in the next several years 
of an expanding economy, electric 
household appliances will be one of 
the most important group of prod- 


SALESMAN 


ucts made by the electrical manu- 
facturing industry. The huge back- 
log of demand built up since 1942 
when the industry shut down and 
converted to war work, plus the 
increasing demand for electrical ser- 
vants in homes of all sizes and in- 
come groups, has produced a market 
that will absorb appliances at a rate 
never before experienced. 

The manufacturers propose to do 
their part by providing appliances 
of the greatest possible utility, at the 
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lowest possible cost, drawing upon 
all their war learned skills and uti- 
lizing old and new’ materials to the 
best advantage. Further, they pro- 
pose to produce in the greatest pos- 
sible volume, in order to achieve 
those costs which will keep electric 
appliances at a value-per-dollar level 
to compete with the products of 
other industries for their share of the 
consumer’s dollar. 

In the next few years electrical 
wholesalers will have their maxi- 
mum opportunity of keeping their 
industry the primary distributive 
channel for electric household ap- 
pliances. Manufacturers will expect 
them to resume their appliance dis- 
tributive functions interrupted. by 
the war. 

The making of the post-war pat- 
tern for electric appliance distribu- 
tion is in the electrical wholesaler’s 
hands. NEMA manufacturers are 
confident that the electrical , whole- 
salers will function economically and 
aggressively to move the volume of 
appliances which the industry must 
produce to reach its maximum po- 
tential and thereby supply its prod- 
ucts at the lowest possible cost to 
the ultimate consumer. 

As the electrical manufacturer is 
applying to his post-war operations 
all that he has learned of new and 
economical materials, methods and 
manufacturing procedures, so must 
the post-war distribution system ap- 
ply to its operations all the plans 
and operate procedures which make 
for efficient distribution at lowest 
cost. Each appliance must be stud- 
ied and the most effective sales chan- 
nels developed. The wholesaler 
may, as a result of such study, find 
it expedient to broaden his plans to 
thoroughly cover all those types of 
outlets which can successfully mar- 
ket each kind of item. 

During the war years, the appli- 
ance sections of NEMA have given 
serious study to the markets for their 
products, and have carried on pro- 
grams designed to pave the way for 
the maximum volume of peace-time 
business. The Electric Range Sec- 
tion, for example, has developed and 
is currently conducting a three-part 
program, aimed in as many different 
directions. 

It is recognized that the greatest 
deterrent to the actual purchase of 
an electric range is the matter of 
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cost of the required service wiring. 
You are all familiar with the over- 
whelming preference for electric 
cooking shown by survey after sur- 
vey. And electric rates are gener- 
ally available which make electric 
cooking economically feasible. But 
the cost of special wiring required 
where the existing service is inade- 
quate is a real sales hindrance. 

To meet this problem, the Electric 
Range and Electric Water Heating 
Sections of NEMA are advertising 
in professional and trade magazines 
to bring home to the architect, build- 
er and contractor, the extentof the 
growing public demand for electric 
cooking and water -heating and to 
convince them that it is a matter of 
sound economics to include in every 
new home an adequate three-wire 
service entrance and a range circuit. 
This campaign, supported by the 
efforts of wholesalers, utilities and 
dealers in the local electrical organi- 
zations, is producing results. 

A second range program is that 
directed , toward home economics 
educators. Built around a carefully 
prepared and authoritative text 
book, “The Electric Range,” which 
has already been put into*the hands 
of more than 25,000 interested home 
economics teachers in, the schools 
and colleges, this program is direct- 
ing the attention of educators to the 
inadequacy or non-existence of elec- 
tric appliance teaching equipment in 
the vast majority of the home eco- 
nomics laboratories in our schools. 
Through its operation, the local 
school authorities are becoming 
really conscious of some of their 
antique and makeshift facilities. 

Now is the time to see to it that 
local plans for new and remodeled 
school facilities make suitable provi- 
sion for instruction on those modern 
electric appliances which the future 
American homemakers will want 
and should have. The electrical 
wholesalers are in a preferred posi- 
tion to spear-head such local pro- 
grams. 

A third type of promotional ac- 
tivity is pointed in the direction of 
the complete home with All-Electric 
Kitchen. It is becoming increasingly 
apparent that many builders are 
looking forward to the time when 
their success in the home building 
field will be measured by the com- 
pleteness of their product. It is 





unthinkable that this industry should 
see such a tendency develop with- 
out doing something to make sure 
that complete homes of the future 
are electric homes—with All-Elec- 
tric Kitchens. 

The Range and Water Heating 
Sections -have just prepared and 
made available to the utilities a plan 
book which carefully outlines plans 
for bringing together local archi- 
tects, buildings, lending institutions, 
and electrical distributors in the in- 
terest of stimulating local interest 
in All-Electric Kitchens. 

I have discussed the above appli- 
ance activities at some length, so as 
to assure you that the electrical man- 
ufacturers, as represented in NEMA 
are keenly aware of the necessity of 
preparing for the aggressive promo- 
tion and selling of their wares. 

In addition to the post-war lines, 
there will be available at least six 
entirely new items for promotion by 
the wholesalers, including home 
freezers, cabinets, sinks, steam irons, 
clothes dryers and farm freezers, 
with added emphasis on so-called 
cycle clothes washers. 

A conservative estimate indicates 
that sales in the first full year of un- 
restricted production should range 
to 138 percent greater than those 
in 1941, 

Other appliance sections are 
equally busy .in those fields where 
the individual manufacturer’s pro- 
motion may be effectively supple- 
mented by group activity. 

For example, all of the appliance 
sections are again actively develop- 
ing NEMA Standards. The House- 
hold Refrigeration Section has just 
adopted a new standard test and rat- 
ing procedure for home freezers, and 
is preparing new brochures on the 
proper preparation of foods for 
freezing and the operation of this 
newest of the major appliances. The 

Electric Fan Section is planning an 
overall promotional and educational 
activity. And there are others which 
will be announced as plans develop. 

One particularly interesting 
NEMA activity of primary interest 
to all electrical wholesalers is the 
program on Liquefied Petroleum 
Gas Competition just now getting 
under way. Careful studies have 
shown the necessity for bringing to 
the residents of rural and small town 
areas the advantages of electric cook- 
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ing and water heating, and the econ- 
omies incident to the full use of 
electric energy in the home and on 
the farm. The tremendous exten- 
sion of electric service to farms and 
small towns in the last few years, 
ind the further extensions which are 
now being projected, provide a 
vhole new and vitally important 
‘roup of user prospects. These fur- 
lish not only a market for electric 
ippliances, but for the products of 
most every other electrical manufac- 
urer. Hence this is an overall 
Nema activity, rather than one con- 
ined to the appliance sections. 


The Adequate Wiring Program 


NEMA joins other branches of 
he electrical industry in promoting 


the adequate wiring program, and 
provides funds for the headquarter's 


national operation. This activity 
was organized for the specific pur- 
pose of informing the public and all 
branches of the building industry 
about the need for providing home 
wiring installations which will meet 
modern needs. This activity jointly 
sponsored by wholesalers, utilities, 
contractor-dealers, electrical leagues 
and manufacturers, through _bal- 
anced ‘representation on the main 
supervisory committee, is a fine ex- 
ample of what our industry can do 
when it really shares a responsibility. 

We in NEMA look on this pro- 
gram as a “must” activity. All of 
us live in dwellings of some kind. 
It is only proper that we ourselves 
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and all in this country should have 
available to us facilities for living 
comfortably, conveniently and eco- 
nomically in the modern sense. In 
other words, we all deserve the 
means to “live electrically.” It is 
incumbent, therefore, on our whole 
industry that we do this home elec- 
trification job and in the doing of it 
we shall not only serve the public 
where it lives but we shall create big 
business for ourselves, more jobs for 
the worker and aid in advancing the 
use of electric service in our other 
major markets—commerce, indus- 
try, farm, communications, trans- 
portation, etc. 

Nor can we ease up our efforts for 
one minute. In fact we all should 
increase and intensify them if we are 
to electrify, reasonably well, the 
several million dwelling units that 
must be built in the next few post- 
war years and the 28,000,000 or so 
homes which are already wired for 
electric albeit inadequate. 
It is a colossal job, but it must be 
done. If this industry continues to 
unite behind the promotion of ade- 
quate home wiring, this effort will 
mean millions of satisfied customers 
and hundreds of millions of dollars 
worth of the goods and services that 
we make or provide. 

As you may know, NEMA has 
spark plugged the adequate wiring 
program by providing the funds for 
the national phases of the activity. 
This has amounted to approximately 
$416,000 in the past nine years. In 
the hundreds of big and small com- 
munities throughout the country, 
where local wiring activities have 
been undertaken, many times that 
sum has been spent. Utilities have 
provided the major part of those 
funds but wholesalers, contractor- 
dealers and others, too, have done 
their share, both in money and in 
personal service. 

You wholesalers have done some- 
thing else. As in many local groups 
in various sectors of the country the 
leadership has been shared gener- 
ously by representatives of your 
group, so also is the national com- 
mittee indebted to you. The first 
the Plan Committee 
was a wholesaler and for the past 
three years that man—Herbert 
Metz of Graybar—has been the 
chairman of the Executive Commit- 
tee. He has been aided by other 


service 


chairman of 


97 





equally service-minded men from 
your branch of the industry, who 
have so satisfyingly dovetailed their 
thinking into a committee operation 
which could well be accepted as a 
standard for industry cooperation. 

NEMA’s budget for this program 
for 1946 is a liberal one and gives 
assurance of the type of support 
needed to implement this program in 
the coming critical year. 

I have dwelt at some length on 
this one business building activity 
in which NEMA has a considerable 
stake, because it is typical of what 
we should and can do along other 
sectors on our electrification front. 
We do other things in which you 
are interested, such as the dissemina- 
tion of information to the general 
public on what electricity and elec- 
trical products can do in their be- 
half; provide information on bene- 
fits to farmers of more complete 
electrification, assist local coopera- 
tive groups, such as_ electrical 
leagues, in their operations and 
through our Sections and groups we 
conduct many other specialized ac- 
tivities from which you and our- 
selves and other branches of the in- 
dustry benefit. 


NEMA Armored Cable Wiring Program 


The Armored Conductor and 
Flexible Metallic Conduit Section of 
NEMA is actively engaged in an ed- 
ucational and promotional project 
which is intended to further the im- 
portant part which this long estab- 
lished pioneer wiring material will 
contribute in meeting the ever in- 
creasing demands for adequate and 
economical postwar wiring. 

The program of the manufactur- 
ers in this section of the wire and 
cable division of NEMA is both 
broad and complete and should prove 
of great interest and value to all 
branches of the industry in its pos- 
sibilities for creating a greater de- 
mand for and acceptance of this long 
used wiring material. 

An important phase of the pro- 
gram is an educational motion pic- 
ture, showing the complete manu- 
facture and testing of armored cable 
and its component parts. The pic- 
ture covers each successive step in 
production, shows the precision and 
care exercised in each step, and 
thoroughly demonstrates all tests 
made and other measures taken to 


98 


insure its compliance with rigid in- 
dustry standards for the product 
and its suitability for use in accord- 
ance with the requirements of the 
National Electrical Code. 

This film has been completed and 
is now available for presentation to 
the various electrical and other in- 
terested groups throughout the 
country. Plans are under considera- 
tion for producing a companion pic- 
ture dealing with proper methods of 
installation and use of armored cable 
for the purpose of showing all possi- 
bilities for its increased or greater 
use. 

The Section’s Technical Commit- 
tee is carrying on studies and in- 
vestigations in connection with the 
various technical aspects of the prod- 
uct and its accessories with a view 
to future improvements and pos- 
sibly new developments, all of which 
is aimed at greater acceptance and 
consequently increased sales. 

The presentation of the motion 
picture, and technical talks and dis- 
cussions ,regarding the Section’s 
products, will be carried on by the 
Section’s electrical engineer before 
the various industry groups, such 
as electrical wholesalers, contrac- 
tors, inspection authorities, elec- 
trical leagues, etc. 


Street Lighting and Traffic Signaling 


Wholesalers who sell street light- 
ing and traffic signalling equipment 
no doubt have already observed ef- 
fects of the NEMA educational pro- 
gram among utility executives and 
municipal officials. 

More than a year ago, a new pro- 
gram was initiated and it is now in 
full swing. Advertising in trade 
magazines, direct mail folders, win- 
dow posters, movies, special articles 
and a monthly Newsletter going to 
almost 15,000 readers, tell the story. 
An ever-increasing weight of evi- 
dence shows that modern street 
lighting is a needed public service— 
already too long neglected. 

With interest in so many quarters 
centered on post-war traffic safety, 
the opportunities for street lighting 
and traffic signalling equipment sales 
are obvious. It is astounding how 
one installation of modern lighting 
equipment after another demon- 
strates that lighting improvement 
and a reduction of traffic accidents 
have a mathematical relationship. 


Other themes stressed in the pro- 
gram are the reduction of crime by 
means of better lighting, promotion 
of civic pride, help to local retailers 
and the enhancement of real estate 
values. 

In addressing utility companies, 
NEMA makes the same appeal 
which is now offered to you. Re- 
lighting America’s streets is a stu- 
pendous undertaking. No _ single 
organization or business group can 
do the job alone but it can be done 
easily, quickly and with great credit 
to free enterprise if everyone does 
his share. There is no better tool 
than good street lighting for helping 
to build sound utility company pub- 
lic relations. 


International Lighting Exposition 

This Exposition which was sched- 
uled for the Palmer House in Chi- 
cago last April, sponsored by the In- 
dustrial and Commercial Lighting 
Equipment Section of NEMA, had 
to be postponed because of govern- 
ment restrictions. At the time of 
postponement approximately 75 per- 
cent of the exhibit spaces had al- 
ready been reserved. 

It is planned now, that these curbs 
have been removed, to stage the Ex- 
position some time in the Spring of 
1946 at Chicago. 

The exhibits will be restricted to 
NEMA members, making various 
types of lighting and accessory equip- 
ment and to certain non-member 
groups of lighting sources and non- 
electrical accessories. Invitations to 
attend the Exposition will be sent to 
the electrical wholesalers, electrical 
contractors, sales and illuminating 
engineering departments of electric 
light and power companies, archi- 
tects and consulting engineers, main- 
tenance and plant engineers of in- 
dustrial plants and other similar se- 
lected groups. 

In addition to the exhibits a series 
of educational clinics, panel discus- 
sions and sales conferences will be 
held on the first three days with 
representatives of distributors and 
dealers, sales people of manufac- 
turers and lighting service and sales 
representatives of central stations, 
on such subjects as trends in light 
sources, trends in lighting practice, 
and in lighting equipment mainte- 
nance factors and lighting training 
methods. 
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CHAIRMAN 


Keports the 


APPARATUS AND SUPPLIES COMMITTEES 


APPARATUS AND CONTROL COMMITTEE MEETING 





ITEMS ON THE AGENDA FOR DISCUSSION 
Surplus Materials Discussion 
OPA Pricing Policies 
Fused Switch De-Rating 
a. Trip to Underwriters’ Laboratories to wit- 
ness special tests 
b. Talk by R. B. Shepard, Chief Electrical 
Engineer, Underwriters’ 
Sales Opportunities and Heavy Duty Equipment 
New Lines and New Markets 
Sales Training 
Street and Traffic Safety Lighting 





10:30 A. M.—First Session of the Committee 
\leeting called to order by the Chairman. 


REPORT OF LAST MEETING 


The report of the last meeting of the Committee 
eld at Chicago on April 20, 1944, was read by the 
ecretary as a means of reminding the Committee of 
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the subjects discussed and the action taken at that 
time. 


REMARKS BY THE MANAGING DIRECTOR 


Mr. Pyle explained the method of operating the 
Association’s Committees and emphasized to the 
members of the Committee the value of active partici- 
pation in the meeting. 


THE CHAIRMAN’S REMARKS 


Mr. Newton, commenting on the report of the last 
meeting of the Committee, stressed the fact that all 
indications pointed toward Electrical Wholesalers 
having a real opportunity in the future to sell Ap- 
paratus and Control items, including motors, gener- 
ators, transformers, electronics, electric ovens, elec- 
tric welding, and electric heating. He reminded the 
Committee that excellent prospects for acquiring sales 
personnel are to be found in the men coming out of 
the Armed Services. 

Heretofore, a more or less indifferent attitude to- 
ward Apparatus and Control and Motor business has 
been assumed by the Electrical Wholesaler. The 
lack of sufficiently well-trained men, in the Chair- 
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The following were present: 
Members of the Committee— 


Co., Holyoke, Mass. 


Pittsburgh, Pa. 
W. M. Corrin, Corrin Elec. Supply, Oil City, Pa. 


Mich. 
Bridgeport, Conn. 
bar Elec. Co., New York, N. Y. 


Co., Baltimore, Md. 


Conn. 


N.E.W.A. Staff— 

Counsel— 

D. T. Ackerly, Esq. 

Wm. Fenn, Esq. 

Mr. Arthur Spencer. 
Charles G. Pyle, Managing Director. 
Alfred Byers, Secretary. 





John M. Newton, Chairman, Oakes Elec'l Supply 


W. |. Bickford, Westinghouse Elec. Supply Co., 


O. E. Frankenbush, Hawkins Elec. Co., Chicago, 


G. H. Jacob, Miller-Seldon Elec. Co., Detroit, 
T. M. Jones, General Electric Supply Corp., 
H. P. Litchfield (substitute for J. A. Mayer), Gray- 


L. E. McCalley, Jr., The Monumental Elec. Supply 


J. W. Saladine, Electrical Supplies, Inc., Hartford, 


Guests— ; 
Robert B. Shepard, Chief Electrical Engineer, Un- 
derwriters' Laboratories. 
Apparatus and Control Manufacturers— 
Frank Adam Electric Co., New York, N. Y., 
F. G. Kraut. 
Allen-Bradley Co., Milwaukee, Wis., Frank 
Popowics. 
Arrow-Hart & Hegeman Elec. Co., Hartford, 
Conn., Lewis C. Smith. 


Bull Dog Electric Products Co., Detroit, Mich., 
A. A. Togesen. 

Bull Dog Electric Products Co., New York, N. Y., 
H. H. Benfield. 

Cutler-Hammer, Inc., Milwaukee, Wis., A. R. 
Johnson. ; 

Cutler-Hammer, Inc., New York, N. Y., Ken- 
neth Hansen, G. L. Hammann. 

General Electric Company, Schenectady, N. Y., 
E. H. Alexander. 

Monitor Controller Co., Baltimore, Maryland, 
C. F. Goodwin. 

Trumbull Electric Mfg. Co., Plainville, Conn., 
R. C, Lipps. 

Westinghouse Elec. Mfg. Co., East Pittsburgh, 

Pa., H. S. Gano. 











man’s opinion, has been a major reason contributing 
to that viewpoint. He declared that if the Electrical 
Wholesaler will approach prospective customers of 
this Heavy Duty equipment through the means of 
well-trained and qualified salesmen, much less shop- 
ping around will be necessary on the part of the cus- 
tomers, and the Manufacturers will be encouraged to 
let the Wholesaler distribute a larger percentage .of 
their products. 


ITEM NO. 1—SURPLUS MATERIALS DISPOSAL 


At the request of the Chairman, the Secretary de- 
scribed some of the efforts the Association is making 
in connection with the vexing problem of the dis- 
posal of surpluses created by the War effort. A spe- 
cial publication—“N.E.W.A. Surplus War Preperty 
Journal”—has been sponsored by the Association, the 
Secretary reported. 

He referred, also, to the work of the Surplus Mate- 
rials Committee of the Association as one instance of 
service to the Membership and to the Government di- 
rectly concerned with surplus goods disposal. 

General discussion of this subject made it appar- 
ent that the inspection of materials by purchasers in 
advance of purchasing is essential in order to avoid 
the delivery of unuseful materials. Enormous quan- 
tities of goods, it was disclosed, are not standard 
items and may, for that reason, not be readily useable 
or adapted to Wholesalers’ stocks. 
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When this subject was discussed at the session at- 
tended by the interested Manufacturers, they indi- 
cated that in view of the enormity of the problem, 
absolute perfection in its handling could hardly be 
expected. They felt to approach perfection, Industry 
in general will have to participate wholeheartedly 
with the Government agencies. 


ITEM NO. 2—OPA PRICING POLICIES 


The policies and methods being followed by OPA 
when considering requests for price increases were 
generally discussed. Mr. Pyle informed the meeting 
that the Association has on several occasions co- 
operated with officials of OPA at Washington at 
their request. OPA, he said, has demonstrated in 
these several contacts an understanding attitude, as 
well as an interest and concern as to pricing methods 
based upon sound lines and in conformance with 
usual business practices. 

Mr. Fenn of Association’s Counsel reminded the 
Meeting that OPA is following the principle of allow- 
ing increases on the premise that prices to con- 
sumers will not be increased. 

Confirmation of these views was noticeable in the 
general discussion of this subject by the Members 
and the Manufacturers. It was apparent that the 
problem is a serious and difficult one and that In- 
dustry at large, as well as the buying public, would 
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best be served through full cooperation with the 
Government. 


ITEM NO. 3—FUSED SWITCH DE-RATING 


During the meeting of the Committee in Chicago 
in April, 1944, the members dwelt at some length 
upon the engineering and operational problems re- 
sulting from “the derating of fused switches.” The 
Committee’s report covering that meeting included 
the following reference : 

“The de-rating of fused switches on continuous 
loads is a serious subject in the minds of your 
Committee. We do not feel that the fact the 
Manufacturer prints in his catalogs and else- 
where warnings that under continuous loading the 
switches ‘should be selected so as to have a rating 
at least 50% in excess of the ampere load’ fully 
protects the Manufacturer, Wholesaler or Con- 
tractor. Customers have on occasion held that 
the name-plate indicates no exceptions. The Com- 
mittee appreciates that such complaints are more 
numerous now because of the War overloading of 
circuits originally engineered for normal conditions. 

The switches are tested by the Underwriters’ 
without fuses in place allowing a 30 degrees C. rise 
above ambient temperature. Fuses are tested sep- 
arately, individually, and in the open with an al- 
lowed rise of 70 degrees C. The combination of 
these two units into one device creates a condition 
wherein the switch will not carry its nameplate 
rated capacity. Your Committee recommends 
further and continued study and the solution of 
this problem by the Manufacturer, Wholesaler, 
Contractor, and Underwriters’.” 

Directly following the Chicago meeting, the above 
quoted excerpts from the Committee’s report were 
transmitted to National Electrical Manufacturers 
Association for consideration. Our Chairman re- 
ported that earlier this year N.E.M.A. had advised 
the Committee that upon receipt of the foregoing the 
enclosed switch manufacturers and the fuse manufac- 
turers discussed the matter fully and made arrange- 
ments to obtain and exchange technical data concern- 
ing performance of their respective products with a 
view to establishing standards which would clear up 
the unsatisfactory condition, and that since then both 
those N.E.M.A. sections have had this work under 
way and are anxious to bring it to a successful con- 
clusion. 

2:15 P. M.—Afternoon Session of the Committee to- 
gether with the Manufacturer Guests 
convened for an inspection trip to Un- 
derwriters’ Laboratories, Inc., 161 
Sixth Avenue, N. Y. 

The purpose of this visit was to witness some 
special tests on heating of safety switches and en- 
closed fuses. The tests were under the direction of 
R. B. Shepard, Chief Electrical Engineer of the 
Underwriters’ Laboratories. Mr. Shepard had set 
up for our special inspection a 400 ampere fused 
switch and several different sizes of knife blade NEC 
fuses. These devices were provided with thermo- 
couples and thermometers, so that the Committee 
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Members and Manufacturers could actually observe 
operating temperatures. 

The demonstration of tests conducted by the Lab- 
oratories was intensive and inspiring. The entire 
party was broken up into small groups and went 
from test to test under the personal guidance of 
capable and enthusiastic engineers. Many questions 
were asked and answered, and a tour of the Labora- 
tories was conducted by Mr. Shepard and his 
assistants. 

(Note: Readers of this report may be interested 
to know that the April 28, 1945, edition of “Satur- 
day Evening Post’ contains an article on page 22 
entitled, “You Are Safer Than You Know’, which 
describes and illustrates Underwriters’ Laboratories 
in actual operation. ) 


9:30 A. M.—Meeting for the Committee Members 
Only called to order by the Chairman. 
10:00 A.M.—Session of Committee with Manufac- 
turer Guests in attendance to hear a 
talk by R. B. Shepard, Chief Electrical 
Engineer, Underwriters’ Laboratories, 

Inc. 

Mr. Shepard described the origin of the Under- 
writers’ Laboratories and its development and 
growth during the past 50 years. He emphasized 
that the Underwriters’ Laboratories was a non-profit 
organization engaged entirely in testing for public 
safety particularly from the standpoint of fire hazard. 

Relative to the heating and rating of enclosed 
switches, Mr. Shepard stated that matter had com- 
manded the attention of the Laboratories for a con- 
siderable length of time. The practice of testing en- 
closed switches for heating with copper bars sub- 
stituted for fuses is of long standing and dates back 
to the testing of knife switches before the advent of 
enclosed switches. 

Although it was, undoubtedly, always realized, he 
said, that testing without fuses resulted in less heat- 
ing than testing with fuses, the temperature limita- 
tion specified was assumed to be low enough to result 
in the manufacture of satisfactory switches. Actu- 
ally, he continued, this appeared to be the case for 
many years, as it was not until perhaps 10 years ago 
that the Laboratories began to receive numerous 
complaints relative to the over-heating of fused 
switches when carrying their rated loads continu- 
ously. Such trouble, undoubtedly, resulted not only 
from the enclosure of switches but from the fact that 
circuits were beginning to be more heavily loaded. 
The situation has been very much more aggravated 
during the last few years due to maximum loading 
of circuits as a result of war production. 

The Underwriters’ Laboratories took the entire 
matter up with listed Manufacturers of enclosed . 
switches soon after the complaints began. As a result, 
the Underwriters’ Laboratories undertook an inten- 
sive investigation which was completed in January; 
1939. A discussion of the results led to a supplemen- 
tary investigation completed in August that year. 

It was generally agreed, Mr. Shepard said, that 
the investigation proved the desirability of testing 
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enclosed switches for heating with fuses in place. 
However, enclosed switch manufacturers felt that in 
view of the variations in the heating of various makes 
of fuses, it would be necessary to develop a synthetic 
fuse designed to approximate fuses giving maximum 
heating. This, he continued, led to a discussion with 
fuse manufacturers and to an agreement that the 
maximum temperature rise of 70 degrees C. upon 
the exterior of the fuse enclosure should be reduced 
to 50 degrees C., and that limiting temperatures 
should also be placed upon the blades and ferrules. 
These new requirements were about to be put into 
effect in December, 1941, when the war intervened, 
causing their indefinite postponement. The Under- 
writers’ Laboratories notified fuse manufacturers in 
November, 1944, that the new limiting temperatures 
would become effective on July 1, 1945. That will be 
the first definite step toward a solution of the en- 
closed switch heating problem. 

Mr. Shepard indicated that as soon as emergency 
conditions permit, the Underwriters’ Laboratories 
propose to reopen with enclosed switch manufactur- 
ers the entire question of enclosed switch heating. 

The question of whether enclosed switches should 
be so designed that they will carry their full rated 
current continuously without overheating or if dif- 
ferent ratings should be assigned for intermittent 
and continuous loads is a question to be answered, 
Mr. Shepard declared. 

A general discussion followed Mr. Shepard’s talk 
which proved to be very helpful in clarifying every- 
one’s understanding with regard to various technical 
factors involved. As a result of this discussion, the 
Committee unanimously adopted the resolution: 

“RESOLVED: That in the interest of safety and 
economy, it is the consensus of this Committee that 
further study be made by the Manufacturers of fuses 
and fusible devices in an effort to bring about greater 
coordination between the over-current protective de- 
vice itself and the equipment in which it is utilized, 
with particular reference to heating and current rup- 
turing ability.” 

2:00 P.M.—Meeting of Committee Members and 
Manufacturer Guests. 


ITEM NO. 4—SALES OPPORTUNITIES AND HEAVY 
DUTY EQUIPMENT 


The sales opportunities for Electrical Wholesalers 
in such fields as meters, motors, transformers, traffic 
signals, marine equipment, etc., were considered from 
a practical wholesaling standpoint. Trained per- 
sonnel is primarily important, and the Committee 
was again reminded of the excellent source from 
which to draw such technically trained men when 
veterans are discharged from the Army and the 
Navy. 


ITEM NO. 5—NEW LINES AND NEW MARKETS 


It was the feeling of the Committee, as well as 
some of the Manufacturers present, that if the Whole- 
saler organized a competent department to sell and 
service all types of Apparatus and Control, some of 
the limitations on the sale of large and special equip- 


102 


ment now imposed by the Manufacturers might be 
removed. 

The potential farm market, it was felt, would be 
great. The Electrical Wholesaler, as the logical local 
market supplier, has an excellent opportunity to in- 
crease his volume of sales if he will set up the 
proper facilities to sell and service this market. 


ITEM NO. 6—SALES TRAINING 


The meeting was informed of the plan now under 
way for the preparation of a sales training course at 
the reeommendation of the Publicity, Sales Promo- 
tion and Sales Training Committee. That course is 
to be designed to provide basic selling training for 
Wholesalers and Retailers and will not include any 
specific product sales training. 

In the case of the salesmen of Apparatus and 
Control Materials, the Chairman pointed out that 
there are particular factors involved which would 
not ordinarily apply to salesmen selling other lines 
or types of Electrical products. It was the general 
view, however, that in order to qualify for more 
special sales training in the Apparatus and Control 
field, such salesmen must have a good grounding in 
technical Electrical knowledge. 

Postwar sales training, according to the views ex- 
pressed, should be given considerable attention. It 
was generally agreed that competition would be 
intense and severe, and only by well organized sales 
efforts could sales materialize. 


ITEM NO. 7—STREET AND TRAFFIC SAFETY 
LIGHTING 

This was considered to be a field in which the 
Electrical Wholesaler would have large potential 
sales possibilities. Whether this Committee or some 
other committee of N.E.W.A. should be assigned to 
the subject for action and duty was a question, and 
it was suggested that the matter be given further 
consideration by the Association. The meeting was 
informed the N.E.M.A. is sponsoring a promotional 
campaign for street and traffic safety lighting, and 
it was suggested that the Managing Director of 
N.E.W.A. discuss this program with N.E.M.A. and 
inquire if they would desire cooperation on the part 


eof N.E.W.A. 
CONCLUSION . 


In closing the meeting, the Chairman expressed 
appreciation of the Association and his Committee 
for the real contribution made to the success of the 
meeting by Mr. Shepard, the Underwriters’ Labora- 
tories, and the Manufacturers who participated so 
helpfully in the discussions. It was the consensus 
of all present that the meeting had been an outstand- 
ing one in every respect and had contributed mate- 
rially to everyone’s benefit. 


Submitted by 
ALFRED BYERS, Secretary of N.E.W.A. 
Approved by 
JOHN M. NEWTON, Chairman 
Apparatus and Control Committee N.E.W.A. 
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Managing Director Pyle explained briefly that the 
Committee’s meeting was arranged in line with the 
new procedure being followed of holding Committee 
meetings apart from a Convention, as a result of the 
cancellation of the Association’s 1945 Convention due 
to ODT restrictions on Conventions. 

Mr. Pyle also explained general Committee func- 
tions and the responsibilities of Committee members 
in conducting Committee affairs, as set forth in the 
Association’s By-Laws. 

Your Chairman announced that manufacturers of 
Wiring Devices had been invited to attend the Com- 
mittee’s afternoon session, and stated that it would 
be advisable for the Committee to review each item 
on the agenda in preparation for their discussion 
with the Wiring Devices manufacturers. As each 
member of the Committee cited conditions in his own 
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particular area, there followed a round-table discus- 
sion of the problems being faced by electrical whole- 
salers in the distribution of Wiring Devices. 
The afternoon session convened at 2:00 P.M. with 
the following manufacturers in attendance: 
Arrow-Hart & Hegeman Elec. Co., The, Hartford, 
Conn., H. L. Everest. 
Bryant Electric Co., The, Bridgeport, Conn., Harold 
Hey. 
Circle F Mfg. Co., Trenton, N. J., A. E. Claus. 
General Electric Company, Bridgeport, Conn., T. D. 
Foster. 
Harvey Hubbell, Inc., Bridgeport, Conn., E. K. 
Moore. 
Pass & Seymour, Inc., Syracuse, N. Y., C. L. Nichol- 
son Il. 
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Members of the Committee— 


H. D. Roseth, Chairman, Co-op Elec. Sup. Co., Chi- 
cago, Ill. 

J. D. Daly (substitute for W. E. Henges), Graybar 
Electric Co., Inc., New York, N. Y. 

E. C. Heidt, Turtle & Hughes, Inc., Elizabeth, N. J. 

Lucille S. Klose, L. R. Klose Elec. Co., Kalamazoo, 
Mich. 

A. Kubec, Kubec Electric Co., Chicago, Ill. 

L. M. Moore, Moore Elec’! Supplies, Inc., Water- 
town, N. Y. 

G. M. Parr, Parr Elec. Co., Inc., Newark, N. J. 

H. E. Rasmussen, Peerless Elec. Sup. Co., Indian- 
apolis, Ind. 


Guests— 
A. N. Anixter, Englewood Elec'l Sup. Co., Chicago, 
il. 
P. H. Keller, Peerless Elec. Sup. Co., Indianapolis, 
Ind. 


Association's Staff— 


R. W. Austin, Esq., Counsel, New York, N. Y. 
Chas. G. Pyle, Managing Director, New York, N. Y. 











Your Chairman called on the members of the 
Committee to state their problems as they had at the 
Committee’s morning session, and each point was 
discussed by each manufacturer in attendance in the 
light of his own company’s operations. Discussion 
developed that there was no material difference in 
the problems besetting manufacturers of Wiring De- 
vices, and this condition is equally true of electrical 
wholesalers nationally. The subjects discussed by the 
Committee are as follows: 

Inventories and Scarcity of Materials, Transpor- 
tation Conditions, OPA Price Ceilings, Continuation 
of Regulatory Agencies in Washington, Surplus Ma- 
terials, Cooperative Enterprises, Post-War Plans. 
INVENTORIES AND SCARCITY OF MATERIALS 

The Committee stated that inventories of wiring 
devices were practically exhausted and stock replace- 
ments were unobtainable even on an AA-l1 priority. 
Members seemed to feel that their function as a 
wholesaler was practically at a standstill due to the 
increasing difficulty adequately to take care of war 
orders—to furnish repair and maintenance parts— 
and to supply the devices needed on farms and war 
housing programs. 

Manufacturers replied that their stocks, too, were 
exhausted, and even though they are producing more 
than at any previous time in the history of their busi- 
nesses, it has not been possible to keep up with the 
demand for wiring devices. Allocations, manpower 
shortages, and the necessity to convert to the use of 
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substitutes in manufacture have been bottlenecks of 
production. . 

Another point made by the manufacturers present 
was the high mortality of a great deal of material. 
Much material, produced for military operations, 
which never shows up in this country, has been lost 
in the course of such military operations. In dupli- 
cating such orders, devices, which might have been 
shipped to wholesalers within the United States, 
have of necessity been diverted to replace lost stocks. 

Wholesalers asked why higher priced devices were 
being manufactured, which often require larger quan- 
tities of strategic materials, when a good many inex- 
pensive devices for which there is a tremendous de- 
mand are unobtainable and, further, have been 
dropped from manufacturers’ lists. 

Manufacturers replied that when there is limited 
capacity and only so much material can be manufac- 
tured, they believe it is of greater advantage to pro- 
duce articles of higher quality. Such an article is of 
greater value to the consumer, and the wholesaler 
receives a greater net return. It was pointed out, 
however, that the inexpensive items have not been 
discontinued but rather business has been suspended 
on certain items because orders already on manufac- 
turers’ books will take many, many months to de- 
liver, and it did not seem practicable to accept any 
further orders on such items when there appears to 
be little hope of filling such orders. 

Manufacturers also stated that due to the continu- 
ous and heavy use of moulds for plastic and porce- 
lain parts required in the production of wiring de- 
vices, these moulds are showing increasingly alarming 
signs of wear and tear and many of them need sub- 
stantial repairs and replacements, while others are 
entirely out of service. 

The manufacture and repair of moulds takes con- 
siderable time and requires skilled help which at 
present is not available. Furthermore, the moulding 
and production of bakelite and porcelain parts used 
in wiring devices is hard and disagreeable work and 
because of labor shortage as well as comparatively 
low wage ceiling, the producers are seriously under- 
manned at the present time. These conditions are 
likely to further aggravate the present shortage of 
wiring devices. 

The manufacturers also suggested that in cases of 
emergency or whenever any important installation is 
involved, wholesalers make a serious attempt to ob- 
tain a re-rating from WPB to AA-1. This will help 
to give the order certain preferential treatment and 
speed up the delivery. 

Manufacturers stated, however, that they feel they 
have been doing a good job—that they believe they 
have done all possible to help wholesalers maintain 
their customers’ good will and they mean to continue 
doing that. The members of the Committee were 
heartily in accord with the manufacturers’ views and 
expressed their appreciation of the fine cooperation 
received in these critical days. 

Manufacturers asked whether it is the plan of 
wholesalers to maintain and hold markets which they 
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had developed during the war. Your Chairman ex- 
pressed the view that those markets will probably 
revert to those suppliers who supplied them prior to 
war housing and hospitals, which have increased 
present-day voliime, will cease to exist after the war. 
Wholesalers were warned that there probably will 
be no immediate slackening in the demand for wiring 
devices and that stocks will probably be shorter than 
ever. Some hope was expressed that after V-E Day, 
cutbacks may relieve the situation somewhat. 


TRANSPORTATION CONDITIONS 


It was stated that transportation tie-up exists gen- 
erally throughout the country, with transfer facilities 
creating the greatest problems. The labor shortage 
was considered to be the chief source of transporta- 
tion difficulties, and until the end of the war with 
Japan all those present felt that transportation would 
be much slower, especially from New York to points 
West. 


OPA PRICE CEILINGS 


Mr. Pyle stated that he has been working closely 
with the Office of Price Administration and has at- 
tended some very interesting meetings, conducted by 
OPA, dealing with apparatus and supplies as well as 
appliances. He advised that OPA had recently estab- 
lished an Industry Advisory Committee for appa- 
ratus and supplies, and that this Committee will serve 
as the voice for the industry. Through this Commit- 
tee wholesalers may appeal to OPA for relief or reg- 
ister objections to regulations that may be working 
a hardship on the industry. 

Mr. Pyle pointed out that according to OPA prac- 
tices, when a manufacturer asks for a change in price 
ceilings, but does not ask for change in the consumer 
price, the present schedule in effect will continue 
without change. He also stated that a manufacturer 
cannot hope to secure an increase in price ceilings on 
a particular item if the overall picture of his business 
is satisfactory to OPA. Manufacturers present cor- 
roborated this statement. 


CONTINUATION OF REGULATORY 
AGENCIES IN WASHINGTON 


Mr. Pyle advised that Chairman Krug of WPB 
had announced in the press that after V-E Day about 
190 of the present 600 orders and WPB regulations 
would be revoked. The general plan is to remove 
restrictions as quickly as possible and to retain only 
those regulations applying to the more critical mate- 
rials, until the Pacific war ends. A definite program 
has been established for reconversion to take effect as 
quickly as possible. 

Mr. Austin, Association’s Counsel, stated that 
JPA would rather not see limitation orders elimi- 
iated, as they believe the increased demand for mate- 
ials would disrupt present price ceilings whereas 
etention of WPB regulations will control prices. 
{embers expressed the belief that it would be better 
) retain WPB regulations for an orderly distribu- 
ion of merchandise. The manufacturers also felt 
iat the regulations should be retained until mate- 
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rials are again readily available. 

It was generally agreed that when supplies exceed 
demand, the problem of regulations will automatically 
resolve itself. 


SURPLUS MATERIALS 


Mr. Pyle stated that surplus electrical materials 
are to be distributed through RFC under the Depart- 
ment of Commerce. The Defense Plant Corporation 
is considering a form of agency agreement to be 
made. between the Government and manufacturers, 
whereby manufacturers will be authorized to dispose 
of surplus stocks of their own materials through 
their regular channels of distribution. Members felt 
that this might be a good plan for the disposal of 
surpluses, but the manufacturers, lacking experience 
with such a plan, could express no opinion. They did 
say that they did not believe there would be any 
great stocks of surplus wiring devices and that the 
surplus materials lists to date do not list any of the 
much needed staples. 


COOPERATIVE ENTERPRISES 


Manufacturers were asked what they believe the 
future of the cooperative movement in this country 
will be. They stated that they believe cooperatives 
are a growing institution and that such method of 
distribution shows a tendency to increase. Manufac- 
turers expressed the belief that the cooperative mar- 
ket is a large field for wholesalers and that the 
amount of business they secure in that field is en- 
tirely dependent on their own efficiency and economy 
of operation. 


POST-WAR PLANS 


Manufacturers stated that they are now developing 
new products. They expect to eliminate some dupli- 
cation of items after the war, and their catalogs, in all 
probability, will be thinner. 

Manufacturers see no immediate slackening 1n the 
demand for wiring devices after the war. After the 
elimination of war demands and the gradual return to 
normalcy, it is expected that the business for replace- 
ment parts will be tripled. Much emergency wiring 
which was permitted during the war period will have 
to be replaced, and the manufacturers recommended 
closer cooperation, on the part of individual whole- 
salers, with the adequate wiring program. 

The demand for materials to bring a great deal of 
present day housing up to modern standards is ex- 
pected to be heavy. Radar and Television will create 
new fields for electrical wholesalers. It was the 
general opinion that wholesalers may look for a tre- 
mendous business in wiring devices post-war. 

Both manufacturer-guests and members of the 
Committee expressed complete satisfaction with the 
meeting and were unanimously in favor of holding 
Committee meetings apart from Conventions. 

There being no further business, the meeting ad- 
journed at 4:45 P.M. 


Respectfully submitted, 
H. D. ROSETH, Chairman 
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HIGH VOLTAGE POWER SUPPLY 


This is the RA-38 power supply — another of the 
numerous valuable items in the group of govern- 
ment radio and electronic supplies offered for 
general distribution through the Hallicrafters Co., 
agents for RFC under Contract SIA-3-24. 


Output voltage continuously variable from 0 
THESE VALUABLE ITEMS to 15,000 volts. Can be easily adapted to 


Re LIAL W/L deliver up to 6,000 volts at 1 ampere. Ex- 


or very soon. Write, Wire or phone for cellent power supply for laboratory work or 
further information. 
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CLIP THIS COUPON NOW 


a RFC DEPARTMENT 226, HALLICRAFTERS 
ra | icra ers RADIO 5025 West 65th Street * Chicago 38, Illinois 
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(_] Send further details and price on RA-38 Power Supply 





HALLICRAFTERS CO., AGENT OF RFC UNDER CONTRACT SIA-3-24 (_] Send listings of other available items 
MANUFACTURERS OF RADIO AND ELECTRONIC EQUIPMENT 


Especially interested in........-.-+----e0es 
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MEETING OF INDUSTRIAL AND 








COMMERCIAL LIGHTING COMMITTEE 





Opening the first session of this meeting, Chairman Booth 
called on N.E.W.A. Managing Director, Chas. G. Pyle, to 
address the members of the Committee who were meeting for 
the first time since the Committee’s appointment. 

Mr. Pyle referred to the Association’s voluntary cancella- 
tion of the 38th Annual Convention originally scheduled for 
Chicago last month. In lieu of the cancellation of that out- 
standing national industry occasion, abandoned this year in 
cooperation with the war program, he explained that early 
in March the Chairmen of the Association’s various Com- 
mittees had been invited to meet with the Management Com- 
mittee for the purpose of discussing the Committee activities. 

That meeting, Mr. Pyle reported, resulted in arranging 
a series of meetings of individual committees, of which this 
is one, in order to provide the Association’s membership the 
benefit of Committee deliberation even though the Annual 
Convention itself had been called off. Several Committees 
already have met, and, he stated, the meetings have proved 
very successful. Mr. Pyle said further that reports of all 
committee meetings will be distributed to the entire mem- 
ership at the conclusion of the present series, now scheduled 
to be reached about the middle of June. 

In order to promote acquaintanceship among members of 
he Committee, Chairman Booth invited each member to 
irise, identify himself and make a brief as to his personal 
views regarding the wholesaler’s outlook in the post-war 
ndustrial and commercial lighting field. This procedure 
roved most interesting and the general tenor of all remarks 
vas that those post-war opportunities would be much greater 
han any previous period. It was also the consensus of the 

‘ommittee members that organizing and planning for those 
pportunities should be undertaken now. 

The Committee, following these introductory proceedings, 
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then began the discussion and consideration of the particular 
meetings for which the members had been called to meet. 
Chairman Booth announced that the principal purpose of the 
meeting was to consider new sales plans, salesmen’s training 
needs, merchandising plans, new products and markets and 
the disposal of war created surpluses. On each of these 
subjects the discussion was to the point, constructive, and 
entered into by everyone present. 

Many members of N.E.W.A., it was mentioned, are di- 
rectly concerned with the distribution of the several product 
lines encompassed by this Committee. For each such mem- 
ber to have been present at this meeting would, of course, 
have been the ideal situation but an obviously impossible one. 
This report will be helpful to those members in that it is 
prepared so as to disclose the important matters introduced 
and the major points discussed in connection with the 
various subjects to which the meeting gave its attention. 

At the meeting with the manufacturer guests on the after- 
noon of May 3rd, the discussion centered around the mat- 
ters discussed by the Committee in the morning. 


- SERVING THE COMMERCIAL AND SMALLER 


INDUSTRIAL FLUORESCENT LIGHTING MARKET 


Considerable time was devoted to considering the prob- 
lems resulting from servicing the commereial and smaller 
industrial market through resale outlets. In the Committee’s 
opinion, this constitutes a highly important market in the 
wholesaler’s operations. Thorough review of general condi- 
tions connected with this particular phase of wholesaler’s 
lighting activities resulted in the following conclusions: 
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and servicing requirements. 


1. Numbers of models are excessive and without sufh- 


ciently distinctive differences between them. Stocking of 
the representative types of them by the wholesalers is made 
impractical resulting in less adequate service on individual 
models, thus adversely affecting the wholesaler’s sales and 
merchandise investment. 


2. Improvements in engineering and design are required 


from the standpoint of providing better lighting perform- 


ance and also as an aid to better merchandising. 


3. A troublesome problem for the wholesaler is the return 
of ballasts for replacement because of deficiencies in opera- 


tion. The dating of ballasts, at the time of manufacture, 


the Committee suggested, would materially lessen present 


replacement requests. 


4. The electrical contractor is considered very necessary 
in the sale of fixtures particularly because of installation 
Greatly needed, in the Com- 
mittee’s judgment, is better cooperation in sales and mer- 
chandising efforts between wholesalers and their contractor- 
dealer outlets toward the end of increasing the sale and use 
of fluorescent lighting equipment in local markets. 

5. Another improvement in marketing this lighting equip- 
ment, the Committee agreed, is the providing of more ade- 
quate sales training by both manufacturers and wholesalers. 
6. It was considered necessary for wholesalers to perform 
a competent and thorough selling job for the manufacturers 
whose products they selected for distribution in their areas. 


IMPROVING MAINTENANCE SERVICE ON 
FLUORESCENT LIGHTING 


Consideration of ways and means by which improved main- 
tenance service would be made available to the commercial 
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and smaller industrial user of fluorescent lighting proved to 
be a subject of great interest at the Committee’s own session 
as well as to the manufacturers when they met with the 
Committee at the afternoon session on May 3rd. It devel- 
oped that improving maintenance service involved, among 
practices directly associated with maintenance itself, some 
difficulties also related directly with the equipment. 
The features brought out in this joint discussion were: 


1. There is room for improving mounting and the packing 
of lamp holders. One manufacturer believed that recently 
developed more rigid devices will overcome the problem of 
service on sockets. 

2. Instant starters may be featured in new units. 


3. Current fixture models are difficult to clean and the 
replacement of lamps is complicated. 


4. Some localities are experiencing “voltage trouble” in 
the operation of their fluorescent fixtures and the problem 
must be overcome if that type of lighting is to reach the 
point of customer acceptance that marks volume sales. 

5. Wire leads and wiring are causing difficulties in some 
industrial installations. One example cited was where high 
humidity accompanies certain industrial operations, resultin; 
in faulty operation and rusting. Manufacturers explained 
that code wire is used in fixture construction but that unles 
a fixture is especially constructed for satisfactory operation 
under intensely humid conditions, failure may well result 
So far as the rusting was concerned, the manufacturer 
remarked that synthetic paint finishes are being used nov 
and that, due to conditions imposed by war, no standard fo 
such finishes has been available. 

The manufacturers present recognized each ef the fore 
going as valid complaints worthy of their careful considera 
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tion. One manufacturer emphasized that they were, as a 
roup, confronted with many difficulties. The fluorescent 
eld, he stated, was new and had grown surprisingly in 
public acceptance, but held many heretofore unknown 
iroblems. 

Incandescent lighting installations through years of engi- 
neering development, it was observed by the manufacturers, 
gave and still give no trouble and last for years. Fluores- 
‘ent lighting, on the other hand, is undergoing growing 
pains, and patience, by all concerned, must be exercised. All 
manufacturers in that field are interested, vitally in making 
every possible improvement in the situation and are giving 
the problems the most serious attention. 

The question of maintenance service is one, it was thought 
by some, which indicates the need for the organizing of local 
service businesses by enterprising local electrical interests. 
In some quarters that seems to be quite definitely in order 
if local fluorescent lighting users are to derive complete 
satisfaction from their equipment which, it was declared, they 
are most certainly entitled to expect. 


RETURN OF SHIPPING CARTONS 


The subject of installations and service brought up, for a 
moment, the matter of shipping cartons. Shipping cartons 
are difficult to obtain, the manufacturers stated, and several 
schemes have been or are completed. Wholesalers were asked 
to cooperate by making an effort to have cartons, still in good 
condition, shipped back to manufacturers who would be glad 
to defray any expenses of shipping them. 


DEFECTIVE BALLASTS 


During the afternoon session with manufacturers there was 
a short discussion regarding the difficulties being encoun- 
tered in the matter of defective ballasts returned for replace- 
ment. The opinion, expressed at the Committee’s own session, 
as to the dating or making of ballasts by manufacturers, was 
mentioned. There was, however, no reaction one way or 
another by the manufacturers present. A member of the 
Committee then inquired whether it would be more practical 
to return defective ballasts to ballast manufacturer or to 
fluorescent lighting fixture manufacturers. The manufac- 
turers present seemed to feel that it would be more practical 
to make returns to them rather than directly to the ballast 
manufacturers. 


FUTURE SALES PROSPECTS 


Managing Director Pyle spoke briefly about his view of 
future sales prospects in the industrial and commercial 
lighting field, at the request of Chairman Booth. Just as 
much as any electrical specialty item, he declared, industrial 
and commercial lighting fixtures are likewise specialties and 
should be so merchandised. 

For the greatest sales success, he averred that manufac- 
turers would do well to enlist the support of such distribu- 
tors, as would give them the advantage of specialty selling. 
Wholesalers, as well, he declared, who are prepared as spe- 
cialty merchandisers, should seek to distribute for those 
manufacturers who recognize the advantages of their type of 
distribution and will, therefore, cooperate whole-heartedly 
in developing markets and building sales. 

In the post-war period the wide promotion of better light- 
ing will be a matter of effective selling. The manufacturer, 
he stated, would have to help and in a major sense actually 
lo the biggest part of the selling job. The selling of good 
llumination itself will necessarily be a big part of the sales 
-ffort. Directly proportionate to the success of that selling 
iccomplishment will be the extent of sales volume achieved 
for the lighting fixtures and equipment themselves, he said. 

There must inevitably be a resurgence of aggressive sell- 
ng when normal civilian production is resumed, Mr. Pyle 
leclared. Basic sales training will be needed by many, in 
iddition to product sales training. He informed the meeting 
hat N.E.W.A. had been keenly conscious of that post-war 
-equirement and that the Association has under way, at the 
moment, the preparation of a basic sales training course 
which is to be made available to every member. 
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REPORT ON ILLUMINATING ENGINEERING 
SOCIETY BY PRESIDENT S. B. WILLIAMS 


Mr. S. B. Williams addressed the meeting in his capacity 
of President of the Illuminating Engineering Society. He 
presented a brief and interesting background of the Society’s 
40 continuous years of service, since 1906. Referring to it 
as the workshop of the lighting industry, the I.E.S. today, 
said Mr. Williams, has a membership of 4,200, with engi- 
neering taking a leading part in its activities. 

A study was recently completed, he said, covering 601 
members in 12 cities. One surprising revelation was that 
electrical wholesalers in that group amounted to only 7.08% 
of the total membership studied. He announced that, in that 
group, this was the lowest proportion of membership of any 
branch of the industry. “It is obvious,’ Mr. Williams said, 
“that if the wholesaler is to be an important part in promot- 
ing better lighting, he must be more active and encourage 
his people to be more active in the society.” He recom- 
mended closer cooperation between members of N.E.W.A. 
and I.E.S. along educational lines, as a means of increasing 
wholesaler participation in the Society's programs and 
benefits. 

The biggest prospects for lighting sales, the I.E.S. Presi- 
dent prophesied, was immediately ahead of the industry, as 
well as its greatest problems. The latter, he suggested, mainly 
came from improper installation in the field of fluorescent 
lighting. One way to overcome that situation, Mr. Williams 
felt, was to be certain the wholesaler and the contractor- 
dealer are better prepared to handle that phase of their 
operations. I.E.S. current programs are seeking to provide 
that required information. ‘“Foot-candles” alone, he stated, 
is not the whole job, because the more foot-candles sold 
the greater will be the need for quality in lighting equip- 
ment. : 

Mr. Williams described some of the outstanding works 
of the I.E.S. during the past years. Just lately, he said, the 
Society has created a fund of independent research, to be 
operated outside of the direct control of I.E.S: and to pro- 
vide basic technical data and the solution of certain practi- 
cal problems of long standing. 

President Wlliams announced a number of new “firsts” to 
the credit of I.E.S. The following were among those he 
listed : 


1. Preparation of a reference handbook covering all light- 
ing. (May be completed this year.) 

2. Preparation of a strictly educational film on industrial 
lighting. 

3. Every recommended practice in the several lighting 
fields will be revised for post-war. 

4. A technical staff to conduct field surveys, etc., has been 
established and will be enlarged as manpower is available. 

5. Data sheets, used by architects, engineers, etc., to be 
increased in number and more widely distributed. 

6. Educational courses in lighting are now available and 
others are in preparation. 

7. A standard textbook on lighting has been authorized 
although publication date cannot yet be estimated. 


In conclusion, Mr. Williams reminded the meeting that 
the first re-lighting of America was carbon lighting; the 
second was tungsten filament lighting ; and the third re-light- 
ing of post-war America is now about to be undertaken. 
The Illuminating Engineering Society, he emphasized, is 
here to provide the basic information, research and educa- 
tion necessary to be properly fitted to do that job. The in- 
dustry must avail itself of that educational aid, he said, if the 
third re-lighting of America is to be well done. 


R.L.M.; FLEUR-O-LIER 


Mr. Arthur Miller was invited by Chairman Booth to 
report briefiy on the activities of R.L.M. Institute and the 
Fleur-O-Lier Association of lighting equipment manufac- 
turers. Mr. Miller recited some of the activities of R.L.M. 
during the past 25 years. He explained also some of the 
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Institute’s more recent work in connection with engineering 
specification changes in reflector lighting equipment. A brief 
description of the activities of the more lately organized 
Fleur-O-Lier group was supplied by Mr. Miller, who added 
his own opinion that the future industrial and commercial 
lighting requirements would very considerably be filled by 
the fluorescent types of lighting and equipment. 


NATIONAL LIGHTING EXPOSITION 


Chairman Booth expressed regret that it had been neces- 
sary to cancel the National Lighting Exposition to have 
been held at Chicago this spring. Wholesalers, he indicated, 
had been greatly interested in attending it and now looked 
forward to the holding of that worthy exposition at some 
more opportune future date. He stated that Mr. Huerkamp 
had been closely associated with that event and suggested 
that some expression from him would be highly welcome. 

The lighting Exposition arrangements were progressing 
excellently, Mr. Huerkamp said, when the cancellation be- 
came imperative. The earliest possibility for holding the 
exposition now appears to be about the fall of 1946, he 
believed. The Exposition, he explained, is planned as entirely 
an educational one rather than one to which any commer- 
cialism would be directly attached. Admittance to the Expo- 
sition will be confined to industry men directly interested in 
lighting, and, he said, the general public would be excluded. 
He also referred to the direct mail and other promotional 
lighting campaigns now being prepared for release by various 
elements in the lighting industry. The efforts, he stated, 
would have a good effect in promoting greater use and sale 
of modern lighting. He urged the active participation of 
all branches of the industry in order to assure the broadest 
benefits being derived for the lighting industry as a whole. 


COMMITTEE’S PRODUCT SCOPE 


Some discussion took place regarding the product lines 
which had been assigned to or should be within the product 
scope of this Committee. It was the opinion of the members 
present that in addition to the lighting fixtures and equip- 
ment normally considered to fall within the term industrial 
and commercial lighting and other lines to be assigned to it, 
the following three specific lighting groups should be covered 
by this Committee : 

1. Germicidal lamp equipment, 2. Airport Lighting, 3. 
Floodlighting. 


WHOLESALER’S LIGHTING SPECIALIST 


The Wholesaler’s need for lighting specialists post-war 
was considered by the Committee most thoroughly. The new 
types of markets, new needs for lighting, both fluorescent 
and incandescent, new product lines and commercial competi- 
tion for the consumers favor all together brought the com- 
mittee to the conclusion that one or more lighting specialists 
would be invaluable to the wholesaler’s staff in every case 
where the market’s sales potential is sufficient to support his 
efforts. Customers will properly expect to be advised on 
the technicalities of their lighting requirements by individ- 
uals competent—by training and experience—to render that 
service, 

Drawing upon Mr. Williams’ remarks outlining the value 
accruing to members of I.E.S., Chairman Booth stressed the 
localized character of I.E.S. activities. He explained that 
more and more the localities, rather than the national scene, 
are becoming the active focal points toward which, and 
wherein, a great many of I.E.S. programs are directed and 
gain strong impetus. He declared that this development held 
great meaning and value for the lighting specialist and the 
wholesaler himself, as well. 

The Committee strongly recommended that wholesaler’s 
lighting specialists affiliate with I.E.S. and actively partici- 
pate in the many constructive programs that excellent organi- 
zation constantly provides. 
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In the interest of further encouraging that effort, Mr. 
Pyle suggested that N.E.W.A. publish a special bulletin on 
I.E.S. membership and its advantages, urging members to 
arrange that they and their lichting specialists join. His 
suggestion was heartily approved by the Committee. 

Aids required by the lighting specialist to help him in- 
crease his effectiveness were considered at length by the 
Committee. It was the consensus of the Committee that 
the lighting specialist must have sales direction; assistance 
through means of sales promotion; effective selling aids 
and, of course, individual technical and commercial capa- 
bilities in the field of lighting and its equipment. 

A final suggestion made by the Committee urged the in- 
vestigation, by the Committee, from available sources of 
data of future potentials of volume for industrial and com- 
mercial lighting sales. That information would be useful to 
wholesalers and their lighting specialists, the committee felt. 
Chairman Booth was asked to cooperate with N.E.W.A. 
headquarters in the study and release of these data. 


INFORMATIVE LABELS 


Discussing further the need for improving the customer’s 
care and cleaning of fluorescent fixtures, without which 
fluorescent lighting declines materially as a good light source, 

IT WAS MOVED, and carried, that this Committee sug- 
gest to manufacturers that they affix to each of their fluores- 
cent lighting fixtures an informative label stressing the need 
for the regular care and cleaning of that fixture with a brief 
description of the method best suited to that purpose. 


SURPLUS MATERIALS 


The Committee discussed briefly the subject of war- 
created surpluses and their disposal. It was indicated that 
no quantities of new lighting products had yet appeared on 
any of the surplus commodity lists. In the expressed opinion 
of manufacturers, as well as wholesalers present, there 
seemed little likelihood that any appreciable quantities of 
surplus lighting products exist, except perhaps in the case 
of used equipment of which, it was thought, there might be 
some. 

Mr. Pyle spoke briefly on the Association’s activities with 
regard to the disposal of surplus materials and referred to 
the “N.E.W.A. Surplus War Property Journal,” and also 
about his visit at Washington. He referred to the Defense 
Plant Corporation’s (D.P.C.) Plan to have manufacturers 
become agents for the disposal of their own products. He 
explained that such manufacturers have first choice in ac- 
quiring. and disposing of their own goods. In instances 
where the manufacturers will not dispose of their own sur- 
plus, the government will have to handle the problem. The 
Committee felt that the government’s “agency” is a practical 
one and the manufacturers should be encouraged to give 
active, careful consideration to it with a view of their par- 
ticipating. 


FUTURE COMMITTEE MEETINGS 


At the conclusion of the Committee’s session with manu- 
facturers, Mr. Pyle briefly compared the type of committee 
meeting usually held at the time of an Association Con- 
vention with the meeting as held in this instance. He then 
asked the manufacturers present whether they preferred a 
meeting held in conjunction with a Convention or a meeting 
held in the interim between conventions. Except for one 
dissenting vote the manufacturers all favored a committee 
meeting not held concurrently with a convention. 

He put the same question to the Committee itself at the 
close of this final session. The Committee voted unanimously 
in favor of the present type of meeting held in the interim 
between conventions. 

There being no further business, the meeting stood ad- 
journed at 12:00 noon. 

Respectfully submitted, 


W. W. BOOTH, chairman. 
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Managing Director Pyle outlined to the Commit- 
tee the procedure followed with regard to meetings, 
reports, and correspondence of committees, as estab- 
lished in the Association’s By-Laws. 

Chairman Dupont referred to residential lighting 
fixtures as among the most profitable lines electrical 
wholesalers can handle. The wholesalers, however, 
cannot handle residential lighting fixtures as a side- 
line but must, Mr. Dupont emphasized, adequately 
display the lines they handle and, moreover, have also 
a specialty lighting department properly manned. 
Mr. Steiner declared that there is a great need for 
wholesalers to provide sales outlets in the territories 
they serve, otherwise the manufacturers necessarily 
must provide themselves with other types of outlets 
for those markets. He said also that floor and table 
lamps are important in the wholesalers lighting oper- 
ations and should, therefore, be considered together 
with residential lighting fixtures. 

Too few wholesalers comprehend the possibilities 
in the residential lighting fixtures field according to 
the views expressed by Mr. Roseth. While the sell- 
ing of residential lighting fixtures is specialized, Mr. 
Roseth indicated that the handling of them is mod- 
ernized due to package stock. Supporting Mr. Ro- 
seth’s opinion Mr. Dupont declared that the whole- 
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saler may be overlooking real business opportunities 
by not including residential lighting fixtures in his 
over-all operations 

It was the consensus of the Committee that the 
electrical wholesaler is an efficient medium of resi- 
dential lighting fixtures and, 

IT WAS VOTED that electrical wholesalers 
should be encouraged to become efficient distributors 
in that field. 

The Committee considered the type of residential 
lighting fixtures catalog the wholesaler should dis- 
tribute to the customer he serves and whether those 
catalogs should be compiled by the manufacturers or 
by the wholesalers, or by both. As a result of dis- 
cussion on this subject the following recommenda- 
tions were voted: : 

1. Wholesalers should be furnished by manufac- 
turer’s complete catalogs of their lines. 

2. Manufacturers should supply separate sheets for 
the aid of wholesalers desiring to prepare their own 
catalogs for dealers. 

3. Electrotypes should be supplied by manufactur- 
ers when requested. 

4. The most appropriate and helpful time for man- 
ufacturers to publish catalogs is suggested as the first 
quarter of the year. 











PRESENT: Members of the Committee— 


J. C. Dupont, Jr., Chairman, Lighting Fix. & Elec. 
Sup. Co., Inc., New Orleans, La. 
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A. J. Musser, Dauphin Electrical Supplies Co., 
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H. D. Roden, Roden Electrical Supply Co., Knox- 
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I. W. Sigal, Wally Electrical Supply Co., Pitts- 
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Louis, Mo. 
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R. H. Bishop, Sylvania Elec. Products, Inc., New 
York, N. Y. 
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land, Ohio. 
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Lighting Equipment Association, Inc., New York, 
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York, N. Y. 

Mr. J. C. Dupont, Jr., presided. 








5. Manufacturer's catalog pages should each con- 
tain only one line. 

6. The suggested N.E.W.A. standards for catalog 
sheets should be followed by manufacturers when 
publishing their catalogs. 

The need for wholesaler’s display rooms to display 
residential lighting fixtures was considered by the 
Committee to be highly important and, 


IT WAS VOTED that manufacturers strongly 
encourage their wholesalers to maintain adequate 
display rooms for residential lighting fixtures. 

Discussion regarding display rooms disclosed that 
in some instances contractors bring their own cus- 
tomers into the wholesaler’s display rooms and per- 
sonally conduct and close the sale. In other cases, 
the contractor is not encouraged to come into the 
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display room with his customer because adequately 
trained personnel with interior decorating back- 
ground devote full time to the handling of residential 
lighting fixtures customers and such customers are 
handled by no other members of the organization. 
The latter procedure, it was pointed out, eliminates 
the confusion which results from unfamiliarity with 
decorative factors which are important in the selec- 
tion of residential lighting fixtures. The employment 
of female sales personnel in residential lighting fix- 
tures departments was commented upon most favor- 
ably and in one instance a member reported that his 
residential lighting fixtures display room was staffed 
entirely by female personnel who handled all customer 
traffic and did so in a highly satisfactory manner. 
As a result of this discussion the Committee voted 
the following recommendation : 
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Theres must be on the display room floor, at all 
times, a competent sales person (male or female) 
adequately trained in interior decorating, and manu- 
facturers should be encouraged to assist in training 
such personnel; and display rooms must be kept 
orderly and clean. 

The Committee also voted the following recom- 
mendation : 

Electrical contractors should not be encouraged to 
maintain a display room in the same shopping area 
as that in which the wholesaler is located ; but whole- 
salers should encourage the maintenance of such 
display rooms by electrical contractors who are not 
located in the wholesalers shopping area. 

There was some attention given by the Commit- 
tee as to whether or not it should be suggested to 
manutacturers that they pack each and every fix- 
ture, wired complete, in an individual carton. 

The Committee voted that it be recommended to 
manufacturers that they package each fixture, wired 
complete and assembled wherever possible in an indi- 
vidual carton clearly and properly marked on the out- 
side of the package by an informative label bearing 
the number and picture of the assembled fixture 
within. 

The wiring of residential lighting fixtures was 
considered to be a problem of some concern to elec- 
trical wholesalers, particularly in view of the use by 
manufacturers of various types of fixture wire. The 
Committee was of the opinion that the problem could 
be materially simplified if a single type of wire was 
used for the wiring of residential lighting fixtures. 








ae: 
¥ ek ee 


Accordingly, the Committee voted the recommenda- 
tion that all manufacturers use type AF-wire, or 
equal, in wiring residential lighting fixtures, thereby 
complying with local safety standards which may be 
in effect in any locality. 

Consideration was given to the question of whether 
or not the wholesalers of residential lighting fixtures 
should instruct their salesmen to follow through on 
each and every residential job or whether he should 
depend upon the electrical contractor-dealer for those 
sales. 

IT WAS VOTED that it is desirable for whole- 
salers to cooperate with their electrical contractor- 
dealers in promoting the sale of residential lighting 
fixtures. 

Further consideration was given by the Committee 
to the opportunities electrical wholesalers had avail- 
able to them in the distribution of table and floor 
lamps. It was the consensus of the Committee that 
table and floor lamps are closely allied with residen- 
tial lighting ; and the Committee 

VOTED that manufacturers be informed that the 
electrical wholesaler is an economical and efficient 
means through which to distribute table and floor 
lamps. 

Mr. Pyle reminded the Committee that their pre- 
vious meetings had been held in conjunction with 
the conventions of the Association and that this meet- 
ing was by way of a new departure in committee 
meeting procedure. He inquired as to the Commit- 
tee’s preference for holding its meetings in conjunc- 
tion with conventions or at a time other than during 
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conventions. The Committee was unanimous in the 
opinion that committee meetings held apart from 
conventions are decidedly preferable. 

The meeting with residential lighting fixtures man- 
ufacturers was held on June 7th with Mr. Dupont 
calling the meeting to order with remarks of wel- 
come to the manufacturers present. He called on 
Managing Director Pyle who addressed the meeting 
briefly and particularly mentioned this new type of 
committee meeting as distinguished from committee 
meetings formerly held as a part of the Association’s 
general conventions. 

The Association’s Secretary, Alfred Byers, pre- 
ented the Association’s Suggested Veteran’s Reem- 
ploymert Program and displayed samples of the win- 
dow posters and application forms which he said were 
available now in quantity from the Association head- 
quarters at a very nominal cost. 

Mr. G. E. Glatthar, Chairman of the Commercial 
Planning Committee of the Amer:can Home Lighting 
Institute, presented the Institute’s newly designed 
plan to promote the sale of overhead lighting in resi- 
dences. He referred to that plan as the “Fifteen 
Point Action Program of the American Home Light- 
ing Institute,” and discussed the following fifteen 
points constituting the program: 


1. Change of name from American Lighting 
Equipment Association to American Home Lighting 
Institute, Incorporated. 

2. Adoption of new slogan—‘‘Overhead lighting 
for Better Living.” 

3. Support and cooperation from our Allies (other 
industry branches ). 

4. Coordination with other forces who are part of 
our industry (industry associations’ national proimo- 
tional programs, Electrical Leagues, etc.). 

5. National magazine editorial support. 

6. Advertising in publications that reach the home. 

7. New homes booklet for consumers, architectural 
builders (distribution via wholesalers, dealers, utili- 
ties and others). 

8. Booklet for consumer on re-lighting of present 
homes (distribution via wholesalers, dealers, utilities 
and others). 

9, Sales manual for dealers. 

10. A folder to stimulate utility interest and sup- 
port. 

11. Newspaper mats—to make it easy for utilities 
and dealers to advertise. 

12. Development of display equipment. 

13. A sales manual for electrical wholesalers. 

14. Certified lighting equipment. 

15. Labels for certified equipment. 

Following the presentation of this plan there was 
prolonged discussion about several of its main fea- 
tures. Reference also was made to the new type 
home financing which provides for the installation of 
plug-in appliances, which has resulted in the more 
aggressive promotion (by lending institutions) of 
more completeby furnished home buildings to in- 

clude more modern home lighting. It was mentioned 
that wholesalers likewise must do their part in carry- 
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ing through the educational program by actfvely cre- 
ating lighting departments such as this Committee 
suggests. 

Homes with modernized lighting, it was pointed 
out, would be better loan risks, provide better resale 
opportunities, and, in addition, give increased em- 
ployment, all of which are necessary to the prosperity 
of the country. 

The point was also made by one of the manufac- 
turers that the success of the selling effort expended 
on residential lighting fixtures will be largely deter- 
mined by the quality of the presentation to the general 
public of the over-all subject of good and adequate 
lighting. In that manufacturer’s opinion it is highly 
essential, therefore, that a high grade man be head 
of a wholesaler’s lighting department and that he 
need not necessarily be experienced in electrical 
lighting. It is important, however, that he be sales, 
merchandising and promotion minded. To such a 
man, the speaker continued, would be available ade- 
quate selling aids through the program of the Amer- 
ican Home Lighting Institute. Electrical whole- 
salers who invest in such a man can expect to reap 
rewards in increased sales, and greater opportunities 
to advance the net profit rate by sales of high quality 
products. 

The President of the American Home Lighting 
Institute, Mr. W. G. Sawyer, declared that this meet- 
ing had been highly constructive from the stand- 
point of suggesting new markets, expanding sales 
and increasing employment throughout the residential 
lighting field. He suggested that N.E.W.A. appoint 
a consulting sub-committee of three with whom the 
Lighting Institute could confer regarding the work 
of their program as occasion would warrant. Mr. 
Pyle was requested by the Committee to present 
Mr. Sawyer’s suggestion to the Management Com- 
mittee for their consideration and approval. 

Inquiry into the future of fluorescent lighting in 
the home brought the comment from manufacturers 
that because samples of circulin tubes, ballasts and 
sockets are not yet available, the fixture manufac- 
turers do not know what that future is likely to be, 
and speed certainly cannot be expected immediately. 
In that connection a member of the Committee also 
observed that fluorescent lighting is by no means 
flattering to the ladies in that it, too, clearly reveals 
facial imperfections and may, therefore, be difficult 
to sell in homes until and unless improvements in the 
quality of fluorescent lighting can be brought about. 

Mechanical features in fluorescent operation must 
also be improved and simplified in order that the 
woman in the home can handle fluorescent lighting 
as readily and simply as incandescent light. 

Responding to Mr. Pyle’s request for their opinion 
as to the holding of committee meetings the manu- 
facturers expressed themselves unanimously in favor 
of holding committee meetings apart from the time of 
Association conventions. 

The meeting adjourned at 3:25 P.M. 


J. c DUPONT, IR., Chairman 


Residential Lighting Fixtures Committee 
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WAREHOUSING, DELIVERIES, INSTALLATIONS, 


FREIGHT RATES AND CLAIMS COMMITTEE 





The chairman indicated that the scope of the work 
of this committee is very broad, being concerned as 
it is with warehousing, deliveries, installations, 
freight rates and claims. He expressed the view that 
inasmuch as these matters are of interest to appliance 
} as well as apparatus and supplies distributors, the 
committee should approach the subjects to which it 
will give consideration on that basis. . 

He then suggested a general discussion of the 
subject of warehousing lay-out from the standpoint 
of requirements of appliance distributors and elec- 
trical supplies distributors. 


WAREHOUSING LAY-OUT 


In introducing this subject, the chairman empha- 
sized the need to recognize the basic factors in plan- 
ning the lay-out of a warehouse for wholesale dis- 
tribution. These factors, he stated, would be the 
need for the speedy handling of goods into, through, 
and out of the warehouse and the need for warehous- 
ing efficiency related particularly to the best utiliza- 

m of manpower. 

He indicated that the following points also must 

considered in planning the warehouse: 

1. Type of warehouse—whether single or multi- 

ry. 

2. Location—whether in midtown or the outskirts 
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3. The availability of railroad siding and parking 
facilities. 

4. Warehouse lay-out must be arranged in accord- 
ance with the type and size of wholesaling business 
being conducted. 

In explaining further the meaning of point number 
four, Mr. Johannesen said that there are electrical 
wholesalers : 


(A) handling construction materials and small 
appliances. 

(B) handling construction materials, small appli- 
ances, radio and major appliances. 

(C) handling small appliances, radio and major 
appliances. 

These three groups, he said, are still further to be 
clarified in accordance with their total annual sales 
volume. A fourth group is electrical wholesalers in 
metropolitan centers whose buildings provide no 
warehouse space and house only offices and display 
rooms with warehousing and deliveries being per- 
formed through public warehouse facilities and the 
total annual volume of which wholesaling business is 
usually very large. 

The committee considered the plausibility of at- 
tempting to arrange a uniform single lay-out plan for 
a warehouse which would include the requirements 
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as corner or center of block, etc., locations that should 
be selected. Discussion of the various wholesaling 
features involved in the four types just enumerated 
led the committee to the conclusion that a single uni- 


‘form plan could not be developed which practically 


would serve all phases of the operations in each 
group. One of the types of lay-out which was dis- 
cussed at considerable length was the present Army 
warehouse type of single story construction. At first 
glance, it would appear that this would be the most 
desirable type of warehouse building. However, it 
was pointed out that if a location in the center of 
town were selected, cost of space might be prohibi- 
tive. That possibility, therefore, was eliminated as 
a first recommendation to be made by the committee 
for warehouse regardless of location. City centers, 
because of realty values, as well as other physical 
reasons, might require a multi-story building in pref- 
erence to a single story type. 

Other considerations which are important to elec- 
trical goods distribution, from a warehouse stand- 
point, are the availability of customer parking facili- 
ties and railroad sidings. There is still another rea- 
son which the committee felt would be important 
where midtown locations are concerned and that is 
municipal restrictions which would be in effect with 
regard to the loading and unloading of trucks when 
deliveries are being made on public streets and which 
would affect the unhampered use of sidewalks for 
pedestrians. 

These discussions brought the committee to the 
conclusion that it would be more helpful at this 
time to the greatest number of members of the asso- 
ciation to have. the committee’s recommendations as 
to the essential building facilities for a wholesaler 
whose annual volume of business would be within the 
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} range of $250,000 to $750,000 included in this report. 
5 Accordingly, the committee offers the following rec- 

ommendations for the warehousing facilities which, 4 
in its Opinion, are essential for the types of wholesal- 
ers outlined in the early portion of this report under 
the designations of A, B and C and whose annual 
total volume of sales is within the range of $250,000 
to $750,000. The committee calls attention to the 
fact that the following recommendations are based 
upon the full resumption of normal civilian goods 
production postwar : 



















1. The most desirable location is: 


(a) a corner lot with railroad siding or its avail- 
ability if a premium for it does not have to be paid. 





(b) acorner lot even without a railroad siding. 
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5. As a second choice, two stories without base- 
ment is recommended. 








i 2. When corner lot is unavailable a lot should be ‘ g > 
} selected so as to provide entrances for shipping and a it o3 
» receiving both at front and rear, preferably, with Ts 5 8 | 
separate entrances for shipping and receiving. Back z= : ; ; + 28 
| streets or alleys are satisfactory provided there is - _ Be 
» sufficient width for truck movement. fri $ » 3 
on. % 
| 3. The over-all space requirement for a warehouse g g r 4 : SS peers | 
§ is recommended as 20,000 to 25,000 square feet. * i . s30 | 
' ! 1 iss | 
i 4. A single story building is preferable where such | i! ee ; 
= type of construction is practicable. + ‘3° | 
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6. Third and fourth choices respectively are: One 
story with basement; two stories and basement. 








7. Customers’ parking facilities for trucks and pas- 
senger cars should be provided, on the property 
preferably. 
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8. Floor level of first floor should be truck height 
for convenience of shipping and receiving. 





9. If street floor level of building is not of truck 
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height, some other means of loading and unloading “+ = 
goods inside the building must be provided. Sugges- lo) | 1 L 
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electric or hydraulic lift or the construction of a 
loading pit for auto trucks. 
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10. It is preferable to have separate doors for 
hipping and receiving rooms wherever possible. 














11. Where operating own trucks, and building 
ides permit, facilities for.garaging such trucks with- 
1 the warehouse building is desirable when built in 
mjunction with shipping and/or receiving depart- 
ients. (There are good mechanically operated ga- 
age doors available. ) 
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12. Office or other suitable facilities for shipping 
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and receiving clerks should be arranged close to ship- 
ping and receiving doors. 


"13. The ceiling height in warehouses is suggested 
as 16 feet where sprinklers are used or 14 feet with- 
out. This will provide mezzanine space where re- 
quired. 


14. From the standpoint of theft protection, it is 
recommended that building entrances and exits be 
few in number. 


15. When the business includes major appliances 
and radio distribution, it is recommended the build- 
ing should provide suitable display rooms and sales- 
men and dealer meeting space which, it is suggested, 
should be an area of from 1500 to 2000 square feet. 
It is suggested that space for appliance and radio 
displays and salesmen and dealer meetings be pro- 
vided within a single room of the square footage area 
mentioned, located preferably at the front of the 
building. Where building of more than one story 
is used, it is recommended that this room be provided 
on the second floor. 


16. Where major appliances and radio are a sub- 
stantial portion of a distributor’s business and where 
he does not contract for service work to be per- 
formed by some outside service organization, he 
should consider the advisability of including in his 
building facilities for a service department to accom- 
modate competent service personnel to the extent his 
service warrants as well as a stock of parts for the 
accommodation of dealers. 


17. When residential lighting fixtures form a part 
of the business, adequate display rooms for such fix- 
tures should be provided. It is emphasized that the 
preferable location for such display rooms is the 
interior of the building away from daylight in order 
that fixtures can be displayed and demonstrated to 
the best advantage. 


18. Office space should be approximately 1500 
square feet, which it is considered is sufficient to 
provide space for the general office, management, 
sales offices, accounting department and files. 


19. Space of 1500 square feet is suggested as ade- 
quate for store and counter sales requirements, 
excluding broken package bin stock. 


20. The building should provide adequate toilet 
and rest room facilities for all personnel. 


21. It is desirable to place broken package stock 
in bins directly behind the store counter so as to 
serve the sales counter as well as to fill out of stock 
broken package orders. This stock should be en- 
closed. Aisle space between bins should be 30 to 36 
inches in width with a main aisle of 48 inches. The 
height of bins should not exceed 8 feet 4 inches. Bin 
cimension should be provided in accordance with the 
type of stocks handled. The aisle space between bins 
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and the store sales counter should be 4 to 6 feet and 
the ends of the bins preferably should face the 
counter. 

Where building wall space is utilized for 
broken package stock department, it is suggested 
that one bin be backed to such wall. The other 
bins should be arranged back to back with aisle 
space as suggested in preceding paragraph. It is 
suggested that bins be no longer than 24 feet. The 
depth of bins is suggested to be not greater than 
2 feet each. 


22. Conduit should be stacked on end and should 
be stored as close as possible to the point of receipt 
and shipment. 


23. It is suggested that when preparing ware- 
house lay-outs wholesalers should investigate the 
latest mechanical devices and products available for 
materials handling in order to take advantage of labor 
saving ideas. Pallets were mentioned by the commit- 
tee as one means of material handling simplification, 
under certain conditions. 


24. When building is one story and basement, the 
same square footage should be required for the sev- 
eral departments which otherwise would he accom- 
modated in a single floor design. In that case, these 
departments would be more advantageous if placed 
on the first floor and the basement used for storage 
and warehousing purposes. 


25. When the building is of the two story and 
basement type, again the same square footage for 
departments is required. It is suggested that there 
may be worthwhile advantages in that instance in 
having the office on the second floor. Where appli- 
ances and radios are handled, it is suggested it may 
be well to have display rooms on the second rather 
than the first floor. This arrangement is suggested 
due to limited amount of floor space and require- 
ments for sales counter, shipping and receiving facili- 
ties, warehousing, etc. It is suggested that the office 
be on the first floor but the other requirements just 
mentioned should be considered when deciding 
whether the first or second floor is to be used for 
office space. 


26. Where elevators are required, it is desirable 
that they be sufficiently large to provide adequate and 
practical platform space. It is also important that 
elevators be convenient to shipping and receiving 
departments. 


27. In arranging the building lay-out, it is sug- 
gested that some consideration be given to the use-of 
gravity chutes. 


28. In selecting the location for an operation of 
the size to which these suggestions refer, it is prefer- 
able to be as close to the center of town as possible 
if parking and other facilities are available for cus- 
tomers. It is equally important that the site selected 
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should be convenient for the daily travel of employees. 

The committee offers the following suggestions 
relative to the wholesaling operation doing an annual 
volume of business of from $750,000 to $1,500,000 
in the classification of A, B, and C, as mentioned in 
the foregoing portion of this report. These sugges- 
tions relate to a business whose basis of operation is 
approximately 75 percent sales out of warehouse and 
25 percent direct : 

1. The over-all square footage considered to be 
adequate is 30,000 square feet. 

2. Display space of 1500 to 2000 square feet is 
considered to be adequate for appliances. 

3. It is recommended that 2500 square feet should 
be provided for all office space required. 

4. Store and counter space of 1500 square feet is 
suggested as adequate. 

5. A one story building is considered to be an 
advantage to this type of operation where it can be 
acquired under suitable terms. Otherwise a two story 
building with no basement is preferred, or, as a last 
choice, a two story and basement structure. 

6. Ceiling height of 16 feet is suggested where 
sprinkler systems are used or 14 feet without 
sprinkler in a one story building or on a first floor. 
A second choice should provide a 12 foot clearance 
under sprinkler heads. Basement height should be 
10 to 12 feet under sprinklers. 


FLOOR PLANS 


Several members of the committee reported that 
they had recently had prepared floor plans for new 
building construction. These plans were inspected 
by the committee and it was the consensus of those 
present that the plans were practical and incorpo- 
rated the features enumerated in the committee’s 
recommendations. A copy of these plans is included 
with and forms a part of this report. 

Although the dimensions shown on these plans 
are not the same in all cases and in addition may not 
exactly compare with the areas recommended by the 
committee, the plans were thought to illustrate the 
general building lay-out as the committee visualized 
it for the type of wholesaler operation its sugges- 
tions cover. 


FREIGHT RATES AND CLAIMS 


The committee discussed briefly the value of audit- 
ing freight and express bills. It considered the ad- 
vantages of such auditing being done by the ac- 
counting department of the wholesaler as well as 
the independent auditing of such bills by outside 
freight rate auditors. The committee suggests that 
wherever members may be especially interested in 
vutside independent freight bill auditing, they might 
consult their local traffic club for information re- 
garding firms performing that type of service. 
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DELIVERIES AND INSTALLATIONS 


Whether owned trucks or rented trucks had any 
distinct advantages was considered at some length 
by the committee. So far as major appliances were 
concerned, in that regard, the committee suggests 
that members in metropolitan areas may wish to 
inquire into the services available from public ware- 
houses where these companies are prepared to ware- 
house, deliver and install major appliances. Infor- 
mation regarding the price for that service can be 
used as a means of comparing the cost of perform- 
ing these operations by the wholesaler or distributor 
himself. 

The committee suggests the careful consideration 
of the advantages of trucks and chauffeurs operated 
under contract with outside trucking companies as 
compared with the operation of wholesalers owned 
trucks. Cases have been found, the committee dis- 
cussion disclosed, where the costs for contract truck- 
ing are no greater than and even less than that for 
owned trucks. Some advantages of contract truck- 
ing were pointed out as follows: 

1. Truck and driver always available. 2. Insur- 
ance coverage is included in contract trucking. 3. 
Trucking company is responsible for breakage, theft, 
etc. 

Mention was made of peak season storage. It was 
the view of the committee that where storage space 
is not readily available and plentiful in the distribu- 
tors’ or wholesalers’ warehouse, it is desirable to 
store appliances for peak season shipment in outside 
public warehouses. This arrangement assures the 
wholesaler of adequate warehousing space for stor- 
ing seasonable or surplus goods without the expense 
of maintaining regularly, as part of his own ware- 
house, warehouse space which the regular volume of 
his annual sales would not warrant, and which would 
increase his fixed overhead expense. 


COMMITTEE MEETINGS 


It was suggested that the committee should pos- 
sibly hold another meeting in the fall of this year and 
the final decision as to when such meeting might be 
practical was left to the decision of the managing 
director and the committee chairman. However, it 
was proposed that at the next meeting of the com- 
mittee it give some consideration to the subject of 
stock control records. 

Mr. Pyle inquired of the committee whether or 
not they preferred the holding of meetings at the 
time of Association conventions or in the interim 
between conventions. The consensus of the meeting 
was that meetings held apart from cenventions were . 
much more desirable. 


J. G. JOHANNESEN, Chairman, 


Warehousing, Deliveries, Installations, Freight 
Rates and Claims Committee 


121 





It’s a fact! Your fixtures will have extra sales appeal 
for your customers . .. when you use Certified Ballasts. 


And good reason for this preference too, because: 


1. Certified Ballasts are built to definite specifica- 
tions . . . to assure better lamp performance. 
Leading fluorescent tube makers recognize this— 
since with Certified Ballasts in a fixture, they 
will guarantee lamp performance. 


2. Certified Ballasts are subject to thorough testing 
by Electrical Testing Laboratories, Inc., and 
Certified by them as meeting the specifications. 


3. Certified Ballasts help assure top fixture per- 
formance and dependable service . . . as your 
customers know. 


Good reasons why you'll want this extra value 
and sales power. . . this assurance of continuing 
customer satisfaction for your fixtures! 


And remember this: Certified Ballasts will be 
available as soon as any . . . when materials are 
freely available. So why not take advantage of the 
prestige and dependability that Certified Ballasts 
add to any fixture? 


Certified Ballast 
WManufacturers 


MAKERS OF BALLASTS FOR CERTIFIED FLUORESCENT LIGHTING FIXTURES 
CHICAGO TRANSFORMER CORP. JEFFERSON ELECTRIC CO. 
3501 Addison St., Chicago, Illinois Bellwood, Illinois 


DONGAN ELECTRIC MFG. CO. SOLA ELECTRIC CO. 
2987-3001 Franklin St., Detroit, Mich. 2525 Clybourn Ave., Chicago 14, Illinois 


GENERAL ELECTRIC CO. WHEELER INSULATED WIRE CO. 
Specialty Transformer Section 378 Washington Ave., 
1635 Broadway, Fort Wayne, Ind. Bridgeport, Conn. 
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IW. Danforth 


CHAIRMAN 


Reports the 


Appliance Division Committees 
MAJOR APPLIANCES COMMITTEE IN SESSION 





Chairman Danforth opened the first session on 
April 24th expressing appreciation for the fine attend- 
ance of Committee members and expressed the 
opinion that the two days’ session would, undoubt- 
edly, develop a fund of very worthwhile information 
to be passed along for the benefit of the entire 
membership. 

Managing Director Pyle explained that in lieu of 
the cancelled Convention scheduled for Chicago 
earlier this month, a series of Association Committee 
meetings, of which this is one, had been decided upon 
at the meeting of Committee Chairmen with members 
of the Management Committee held early in March. 
‘hat procedure, he reported, would supply the gen- 
eral membership with current information regarding 
problems associated with the products considered 
by the various committees and would partially com- 
pensate, from that standpoint, for the lack of a con- 
vention at this time. For the benefit of Committee 
members, Mr. Pyle explained the procedure followed 
ly Committees of the Association as authorized in 
the By-Laws. 

Mr. Ingraham, Chairman of the Appliance Divi- 

on, spoke briefly about that Division and more 

ecifically of the operation of Committees from the 
andpoint of the value of their work to the Associa- 
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tion as a whole. He also expressed gratification at 
the splendid attendance at this meeting which, he felt, 
had several important matters about which to deliber- 
ate and regarding which every member of the Appli- 
ance Division is interested. 


In the interest of clarification, Mr. Ingraham ex- 
plained the distinction between a commodity commit- 
tee such as the Major Appliances, Radio, Television 
and Tubes and Small Appliances, and functional com- 
mittee, i.e., Operating Cost, Legislative, Publicity, 
Sales Promotion and Sales Training and Utility Co- 
operation and Farm Markets Committee. The former 
committees, he indicated, have within their province 
the consideration of broad overall problems applicable 
to the various commodities within their scope. In the 
consideration of those overall problems, the Commit- 
tee, he indicated, would likely discover a need for 
more complete data concerning some particular 
wholesaling function such as warehousing, sales train- 
ing, etc., or the committee may find a need for more 
complete study or survey regarding some specific 
phase or problem of operation in connection with 
the distribution of the particular lines of products as- 
signed to the Committee. In those cases, the Com- 
modity Committee will refer such matters to Func- 
tional Committees for the purpose of delving deeper 
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PRESENT: Members of the Committee— 


I. a Danforth, Chm., Danforth Co., Pittsburgh, 
a. 
R. J. Brown, General Elec. Sup. Corp., Bridgeport, 

Conn. 

K. G. Gillespie, Jenkins, Wholesale Div., Kansas 

City, Mo. 

G. F. Kindley, Edgar Morris Sales Co., Washing- 

ton, D. C. 

J. T. Morgan 
H .S. Schiele, The Artophone Corp., St. Louis, Mo. 
G. J. Timmermann, Midwest-Timmermann Co., 

Davenport, lowa. 

“- B. Vaughan, George H. Wahn Co., Boston, 
ass: 

(Note: Mr. W. G. Pierce, Jr., Pierce-Phelps, Inc., 
was unable, due to conflicts with other meetings, 
to be present throughout these meetings, but did 
attend the latter part of the afternoon session on 
April 24th.) 


Staff— 


Robert W. Austin, Esq., Counsel. 

Alfred Byers, Secretary. 

Robert C. Hill, Director Appliance Division. 

E. B. Ingraham, Chairman, Appliance Division. 
Charles G. Pyle, Managing Director. 











into those subjects which have been referred to them 
for attention, and subsequently report their findings 
to the particular committee which had referred the 
matter to them originally. 


Information Tags 

Mr. G. F. Kindley, as Chairman of the Publicity, 
Sales Promotion and Sales Training Committee, in- 
formed the meeting of the discussion by his Commit- 
tee regarding information tags and the Committee’s 
general view that considerable selling advantages 
result when manufacturers affix information tags to 
each of their appliances when shipping from the fac- 
tory. He reported that his Committee is most favor- 
ably disposed to the use of such tags by manufactur- 
ers and recommends to this Committee that it make 
an effort to bring about the wide use of such tags. 

It was the consensus of the Committee that the dis- 
tributor’s salesmen, as well as the retail dealer and 
his salesmen, can have the effective sales aid which, 
it has been demonstrated, the use of informative tags 
provides. 


It was voted that in the interest of increasing retail 
sales of major appliances and protecting the consumer 
purchaser, the Major Appliances Committee of the 
National Electrical Wholesalers Association recom- 
mends that manufacturers affix information tags to 
each appliance shipped by them in order that factual 
information be readily available to prospective con- 
sumer purchasers. 


The Committee also suggested that the Associa- 
tion’s headquarters transmit this information to ap- 
pliance manufacturers concerned. 
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Specification Sheets 


The work of the Catalog Committee of the Asso 
ciation was mentioned as having contributed mate 
rially to the effective and more economical operatio 
of the wholesaler, especially in the electrical supp! 
lines. It was felt, however, that although the Catalo; 
Committee’s recommendations might not be too prac 
ticable from the standpoint of applying them to 
broadsides published by manufacturers individually, 
so far as manufacturers’ specification sheets are con- 
cerned, the Catalog Committee’s recommendations 
covering manufacturers’ counter and _ salesman’s 
handbook sheets might well be applied. 

It was voted that this Committee recommend that 
manufacturers of major appliances, when publishing 
specification sheets, adopt the size of 82x11 inches, 
with printing so arranged as to leave a binding mar- 
gin of 1% inches, unpunched. 


MEMORANDUM TO R. W. AUSTIN 
FROM ALFRED BYERS 


You will recall that at the conclusion of the dis- 
cussion concerning “cooperatives” and other means 
of selling to the ultimate consumer, it was agreed 
that you would prepare the resolution adopted. 

The resolution included in this report is merely 
suggestive and it is realized that it may not cover 
adequately as you may have it in mind. 


Reply— 


The growth of Cooperatives as a method of dis- 
tribution was discussed. The following recommenda- 
tion was adopted: The Major Appliances Committee 
of NEWA recommends that all business should be 
subject to the same taxes and government regulations, 
without discrimination and without specific advan- 
tages to any particular class of business. 


LUNCHEON 


The Committee, in a body, attended the luncheon 
of the Sales Executives Club of New York., The 
speaker was Mr. P. B. Zimmerman, Vice President, 
Airtemp Division, Chrysler Corporation, who pre- 
sented a most intelligent exposition of appliance sell- 
ing. Particularly interesting to the Committee was 
Mr. Zimmerman’s informative discussion of the need 
for and methods of successful specialty selling. Al- 
though the luncheon had not been a prearranged 
event on the schedule for the Committee’s meeting, 
it was the consensus of the Committee that the time 
spent in hearing Mr. Zimmerman had been most 
definitely worthwhile. 


OPA PRICING PROCEDURE 


Mr. Pyle introduced Mr. Eric P. Lawson, Eco- 
nomic Analyst of OPA, who was present in New 
York at another industry group meeting for OPA 
and, as Mr. Pyle explained, had accepted his invita- 
tion to appear before the Committee briefly for the 
purpose of describing the procedure OPA has now set 
up to study the trade practices and cost experiences 
of the electrical appliance distribution industry. 
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Mr. Lawson referred to several meetings which his 
section had held with a committee of electrical appli- 
ance distributors and during which there had been 
developed questionnaire forms to be used for the pur- 
pose of compiling the information which OPA re- 
quires as part of the basis upon which to establish 
its pricing policies. He announced that a “pilot 
study,” to cover a few selected electrical appliance 
distributors throughout the country, was then about 
to be undertaken especially for the purpose of deter- 
mining the practicability of the questionnaire which 
had been developed. Following that “pilot study,” 
the OPA plans to conduct a nationwide study of the 
appliance distributive industry. 

In conjunction with that study, Mr. Lawson stated 
that OPA was also planning to conduct a series of 
meetings in various localities throughout the country 
for the purpose of going into detail regarding the 
information being sought by means of the question- 
naire form. He explained that it was believed the 
holding of such sectional meetings will facilitate the 
gathering of the information by OPA and at the same 
time familiarize electrical appliance distributors them- 
selves with the need for and‘the precise type of infor- 
mation which will be requested. Mr. Lawson urged 
that the Association lend its support to the OPA 
program and through its publication encourage the 
complete cooperation of electrical appliance distribu- 
tors for the mutual benefit of themselves and the 
OPA. Following Mr. Lawson’s remarks there was 
a brief period devoted to questions and answers after 


which Mr. Lawson returned to his own industry 
meeting. 


THE EFFECT OF F.H.A. INSURED MORTGAGE 
PLAN ON MAJOR APPLIANCE SALES 


The F.H.A. Insured Mortgage Plan, from the 
standpoint of its effect on the sales of major appli- 
ances used in homes mortgaged under existing state 
legislation was discussed by the Committee in some 
detail. Mr. Ingraham, who reported having had some 
direct experience with this subject, stated that he had 
discussed the subject extensively with several builders 
of large speculative realty developments. The con- 
sensus was that they would prefer to have a flat 
monetary allowance to cover major appliances which 
purchasers may personally and individually wish in- 
cluded in the home to be financed under the F.H.A. 
Mortgage Plan. The speculative builders, according 
to Mr. Ingraham’s experience, have found that a flat 
monetary allowance eliminates the great. difficulty 

uilders have with prospective purchasers when 

‘tual products are included in the finished building 

nd which at point of sale the prospective purchaser 
ishes to have changed for another type or make 
{ appliance. 

The flat monetary allowance eliminates the neces- 

ty for the builder to have quantity purchase con- 

acts pending for major appliances. Thus the origi- 

il sale would be directed through the local dealer 

ho, in the final analysis, does provide the display 

ace, does demonstrate and sell and furnishes instal- 
tion and, service from date of purchase through the 
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length of the guarantee period and throughout the 
life of the Appliance. 

Mr. Ingraham also brought out the difference that 
exists between apartment owner and _ speculative 
builder. The former, he said, installed quantities of 
electrical appliances under one owner, whereas the 
speculative builder had individually owned homes 
which created an altogether different problem as to 
appliance sales and service. He also mentioned that 
building and financing vary in different states and that 
electrical appliances were not always part of the 
transaction. 

Mr. H. S. Schiele stated that the F.H.A. Plan had 
been in use since 1935 and except for some instances 
it was so far as he had heard, very successful. It 
had contributed, he said, to an increase of production 
of electrical appliances and it provided better finance 
plans and provided also greater purchasing power. 

Mr. Schiele referred to the Time Payment Financ- 
ing Committee meeting held here on November; 13, 
1944, and explained that Mr. Goldman of the Archi- 
tectural Forum had been present and explained at 
some length the program of F. H. A. financing 
throughout the various. states. Mr. Schiele further 
stated that the plan of including appliances under 
mortgages is now being adopted by several savings 
and loan companies who finance not only original 
purchases but replacements as well, the costs of which 
come within the terms of the existing mortgage. He 
also mentioned that certain states prohibit the inclu- 
sion of certain appliances under the terms of the 
mortgage but that there was considerable study being 
made in order to standardize all state laws so that a 
uniform practice at least could be followed under 
F.H.A. Insured Mortgage Financing. 

As a result of the discussion, IT WAS VOTED 
that the Committee recommend that all types of seri- 
ally numbered major appliances be declared eligible 
for F.H.A. financing and be included in home mort- 
gages at retail prices. 

Further it was the view of the Committee that this 
recommendation be given wide publicity by the Asso- 
ciation headquarters especially so far as to reach the 
membership of the Architectural Form, the American 
Bankers Association and similar branches of tradé 
and industry concerned with the subject of housing. 


MERCHANDISING HOME AND RURAL 
FOOD FREEZERS 


The distribution of home and rural freezers in the 
post-war period was considered by the Committee as 
likely to become an important matter in the business 
of. many electrical appliance:distributors. With the 
resumptiom of civilian production, according to the 
trade papers and daily press readings of several mem- 
bers of the Committee, thig field will see the appear- 
ance of a great number of new manufacturers. Some 
members likened the forthcoming condition to the: 
early days of radio. Another factor which, in the 
opinion of the Committee, will likely prove to be 
very important, is the manufacture and distribution 
of the frozen foods themselves. 

Home and rural freezers, it was concluded, should 
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be not only of small so called day to day size but also 
should be available in models sufficiently large to 
provide frozen storage for foods between seasons. In 
this connection, it was indicated that the storing 
of large quantities of food had the inherent danger 
of real monetary loss where there was likelihood of 
electrical service interruption or faulty mechanical 
operation due to inadequate temperature control, in- 
sufficient or inefficient insulation or similar mechan- 
ical defects. It was the Committee’s opinion that pre- 
cautionary measures should be taken by manufac- 
turers so as to provide safeguards. 

Although the Committee took no specific action re- 
garding this subject and made no direct recommen- 
dations, it was their opinion that distributors 
should aggressively and enthusiastically encourage 
the wide distribution of frozen foods in their area. As 
a result, the opportunities for sales of home and 
rural foods freezers for distributors and their dealers 
should be very materially advanced. 


COOPERANVE ADVERTISING 


The general procedure followed in cooperative ad- 
vertising was considered at some length. The Com- 
mittee felt that generally speaking consumer adver- 
tising of products by manufacturers is desirable and 
eads to greater sales volume. There was, however, 
the belief that the methods used by manufacturers in 
anaking cooperative advertising available in local mar- 
xets could be simplified to the advantage of them- 
selves as well as their distributors and dealers. 

IT WAS VOTED that the Committee, while 
favoring cooperative advertising between manufac- 
curer and dealer, suggest that improvements in 
administering cooperative advertising can be made 
and that the subject should be studied further by 
manufacturers. 


TRADE-INS AND RECONDITIONING— 
ELECTRICAL REFRIGERATORS AND WASHERS 


The Committee considered the information which 
had been developed by the Warranties, Service and 
Repair Parts Committee, insofar as the expectancy 
of the general membership was concerned, with re- 
gard to the trade-in problem post-war for electrical 
refrigerators as well as requirements for recondition- 
ing. General discussion resulted in the adoption of the 
following motion : 

INASMUCH as trade-in problems on electrical 
refrigerators and washers will be a factor in post- 
war business, this Committee recommends that man- 
ufacturers individually study this problem and seek 
to develop specific trade-in plans for recommendation 
to their own respective outlets. 

Following further consideration of this subject 
from the standpoint of the general membership it 
was further moved: 

THAT the Warranties, Service and Repair Parts 
Committee be requested to conduct a survey of the 
Association’s membership to determine what local 
plans are or have been in effect to recondition traded 
in electric refrigerators and to summarize informa- 
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tion so collected and distribute it to the Association’s 
membership for their information. 


SALES TRAINING 


Mr. G. F. Kindley informed the Committee of the 
meeting which had been held by the Publicity, Sales 
Promotion and Sales Training Committee and the 
Sub-Committee which was appointed for the pur- 
pose of developing plans for a basic sales training 
course. He stated that complete plans included 
in the recommendations of both those Committees 
which at this point are being held in abeyance 
subject to consideration by the Executive Com- 
mittee prior to their general release. In anticipation 
of the Executive Committee's approval of the report 
of Mr. Kindley’s Committee, there was a general dis- 
cussion on the ways and means for distributing and 
using the sales training material when it is completed. 
No action was taken nor was any specific recommen- 
dation made by the Committee at this meeting, in 
view of the belief that the entire matter will be dis- 
cussed fully and final plans reached at the next meet- 
ing of the Executive Committee. 


DISTRIBUTION OF MAJOR 
APPLIANCES POST-WAR 


It was suggested that considerable thought be 
given as to what the distributor should like to have 
done on the subject of equitable distribution. It 
was reported that WPB’s idea of allocation is on 
the basis of 1941 sales adjusted to compensate for 
shifting population. Discussion indicated that in all 
likelihood the resumption of civilian production fol- 
lowing V-E Day would be on a quite limited basis, 
particularly in the fields of major electrical appliances. 
Consequently, it was felt that shipments would be 
very meager and by no means sufficient to supply all 
requirements. The Committee felt that if such proves 
to be the case, the best handling of initial shipments 
perhaps would be the distribution among dealers 
of samples sufficient in number at least to supply each 
dealer. Subsequently, as shipments by manufacturers 
may increase equitable distribution to dealers can be 
made in accordance with their sales potentials. 

IT WAS RECOMMENDED that in the period 
between now and full civilian production samples of 
all appliances should be given to every dealer as soon 
as possible and in a way tu produce the best results. 


FUTURE COMMITTEE MEETINGS 


At Mr. Pyle’s suggestion, the Committee consid- 
ered the nature and value of the meeting just being 
concluded as compared with the type of meeting held 
by committees during convention periods. 

Following this discussion, the Committee expressed 
a unanimous preference for the holding of meetings 
in the interum between conventions rather than at the 
time of conventions. 


Respectfully submitted, 


1. W. DANFORTH, Chairman, 
Major Appliances Committee—N.E.W.A 
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CHAIRMAN 


Keports the 
SMALL APPLIANCES COMMITTEE MEETING 





Chairman J. 1. Bogdan announced that the meet- 
ing at the morning session would be devoted to con- 
sideration of subjects by the Committee itself and 
that the afternoon session would be a meeting with 
interested manufacturers. He remarked about the 
excellent attendance by members of the Committee 
and indicated that the meeting during its two sessions 
would undoubtedly develop information of interest 
and value to every member of the Association inter- 
ested in the distribution of small appliances. He 
called on Managing Director Chas. G. Pyle to inform 
the Committee of any Association matters in which 
he believed the Committee would be interested. 

Managing Director Pyle explained that in lieu 
of the cancelled Convention schedule for Chicago 
earlier this month, a series of Association Committee 
meetings, of which this is one, had been decided upon 
at the meeting of Committee Chairmen with mem- 
bers of the Management Committee, held early in 
March. That procedure, he reported, would supply 
the general membership with current information re- 
zarding problems associated with the products con- 
idered by the various committees and would partially 
ompensate, from that standpoint, for the lack of a 
‘onvention at this time. For the benefit of Committee 
nembers, Mr. Pyle explained the procedure followed 
xy Committees of the Association as authorized in 
he By-Laws. 

At the conclusion of Mr. Pyle’s remarks, Mr. 
sogdan invited Mr. Ingraham, as Chairman of the 
\ppliance Division, to address the Committee mem- 


October 1945—-WHOLESALER’S SALESMAN 


bers present with regard to specific matters related 
to the Appliance Division and its Committees. 

Mr. Ingraham spoke briefly about the Appliance 
Division and more specifically of the operation of 
Committees from the standpoint of the value of their 
work to the Association as a whole. He also ex- 
pressed gratification at the splendid attendance at 
this meeting which, he felt, had several important 
matters about which to deliberate and regarding 
which every member of the Appliance Division is 
interested. 

In the interest of clarification, Mr. Ingraham ex- 
plained the distinction between a commodity commit- 
tee, such as the Major Appliances, Radio, Television 
and Tubes and Small Appliances and functional com- 
mittees, i.e., Operating Cost, Legislative, publicity, 
Sales Promotion and Sales Training and Utility Co- 
operation and Farm Markets Committee. The former 
committees, he indicated, have within their province 
the consideration of broad overall problems appli- 
cable to the various commodities within their scope. 
In the consideration of those overall problems, the 
Committee, he indicated would likely discover a need 
for more complete data concerning some particular 
wholesaling function such as warehousing, sales train- 
ing, etc., or the committee may find a need for more 
complete study or survey regarding some specific 
phase or problem of operation in connection with 
the distribution of the particular lines or products 
assigned to the Committee. In those cases, the Com- 
modity Committee will refer such matters to func- 
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tional committees for the purpose of delving deeper 
into those subjects which have been referred to 
them for attention, and subsequently report their 
findings to the particular committee which had re- 
ferred the matter to them originally. 


MANUFACTURERS GUARANTEES 


In considering the question of whether or not the 
manufacturers guarantee is clearly understood by the 
consumer customer and whether or not it is a sales 
help or hindrance, the Committee’s view was that 
it is not understood by the consumer customer nor 
by the dealer. The Committee felt further that the 
manufacturers guarantee is a considerably abused 
matter. 

Discussion developed the further view that the 
guarantee, as issued, is indefinite and inconclusive 
and it, therefore, increases abuses and creates dis- 
satisfaction. 

The manufacturers’ guarantee, in the opinion of 
the Committee, should be simplified and moreover 
should be definitely specific, certainly at least, as to 
the length of time the guarantee extends. It was the 
consensus of the Committee that it should be recom- 
mended to the manufacturers that a 90-day guarantee 
is sufficient for small appliances. 

This suggestion was again considered at the after- 
noon session when the manufacturers were present 
and the foregoing opinions as developed at the morn- 
ing session of the Committee were outlined to the 
manufacturers. Mr. Ingraham stated that the War- 
ranties, Service and Repair Parts Committee of the 
Association had conducted quite an extensive survey 
of the Appliance Division membership to reflect their 
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experiences with guarantees. He explained, further, 
that the report covering that survey was still in the 
hands of the Committee but that when it is finally 
released it will disclose interesting and helpful infor- 
mation on this particular subject. 

Discussion of the time period of guarantees brought 
information from the manufacturers present to the 
effect that due to there being both motor driven 
appliances as well as appliances without moving 
parts, serious difficulties are encountered by individ- 
ual manufacturers in arriving at any length of time 
during which guarantees should be in effect. 

Mr. Ingraham mentioned that the radio business 
is conducted on the basis of a 90-day guarantee. 
This, he declared, encourages a broader development 
of the repair and service business on the part of 
dealers and thus provides dealers with real opportu- 
nities to increase their volume of business both 
through service and sales of new merchandise. 

In the interest of a more complete understanding 
of the subject of guarantees, it was suggested that 
it would be desirable to make every effort with 
dealers and consumer customers toward the end 
that they be completely and fully informed with 
respect to all features of guarantees as applied to 
products in the small appliance field. This, it was 
stated, was a problem in the industry the importance 
of which should not be underestimated. 

One of the manufacturers remarked to the meeting 
that during the present emergency individual manu- 
facturers necessarily operated under government 
regulations controlling terms of sale. He stated that 
any reduction in the length of guarantee periods at 
this time might be construed as a violation of OPA 
regulations. That, he continued, would be a matter, 
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therefore, for determination by OPA and it now is 
a subject which a manufacturer independently and 
alone could not decide. 


SMALL APPLIANCE REPAIRS AND SERVICE 


The following question was considered in some 
detail—“‘Should dealers be encouraged to handle re- 
pairs of small appliances or should manufacturers 
establish their own repair and service department in 
each large center ?’’ Both plans are being followed at 
present, it was declared. 

The Committee’s opinion was that authorized 
locally owned and operated repair and service sta- 
tions should be encouraged. This was considered 
necessary, in the opinion of the Committee, in order 
to assist appliance dealers with their repair and ser- 
vice requirements and to assure the widest possible 
availability of dependable repair and service to the 
consumer customer. The Committee felt that so far 
as factory operated service stations in the large cen- 
ters were concerned, these should be expanded in 
order that the best possible repair and maintenance 
service will be available to consumer customers in 
those metropolitan centers. 

Discussion of this subject with the manufacturers 
present disclosed that, generally speaking, they indi- 
vidually have or are establishing repair and service 
stations in large centers for the purpose of handling 
repairs of appliances of their own manufacture. They 
explained that the establishment of locally owned 
and operated authorized service stations had. in the 
past few years, proved most difficult because of lack 
of adequate trained manpower. 


UNFAIR COMPENSATION INCENTIVES 
FOR DEALERS’ SALESMEN 


The Committee considered briefly the effect on 
sales of compensation incentives offered to dealers 
salesmen for pushing or specializing on a specific 
product or line. Although the industry has had this 
problem before it for many years, it is one which in 
the final analysis relates to the sales policies of each 
manufacturer and is, therefore, a matter not prop- 
erly within the scope of this or any other Committee 
and must be left to manufacturers individually for 
determination. It is the opinion of the Committee, 
however, that the practice of offering compensation 
incentives to dealers’ salesmen may be an unfair prac- 
tice. During this discussion, at the Committee’s own 
session, it was mentioned that this practice may vio- 
late the Robinson-Patman Act and Federal Trade 

‘commission Act or State Legislation in the same 
lassification. 


INFORMATION TAGS 


The Committee was informed that the Major Ap- 
pliances Committee, at its meeting held April 24th 
ind 25th, immediately preceding this meeting, dis- 
‘ussed the desirability of manufacturers affixing to 
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each of their appliances shipped from their factories 
an information tag containing data regarding the 
salient features of the product. The members of this 
Committee were in accord with the views reported 
from the Major Appliances Committee meeting and 
also with their action in voting the recommendation 
of the use of information tags to manufacturers. 

As a result of this discussion : 

IT WAS VOTED that as a means of afding 
retailers to increase the sale of electrical appliances 
to consumers, this Committee recommend that manu- 
facturers affix to each appliance shipped from their 
plants an informative label or “‘information tag” 
which concisely sets forth the salient sales features 
as a protective measure in the interest of the con- 
sumer purchaser and as a means of assisting the 
dealers’ salesmen in doing a more efficient sales job. 

This motion was read to the manufacturers when 
they joined the Committee at the afternoon session. 
The manufacturers indicated interest in the recom- 
mendation of the Committee. During the brief dis- 
cussion which followed, Mr. Ingraham mentioned 
that the Association is actively arranging to provide 
sales training for members’ salesmen as well as their 
dealers’ salesmen and that the use of information 
tags would serve to enhance that sales training effort. 


SALES PROMOTION 

The Committee gave its attention to the general 
subject of advertising and sales promotion from the 
standpoint of local needs as distinct from national 
activities and 

It was voted that because Electric Utilities are 
directly interested in increasing the consumption of 
electrical current, this Committee recommends that 
such utilities give every possible sales promotional 
aid to manufacturers, distributors, and dealers in the 
introduction of any new electrical appliances toward 
the end of increasing the consumption of electrical 
current and of enlarging dealers consumer sales and 
creating greater post-war employment. 


SALES TRAINING FOR 
DISTRIBUTOR AND DEALER 

In considering the sales efforts the post-war period 
will make necessary on the part of all industry, it 
was emphasized that the independent wholesaler and 
the independent local dealer handling electrical ap- 
pliances will have to have available to them sales 
training aids such as are to be found in some of the 
large national industries such as general merchandis- 
ing companies which operate widespread localized 
outlets under one centralized ownership and control. 

The Committee was informed that plans are now 
under way for the Association to fulfill this require- 
ment of electrical wholesalers and their dealer cus- 
tomers by means of a basic sales training course. 
This course, it was explained, is at present in the 
preparatory stage but when it is completed and re- 
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leased to the Industry, would be found to be of 
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great value especially in consideration of the likely 
employment of many people not previously engaged 
directly in sales work. 


DEALERS’ REQUIREMENTS FOR 
TIME PAYMENT FINANCE 


The subject of whether or not a time payment 
finance plan will be needed by dealers was introduced. 
The Committee considered this to be a local problem 
and not one with which this Committee could con- 
structively concern itself. It was reported also that 
the general subject of time payment finance was at 
present being given attention by the Time Payment 
Financing Committee. 


DISPLAY SERVICE FOR DEALERS’ WINDOWS 


The Committee considered the subject as to 
whether or not standardized dealer window displays, 
to be sponsored by distributors, would be helpful and 
if so, how and by whom they should be installed. It 
was pointed out that it was possible in some local 
territories to arrange for professional window display 
and decorative service for dealers’ windows. Such a 
plan, it was suggested, might promote the better dis- 
play of electrical merchandise in dealers’ establish- 
ments and might do so at a reasonable cost. 


This subject was referred to the Store Manage- 
ment and Store Arrangement Committee with the 
suggestion that they consider the possibility of rec- 
ommending some program by which manufacturers 
and/or distributors might provide dealers with regu- 
lar window and store interior display at stated inter- 
vals throughout the year. 





POST-WAR OUTLOOK 


During the session with the manufacturers they 
were asked for their informal opinions as to the 
prospect for the resumption of civilian production 
post-war. Nothing definite could be or was reported 
as to when production would be resumed. The gen 
eral thinking of the manufacturers was that it woul 
perhaps be three to four months after the “go ahead’ 
is given before full scale production actually could 
be started. 


OPA PRICING PROCEDURE 

Managing Diréctor Pyle explained to the meeting 
at the afternoon session with manufacturers how the 
OPA is planning to operate with regard to applica- 
tions from manufacturers for increases in prices. He 
also explained OPA’s current activities wath regard 
to the ‘‘pilot’” (experimental ) survey now being made 
in the electrical appliance distribution field and the 
general industry survey to follow. He stated that in- 
formation on both these surveys has been widely dis 
tributed to the entire membership. 


FUTURE MEETINGS 

As the meeting came to a close, Mr. Pyle inquired 
of those present whether or not they favored holding 
meetings of the Committee at the time of general 
conventions which has been the usual procedure in 
the past or apart from the Convention time as the 
case of this meeting. The members and the manu- 
facturers present divided just about equally on the 
question. 

There being no further business to come before 
the meeting, it adjourned at 4:30 P.M. 


J. 1. BOGDAN, Chairman, 


Small Appliances Committee 
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CT. Kindle, 


CHAIRMAN 


Reports the 


PUBLICITY, SALES PROMOTION AND 
SALES TRAINING COMMITTEE 





The Committee convened at 10:30 A. M. with 
Chairman G. F. Kindley presiding. 

The Committee was informed by Mr. Kindley that 
Managing Director Pyle had written to him to advise 
that, at its meeting on January 24, 1945, the Man- 
agement Committee had expressed high commenda- 
tion of the splendid work done by this Committee 
whose recommendation relative to a sales training 
course, to be sponsored by the Association, was a 
real contribution to the Association and to the entire 
industry. 

Mr. Kindley reviewed briefly the work done by the 
Committee at its last meeting on December 5, 1944. 
(he Chairman referred to the Committee’s sugges- 
tion that members of the Association, in their respec- 
tive localities, make some effort to overcome the im- 
practicalities of so-called “dream advertising” by 
manufacturers directed toward the post-war period. 

he reaction to that suggestion, said Mr. Kindley, 
liad been very favorable in those communities where 
members had concerned themselves with this sugges- 
tion, 

The subject of information tags or informative 
libels, suggested for use by appliance manufacturers, 

as favorably suggested by this Committee, at its 
ieeting on December 5th, 1944. Mr. Kindley also 

ported that active attention to that subject was be- 
lig given by the Major Appliance Committee and the 
~mall Appliance Committee. 

The balance of the meeting was devoted to exhaus- 
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tive consideration and discussion of the detailed re- 
port submitted by the Sub-Committee, composed of 
Messrs. Adolph Ullman, P. D. Karsten and R. C. 
Hill, appointed to study and prepare a sales training 
program for the use of members in connection with 
their own sales organizations, as well as those of 
their retailer customers. The report, as presented to 
the meeting by the Sub-Committee, is included with 
and forms a part of this report. 

Mr. Kindley informed the Committee that he had 
also conferred again with the United States Office 
of Education at Washington for the purpose of in- 
quiring further into possible arrangements for gov- 
ernment assistance in the preparation of sales training 
material and in the conducting of training classes. 
That office, he said, was completely receptive to the 
idea of basic sales training but indicated that no 
Federal Government funds are available for the pub- 
lication of manuals or training guides, except possibly 
as may further be made available through individual 
State allocations. He reported further that so far as 
the promotion of the use of training manuals is con- 
cerned, that is a matter which must be handled by 
industry itself inasmuch as schools, locally, will not 
engage in promotional efforts. The preparation of 
training manuals, he was informed, was not a func- 
tion of regional directors of the Office of Education 
except as such directors may furnish aid in reviewing 
material prepared for consultative assistance during 
preparation. 
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Mr. Kindley requested the Director of the Appli- 
ance Division, Robert C. Hill, to inform the Commit- 
tee as to any other plans of mass education in exist- 
ence. Mr. Hill’s comments were to the effect that 
the American Gas Association has formulated plans 
for sales training and that the Servel Company was 
taking a very outstanding part in sponsoring the plan 
nationally. Also, he said, the National Association of 
Tobacco Distributors had issued a sales training plan, 
developed by a group of distributor sales managers. 
The material, text, and so forth were then pre- 
sented to the industry for use as a program of train- 
ing for each distributor to adopt to his own require- 
ments. The cost of this program is defrayed by a 
charge of $35.00 per trainee taking the training 
course. Reports of the progress of the plan indicate 
that it is effective and satisfactory. Considerable 
publicity has been given to the general plan, part of 
which has been copyrighted by that Association. 

Amplifying Mr. Hill’s comments, Mr. Kindley 
particularly reminded the members of the Committee 
of an article to appear in the May issue of “Electrical 
Merchandising,” entitled ‘“We’re Missing the Boat.” 
This article, descriptive of new collegiate sales train- 
ing courses now being made available, would, in Mr. 
Kindley’s opinion be very helpful reading for electri- 
cal appliance distributors. 

Mr. Kefgen stated that he had discussed the con- 
tents of the Sub-Committee’s report with educational 
directors in Lansing, Michigan. He was unfavorably 
disposed toward development or preparation of sales 
training material by State or Government Depart- 
ments feeling that industry itself was more directly 
concerned with the result and, therefore, should and 
probably could prepare more practical material. 

Mr. Hopkins, on the other hand, felt that the Sub- 
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Committee’s suggestion to arrange with Mr. Earl B. 
Webb, of the Department of Education of Massachu- 
setts, personally, to prepare a basic sales trainin: 
course, was worthy of consideration. He believe: 
that such a course implemented by other materiel 
would provide a program that could be used generally 
throughout the industry, using industry locations for 
classes rather than educational or school facilities 
sponsored and manned by state or local educational 
departments. 


Mr. Hopkins said that practically all of the mate- 
rial upon which any basic sales training course would 
be prepared already has been published by manufac- 
turers or is to be found in text books on basic selling. 
Such material, he believed, could be compiled in a 
bibliography on the general subject of basic sales 
training and used in connection with member’s indi- 
vidual operations as a reference source for the selec- 
tion of material for their own sales training use. 

An important consideration, Mr. Ingraham de- 
clared, is the intensive sales training which will be 
conducted in the post-war period by competitive re- 
tailing outlets in the chain store and other similar 
fields of streamlined, modernized retailing. He 
stressed the importance of the Association’s adopting 
and aggressively following up the use of the best basic 
sales training plan that could be prepared for the 
membership as an aid to them in adequately training 
not only their own sales forces but the retail dealer 
organizations for the keen competition with which 
they will have to contend in the post-war years. 

Any basic sales training course or program of in- 
struction, Mr. Roskin declared, should be simplified 
and be dévoid of expensive frills. Sales Managers and 
top executives should personally devote time and 
effort to teaching, in his opinion, if the greatest good | 
is to be derived from the material that is to be made 
available. 


Mr. Pyle questioned the wisdom of collective in- 
dustry use of basic sales training material. It was his 
belief that the Association should perhaps develop a 
basic sales training course with outside educational 
assistance designed for the use of individual mem- 
bers. It was his view that local collective training of 
salesmen has doubtful value from the standpoint of 
practical results. He expressed the view also that it 
is the Committee’s function to encourage the mem- 
bership to cooperate with manufacturers so as to 
take advantage of plans prepared by manufacturers 
for the training of wholesaler’s salesmen which, he 
pointed out, was highly important and differed con- 
siderably in principle from the training of retailer 
salesmen. 

Wholesaler’s salesmen with such training, Mr. 
Pyle said, would then be competent to teach retailer’s 
salesmen in a practical manner and with better results 
than if such training were conducted by teachers 
from educational institutions. He declared that it was 
a direct responsibility of the distributor to be certain 
that his retailer customers were provided with the 
best in sales training. 


In summing up the discussion to this point, Mr 
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Ullman urged favorable action on the original train- 


REPORT OF SPECIAL SUB-COMMITTEE TO 


B. ing program devised and submitted by his Sub-Com- 
nu. 28 Progr iat y his Sub-Com THE PUBLICITY, SALES PROMOTION 
val mittee. In substantiation of that request he declared AND SALES TRAINING COMMITTEE 
a that the sales training program, prepared in the man- 
iol DT suggested by his Sub-C cansittee, would be ade- OBJECTIVE OF SUB-COMMITTEE 
Ny quately prepared, well presented, as well as well To seater iad are by 
fo adapted to local use especially with promotional help Se Cy ee ee eee, oe 
lor tacit tee dealt which the Association might assist the membership 
ot ‘Vie Cneeelebir: quia’ vo aml alee Gaal dies to bring about better and more efficient retailing 
= recommendations, with which the Sub-Committee’s Orgemcatvon. 
report concludes, as follows: WORK OF COMMITTEE 

aa Rdosmmentation No. 1 changed to read: Committee went to work immediately and did a 
- The ay Pea through the yma or Man- great deal of research work. It investigated and inter- 
a agement Committee, authorize the creation of a viewed five private agencies in the Marketing Coun- 

6: Committee to arrange with a qualified person to write selor and Sales Training fields. Most of these organ- 
Sy such - = eee Aten fore wd son sa ne ee izations had previous experience in handling sales 
di cussed a as us th <tr nen comp 0K ve training programs on a national industry level. One 
made — le to all geographical localities through of the agencies, Trade-Ways, is handling the Carpet 
- N.E.W.A. Industry’s sales training program, as well as the 
, In order to be certain about the arrangements that lumber industrv’s and the American Gas Asso- 
de- § could be made by and with Mr. Webb, Mr. Pyle was ciation’s. Your Chairman also reeeived valuable 
be requested by the Committee to confer with him in guidance and advice from Harry R. Tosdal, Professor 
Te- & that regard. It was suggested also that Mr. Pyle of Sales Management, at Harvard Graduate School 
ilar J} could have the benefit of Mr. Ullman as well as Pro- of Business Administration. In addition to the above 
He fessor Tosdal of the Harvard Graduate School of a thorough investigation was made of the vocational 
ting fj Business Administration, in his conference with training programs and facilities that our Federal and 
asic [} Mr. Webb. State Governments offer. 

the Recommendation No. 2 amended to provide an Attached to this report is an exhaustive report 
ung #§ expense limit of $2500.00 if outside author, other from our National Secretary, of a lengthy interview 
aler J than Mr. Webb, is selected. had with the Chief of the Business Educational Serv- 
hich Recommendation No. 3 changed to read: ice of the United States Office of Education. Mr. 
“The Association take adequate means to promote Karsten and your chairman had many sessions with 
In- & the broadest use ef the sales training program among the Supervisors of Distributive Occupations Educa- 
fied | the membership.” tion in the respective States of Connecticut and Mas- 
and Upon further discussion with regard to the distri- sachusetts, while Mr. Hill kept the Sub-Committee 
and § bution of whatever material is prepared, IT WAS supplied with pertinent information and literature on 
ood § VOTED —the sales training course, and the supple- the subject of Sales Training. 


1ade §& mental material to be prepared for use in its applica- 
tion, be furnished by the Association, on a self- 
-in- § liquidating basis, to any member of the electrical 
;his § industry who may wish them. 
pa The Committee also VOTED—that wide publicity 
onal — be given to this activity, especially in the electrical 
em- —§ Manufacturing field, in order to demonstrate the 
g of — extent to which electrical wholesalers are working 
it of in an effort to increase appliance sales to consumers 
at it § through well trained dealer sales organizations. 


RESULT OF RESEARCH 

Certain definite facts have been revealed ; namely: 

1—The Federal and State governments under the 
George-Dean Act have the facilities to give us the 
kind of sales training program we want with capable 
experienced instructors under proper supervision ot 
a State Department of Education. 

2—The Massachusetts State Supervisor of Dis- 
tributive Education, Mr. Earl B. Webb, is fully 


























1em- A general discussion then ensued on the subject capable and willing to write a training course specific- 
s to — 0! aptitude tests in the hiring of salesmen. This sub- ally for our industry’s needs with the help of an in- 
irers JB ject is new and requires considerable study and re- dustry committee selected by our Association. ; 

, he arch. It was felt that this Committee might under- 3—The entire cost (for clerical and stenographic 


con- — take a study of the methods, forms, and systems now help only) of writing this course would not exceed 


ailer enerally available and in use in the field of aptitude $500.00, while a private «gency asked for a retainer 

ting and at some time in the future, report on its fee of $36,000.00. In other words, a more complete 
Mr. & ndings. and more satisfactory course can be developed 
tao Immediately prior to adjournment, the Committee through the State offices of education at a fraction 


of the cost of that of a private agency. To validate 


sults § “(ted its appreciation to the Sub-Committee for the thee 
and substantiate the above facts your Chairman saw 


‘hers B'¢ devoted to their work and for the excellent re- 


was 8° ts they had achieved. fit to call a conference for one whole day's session for 

rtain Respectfully submitted, the purpose of exploring the possibilities of preparing 

th ' G. F. KINDLEY, Chai and writing a course for Sales Training of the re- 
e o Fe ’ airman 


tailer and his salesmen in the Radio and Appliance 


Publicity, Sales Promotion and Sales 
. Industry. 


Training Committee—N.E.W.A 


Mr 
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CONFERENCE MEMBERS: 

Mr. R. C. Hill, Mr. P. D. Karsten, Mr. A. Ullman, 
Members of Sub-Committee. 

Mr. E. B. Ingraham, Chairman, Appliance Division. 

Mr. W. H. Kaiser, Member, Executive Committee. 

Mr. Jack Scott, Member, N.E.W.A. 

Mr. R. E. Dephoure, Mr. W. Winsor, Executive Mem- 
bers, Northeastern Distributors, Inc. 

Mr. Earl B. Webb, Supervisor in Education, Massa- 
chusetts Dept. of Education. 

Mr. James Dorsey, Supervisor in Education, Connec- 
ticut Dept. of Education. 


SUMMARY OF CONFERENCE 

Following is a summary of the conclusions arrived 
at the Conference held in Boston, January 8, 1945: 

1—A post-war full employment economy will de- 
mand a healthy, strong and efficient distribution set- 
up. A chain is as strong as its weakest link. The 
independent retailer, because of his size, is in no 
position to provide a modern sales training course 
for his salesmen. To provide training programs to 
help the retailer become a most efficient link in the 
distribution set-up would be the most desirable and 
most essential activity that our Appliance Division of 
N.E.W.A. could possibly engage in. 

2—It was evident to all present that Mr. Earl B. 
Webb, Supervisor of Distributive Occupations Edu- 
cation of the Massachusetts State Department of 
Education, is fully capable of preparing such a Sales 
Training course in conjunction with an Industry 
Committee selected by the Association. In fact, 
Mr. Webb urged us to avail ourselves of these facili- 
ties, stating that as tax payers we, as individual 
distributors, are entitled to the same service as the 
agricultural industry. Our only cost would be for 
extra stenographic and clerical help amounting to 
about $300.00 or $400.00. 

3—After the training program is written by the 
State of Massachusetts representative, it would then 
be submitted to the United States Office of Educa- 
tion which would undertake this educational work 
through the various State departments of the Union. 
Regional or State industry committees or Electric 
Leagues could then work with the State supervisors 
and furnish them with such information which would 
make these programs localized. 

4—To derive the maximum benefit from such a 
training course, from a long range viewpoint, it 
should have permanent local set-ups through the 
N.E.W.A. membership and electric leagues, in order 
to promote the need for such training as well as 
develop supplementary courses such as Store Man- 
agement, Sales Compensation, Time Payment, etc. 
(Distributors should promote these courses through 
their tndividual dealer group meetings. For those 
who finish such courses, sales clinics and store man- 
agement clinics could be held with great benefit to 
the efficiency of the local distributive set-ups. 

5—For this training program to succeed, it will be 
necessary that top management become fully familiar 
with it so as to lend its enthusiastic support. Top 
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management must realize that to sell this progran 
to the retailer, it will be necessary to keep at it anc 
sell it everlastingly, just as advertising has to be kep 
up in order to sell merchandise. Distributors’ sales 
men should be urged to attend such courses for thei 
own education as well as for the purpose of generat 
ing enthusiasm among the dealers they call on who 
do not participate. 

The courses will be given by competent teachers to 
small groups of twelve to fifteen people, in question 
and answer sessions after certain fundamental prin- 
ciples have been given and elaborated upon. Each 
student will actively participate in the discussions. 


TRAINING PROGRAM SUGGESTIONS 


Valuable suggestions for the training program were 
given by those present at the conference. These sug- 
gestions will be given in writing to. Mr. Webb when 
he is authorized to write the course. Of utmost 
importance was the emphasis on the suggestion that 
the training should be broken down by functions 
such as: 

1—Specialty selling, 2—Inside and outside selling, 
3—Over the counter traffic appliance selling, 4— 
Products for which there is an existing market and 
those for which a market must be created, ete. 

It was agreed that this training program would not 
in any way detract nor interfere with the various 
manufacturer’s training programs. It would, in fact 
supplement and coordinate all other specific product 
training programs. 

It was the unanimous opinion of the conference 
that the director of the Appliance Division is the 
logical person to see that this training program is 
created and when completed to see that the members 
of the Association avail themselves of it by forming 
local organized groups to work with the State Boards 
of Education. It was suggested that to help develop 
and maintain this training program should be con- 
sidered the first among the duties to be performed 
by the director of the Appliance Division. 

In view of the above your committee recommends : 

1—That the Association through the Executive or 
Management Committee authorize the creation of an 
industry committee to help Mr. Webb, the Massa- 
chusetts State Supervisor of Distributive Education 
write such a training program for the Radio and 
Appliance Industry as discussed above. This pro- 
gram, when completed, to be made available to all 
geographical localities through the representative 
State Offices of Education. 

2—That the Association authorize an expenditure 
of not more than $500.00 for clerical and stenographic 
help, as needed by the Industry committee and 
Mr. Webb. 

3—That the Association designate the director of 
the Appliance Division to be the coordinator for the 
creation and maintenance of this SALES TRAIN- 
ING PROGRAM. 


ADOLPH ULLMAN, Chairman. 


Sub-Committee: 
R. C. Hill; P. K. Karsten; A. Ullman, Chairman. 
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e G. Gillespie 


CHAIRMAN 


Keports the 
STORE MANAGEMENT AND 





STORE ARRANGEMENT COMMITTEE MEETING 








Following Mr. Gillespie’s remarks in opening this 
meeting, the Managing Director, Mr. Chas. G. Pyle, 
xplained to the members present the procedure fol- 
lowed in handling Association Committee meetings 
and Committee activities in the period between meet- 
ings. He referred to the successful series of Commit- 
tee meetings held during the past two months and 
announced that the information and facts developed 
would be found to be very helpful to all members. 

lhe Committee considered the need for developing 
information and data which would assist the Appli- 
ance Retail merchant, with some emphasis on the 
need for counseling with regard to financing and 
accounting. Dealers, the Chairman reported, need 
data with respect to financing their operations. Bank- 
ing interests are leaning toward making local financ- 
ing available for retail operations. 

Mr. Ingraham referred to a Department of Com- 
merce publication “Record Keeping For Small 
Stores,” which he suggested would be helpful to the 
Retail Electrical Dealers. The Chairman indicated 
that his own company retains a Certified Public 
\ccountant to service the company’s dealers includ- 
ing a rendering to them of a financial management 
service. 

Che activity of individuals seeking to enter the 
el-ctrical retailing business is becoming increasingly 
more pronounced and Mr. Shaprow spoke of the need 
ot the electrcal wholesaler to exercise judgment and 
understanding when faced with requests for credit by 
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newly forming dealerships. In his own company’s 
case, he said, much thought has been devoted to that 
subject and a special form to provide helpful credit 
information has been carefully prepared and is being 
used with good results. 

Reference was made also to a book now in prepa- 
ration for the use of servicemen to be entitled— 
“Establishing and Operating a Radio and Appliance 
Shop.” This book, it was explained has been pre- 
pared by the Department of Commerce for the exclu- 
sive use of the Armed Forces through the medium 
of the Armed Forces Institute, Madison, Wisconsin. 
Present plans call for making this book generally 
available at some future date. The book, it was 
explained to the meeting, contains very helpful ma- 
terial for Electrical Dealers and covers both urban 
and farm market operations. Electrical Industry men 
of broad experience contributed a very considerable 
quantity of the material in this book. 

An interesting observation was offered during the 
discussion of the retail merchants problem from the 
Electrical Wholesalers’ viewpoint. It was mentioned 
that there are three indispensables for the indepen- 
dent businessman and they are referred to as the 
three C’s. The C’s represent—Character, Capacity 
and Capital and are important in that order. Charac- 
ter is indispensable to remaining in business ; Capac- 
ity, interpreted as knowledge of running a business 
and a service, is obviously indispensable; Capital, 
equally indispensable is, however, rated in third 
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os .. you bet! But sturdy 
and well constructed too. This 
Johnson Healthaire “Special 12” 
is one of our most popular sell- 
ing items. 

Four reasons for this stand 


out performance are: 


1 HANDY TO STOCK. They are 
individually packed in special 
corrugated containers. 


2 EASY TO SELL. Reasonably 
priced for quick turnover. 


Fealthatcre 


JOHNSON FAN & BLOWER CORP. 


1319 W. Lake Street 
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SIMPLE TO INSTALL. Their 
compact size and construction 
save many hours of labor. 


ECONOMICAL TO OPERATE. 
The “Special 12” is designed to 
move the most air at the least 
cost. It solves any one of a 
dozen or more small ventilat- 
ing problems. 


Tie-up with this fast-selling, 


profit-making item today. 


Order from... 


Chicago 7, Illinois 
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PRESENT: Members of the Committee— 

K, G. Gillespie, Chairman, Jenkins, Wholesale 
Div., Kansas City, Mo. 

R. J. Brown, General Elec. Sup. Corp., Bridgeport, 
Conn. 

Benjamin Gross, Gross Distributors, Inc., New 
York, N. Y. 

C. J. Litscher, Litscher's Wholesale Elec. Sup. 

H. H. Shaprow (Sub. for R. F. Healy), Erskine- 
Healy, Inc., Rochester, N. Y. 

N.E.W.A, Stafi— 

R. W. Austin, Esq., Counsel. 

Alfred Byers, Secretary. 

Robt. C. Hill, Director, Appliance Division. 

Chas. G. Pyle, Managing Director. 

E. B. Ingraham, Chairman, Appliance Division. 

















place although based on the principles of the pre- 
ceding two C’s, It was the consensus of the meeting 
that the designation “the three C’s” very tersely and 
aptly sums up the prime requisite for any business. 

Another important set of retailer problems, con- 
sidered by the Committee, related to the selection of 
salesmen, methods of compensating salesmen, train- 
ing of salesmen, the establishment of sales budgets 
and quotas. These matters, the Committee felt, are 
extremely important to the success of the retail mer- 
chandising of Electrical Appliances. The Electrical 
Wholesaler or Electrical Appliance Distributor can 
be of definite service in these matters and the Com- 
mittee inclined toward the view that the proper han- 
dling of those matters directly affects the distributors 
operations and he should, therefore, in his own inter- 
est, be of every possible assistance to his dealers 
with regard to these matters. 

The problem of training salesmen is one, Mr. 
Pyle reported to the Committee, which will be aided 
considerably upon the completion of the basic sales 
training course the Association will provide through 
the efforts of the Publicity, Sales Promotion and 
Sales Training Committee. That course, he explained, 
will assist very materially in the sales training of elec- 
trical retailers and their salesmen. 

The Committee recommended that members try to 
encourage the dealers to establish sales and expense 
budgets at the beginning of a year as a guide to good 
retail management. 

In the matter of compensating salesmen, the Com- 
mittee did not regard the method of straight commis- 
sion compensation as favorable. In the Committee’s 
opinion, new conditions will be introduced with the 
post-war period and the straight commission method 
0’ compensation will not be sufficient to attract and 
keep good men. Instead, the Committee suggests that 
slesmen be offered bonuses for sales production. 
lt suggested, in that regard, a high bonus rate for 
products difficult to sell and vice versa. The bonus 
feature, it was felt further, should be related to the 
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dealer's profit in a specific appliance. The Committee 
felt, furthermore, that distributors should not con- 
tribute in any way to the salesmen’s compensation. 

Some time was spent by the Committee in consid- 
ering suggestions which might be made relative to 
the Appliance Retail merchants need for moderniza- 
tion of their physical store space and arrangement, 
taking into account space adequacy for Electrical 
Appliances as well as non-electrical lines. The Com- 
mittee came to the following conclusion: 

The Post-war dealers’ stores must be attractive, 
clean and well-laid out. When Dealers are to open 
new stores or change layouts of present stores, it is 
the Committee’s recommendation that they consult 
firms who do store modernizing as a business and 
that such retailer also make use of the splendid plans 
and lay-outs now published by several manufactur- 
ers. It was pointed out that it should be noted that 
such plans do not always show space to be provided 
for receiving and shipping and also for stock. and 
parts storage, all of which is very important and 
certainly should not be overlooked. 

Retailer store modernization should include : 

1. Store fronts and Identification Signs, 2. Floor- 
ing and Floor Covering, 3. Lighting, 4. Interior 
Decorating, 5. Display Fixtures. 

The Committee further suggests that moderniza- 
tion must provide especially for stock storage, for 
office, supply closets, and for a Service Department. 
These latter items, it was mentioned, are overlooked 
often by manufacturers in their suggestions for store 
and display planning. 

Discussion developed the fact that there are Appli- 
ance Distributors who maintain Sales Promotion De- 
partments. In the Committee’s judgment, it would do 
much to further the effectiveness of those Depart- 
ments if they collected the considerable information 
and material now available from numerous sources 
and retain it to be drawn upon for the advice and 
information of their retail dealers when they are again 
in contact with the company’s representatives. It 
was suggested also that the Distributor in that case 
should collect and compile data for his own use on 
such retailer operating suggestions as previously 
mentioned in this report and in addition on the newly 
developed field of aptitude testing for use in the selec- 
tion of employees. 

Appliance Distributors, whether or not they have 
an actual Sales Promotion Department, the Commit- 
tee pointed out, can do the Industry and themselves 
a valuable service by taking seriously the matter of 
counseling their retail dealers. This will be particu- 
larly true with the resuming of civilian appliance pro- 
duction. Competition in the consumer goods field in 
the post-war period will be intense and a great deal 
of it will stem from very careful planning. Compe- 
tent retail management will be of major importance 
under those conditions and the electrical wholesaler 
can contribute substantially, at least by way of facts 
and pertinent information upon which competence in 
management is largely based. 


K. G. GILLESPIE, Chairman 
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ure not over! 


VICTORY 
LOAN! 


There’s plenty of action ahead fo 
fast-thinking industrial leaders ; 
putting over the new Victory Loan 
Your Victory drive is important be 
cause: 


EVERY VICTORY BOND HELPS T( 


Bring our boys back to thé 
America for which they wer 
willing to give their lives! 

Provide the finest of medica 
care for our wounded heroes 


BOOST THE NEW F.D. ROOSEVEL 
MEMORIAL $200 BOND! 

Urge all your employees to by 
this new Franklin Delano Rooseve 
Memorial $200 Bond through yo 
Payroll Savings Plan! At all time 
better than ready cash, Victor 
Bonds are industry's ‘‘Thanks” t 
our returning heroes! 


START YOUR VICTORY DRIVE 
TODAY! 

Every Victory Bond aids in assur 

ing peacetime prosperity for ou 

veterans, our nation, your employ 

ees—and your own industry! 


The Treasury Department acknowledges with appreciation the publication of this message by 


7Taail:}7 ae : od ik 
LOAN THE WHOLESALER’S SALESMAN 
SQ GE 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council 
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The Wholesale Electrical Appliance Distributor 
considers the various types of warranties on appli- 
ances, the servicing of appliances and the ready 
availability of repair parts for appliances to be 
among his most serious problems. Because of the 
lifference of opinion which exists throughout the 
ndustry on these subjects, the Warranties, Service 
ind Repair Parts Committee of the Appliance Divi- 
sion of N.E.W.A. determined to obtain the actual 
facts. 

In the effort to determine just how serious this 
p:oblem might be, and to discover what remedies, if 
y, might suggest themselves, the Warranties, Serv- 

and Repair Parts Committee of the Appliance 
[ vision of the National Electrical Wholesalers As- 
‘ation developed a questionnaire designed to 
tain the actual thought. and experience of the 
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industry. This questionnaire was mailed on No- 
vember 8, 1944, to approximately 800 appliance dis- 
tributors (both members and non-members of the 
Association) throughout the Country. 

312 appliance distributors returned their ques- 
tionnaire supplying the information called for as 
completely as individual experience in each case 
would permit. Returns were received from Dis- 
tributors in every principal trading area in every 
state in the Union (excepting only Idaho, New 
Hampshire, Mississippi and South Dakota), repre- 
senting a very substantial percentage of the total 
industry sales volume and reflecting experience on 
practically all makes of refrigerators, ranges, wash- 
ers, radios, traffic appliances, et cetera. 

On April 12, 1945, the Warranties, Service and 
Repair Parts Committee met (this being only one 
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Production of 
Electromodes 
Doubled for This Season 


- 
The 
All-Electric Unit Heater 
7. 
Nationally Advertised 


in Leading 
Industrial ‘Publications 





| Easily Installed Safe—Economical 


Last year’s deliveries of Electromode Heat- so reliably safe in the heating of U.S 
ers to industry had to be restricted because Submarines. 
of the continued heavy demand by both Capacities of Electromodes range fron 
Army and Navy. Recently, however, it has the small 1.5 KW, for either suspension o 
been possible to divert more of our facilities portable mounting, to the 60 KW de 
to production for general use and Electro- signed for suspension mounting only. The; 
modesarenowavailableingreaterquantities. are simple to install—just like an electrica 
Already, many leading wholesalers are fixture—wherever circuit wires can be ru 
selling Electromode Unit Heaters and addi- Furthermore, there are no piping or pipiny 
tional deliveries will be made as quickly as connections to maintain, and no heat-los 


possible to all who place en route to heaters. Electr 
their orders early. modes are 100% efficien 
Electromode Unit Heat- /£ um *y from every heating stand 
ers have enjoyed increas- point and they assure yo 
ing sales popularity of 100% goodwill with 
because they feature A/l/- every sale plus plenty o 
Electric, safe heating with repeat business. ELEC 
flexibility of application TROMODE CORPORA 
and the exclusive patented TION, Div. of Americas 
Electromode Heating Ele- Foundry Equipment Co. 
ment. This is the same 440 South Byrkit Street 
Element which has proved Mishawaka, Indiana. 






are for suspen- 
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THE HEART 
OF ELECTROMODES 


Electromodes owe their great efficiency, long life, 
freedom from fire or explosion hazard to the 
patented heating element. There is no oxi- 
dation, noexposed glowing wires because 
the resistor is encased in a tubular 
sheath which, inturn, is totally 
embedded in a one-piece, 
finned aluminum 
casting. 


ne. LECTROMODE 9 2e5es 


© mainte- All Electromodes can be con- Electromodes have a wide 
modes— trolled automatically with 
heat. thermostats. 












































application for industrial use. 
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N.Y: 

J. T. Urban, Westinghouse Elec. Sup. Co., New 
York, N. Y. 

C. J. Zamoiski, Jos. M. Zamoiski Co., Baltimore, 
Md. 











of a series of meetings that were held to consider 
this problem) for the purpose of reviewing the final 
returns as disclosed by tabulating these- 312 ques- 
tionnaires. 


On completion of this work and after full discus- 
sion, it was the opinion of this Committee that the 
entire industry should be acquainted with the results 
of the survey, and for that reason the facts as 
tabulated are being released with this report and 
with these comments : 


1. In evaluating the information as developed by 
this survey, it must constantly be borne in mind that 
although only 34% of the reporting distributors in- 
dicated that they serviced 25% or more of the re- 
frigerators they sold—26% reported that they serv- 
iced 25% or more of the refrigerators, washers and 
other major appliances they sold—and 23% re- 
ported that they serviced 25% or more of the traffic 
appliances they sold—those distributors are, without 
exception, located in those primary distributing cen- 
ters throughout the country which account for the 
major portion of our national sales. (Question 1) 


II. With the exception of traffic appliances, more 
distributors expect to assume greater service respon- 
sibilities in the postwar period. (Question 2) 


III. A definite need for the standardization of 
varranties on all major domestic appliances would 
cem to be indicated by a lack of understanding on 

: part of consumers as to just what various war- 

ities provide. This is shown by the number of 

ls made upon distributors for free warranty serv- 
to which the consumer is not entitled in accor- 
ince with the terms or conditions of the various 
nanufacturers’ warranties. The situation reflected 
wre shows up worst of all on electric refrigerators. 
Juestion 3) 


[V. As was to be expected, the manufacturers’ 
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ability to supply repair parts during the war period 
as reported, is far from satisfactory. (Question 4) 


V. It is not expected that “trade-ins” will prove 
a serious problem in the first two postwar years. 
That situation, however, is expected to completely 
reverse itself thereafter. (Question 5) 


VI. The necessity for eliminating consumer con- 
fusion and misunderstanding with reference to va- 
rious warranties is again clearly indicated in dis- 
tributors’ answers to question 6. (Question 6) 


VII. A great majority of reporting distributors 
maintain records on major appliances indicating date 
of sale, etc., to insure proper handling of warranty 
service. The reverse is true on traffic appliances. 
(Question 7) 


VIII. Installation and repair instructions as is- 
sued by manufacturers have proven generally satis- 
factory. (Question 8) 


IX. It is noted here that distributors were prac- 
tically unanimous in reporting the 90-day standard 
warranty on radios as acceptable and satisfactory to 
the public. (Question 9) 


X. Answers to question 10 indicate that as we 
shift from distributors who service a minor portion 
of those products they sell, which are equipped with 
hermetically sealed units (bearing a one-year war- 
ranty and four-year protection plan), to those who 
service the major portion of their sales of such 
equipment, there is some desire for a shorter over- 
all warranty period on such equipment. This trend 
is further borne out by the answers to question 11. 


It was the consensus of the Committee that the 
one-year warranty and four-year protection plan 
has outlived its usefulness. This protection plan 
was introduced with the hermetically sealed unit in 
electric refrigerators. By the outbreak of the war, 
practically all refrigerator units were of the her- 
metically sealed type. That being the case, the Com- 
mittee feels that the one-year warranty and four- 
year protection plan is no longer required. 


In this connection it is interesting to note that the 
National Retail Furniture Association, about 18 
months ago, conducted a personal contact survev 
covering about 200 furniture stores in 27 states and 
that the results of this survey, which were published 
in the February, 1944, issue of the “National Fur- 
niture Review,” showed over 60% of the dealers 
interviewed as favoring a one-year guarantee on 
refrigerators for the postwar period. 


The Committee believes that the confusion and 
misunderstanding of the past will manifest itself 
again in the future and will be present just so long 
as consumers are confronted with the various types 
of warranty as they existed in the past. 
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The Committee further -believes that a sincere 
,efiort towards a standardg Warranty on all major 
domestic appliances would>élarify the situation: im- 
mediately and would, over 4 period of time, prove 
a benefit to consumer, dealer, distributor and manu- 
facturer dlike. 

It was the consensus of the Committee that the 
consumer should be educated to a better understand- 
ing ef the warranties and guarantees offered by 
manufacturers covering major appliances, and that 
part of the burden of education falls on the whole- 
saler. 

REPORT OF NATIONAL SURVEY OF APPLIANCE DISTRIBUTORS 
CONDUCTED BY. THE WARRANTIES, SERVICE AND REPAIR 


PARTS COMMITTEE OF THE NATIONAL ELECTRICAL 
WHOLESALERS ASSOCIATION 


MR. PETER SAMPSON, Chairman 


1. What proportion of your PRE-WAR sales were serviced by 
your own organization? 
(a) Refrigerators— 
207 returns reported servicing 25% 
38 returns reported servicing....... 50% 
67 returns reported servicing Txt 100%, 
(b) Ranges, Washers and other Major Appliances— 
232 returns reported servicing....... to 25% 
34 returns reported servicing. to 50% 
46 returns reported servicing....... to 100% 
(c) Traffic or Table Appliances— 
241 returns reported servicing....... 25% 
34 returns reported servicing....... 50% 
37 returns reported servicing é.. 100% 


. What proportion of your POST-WAR sales do you expect to 
service (please estimate) through your own organization? 
(a) Refrigerators— 

200 returns reported servicing . Oe te. 26% 

46 returns reported servicing 25% 50% 

66 returns reported servicing 50% to 100% 
(b) Ranges, Washers and Major Appliances— 

214 returns reported servicing . Oe 25%, 

42 returns_seported servicing 50% 

56 retufns reported’ servicing 50%, 100% 
(c) Traffic or Table Appliances— 

248 returns reported servicing . CO 25% 

23 returns reported servicing m 7 50% 

41 returns reported servicing 50% 100%, 


What percentage of your requests for PRE-WAR warranty 

(free) service resulted from complaints NOT directly trace- 

able to:defective workmanship or parts as provided for in the 

manufacturers’ warranties? 

(a) Traffic or Table Appliances. (b) Electric Refrigerators. 

(c) Washing Machines. (d) lroners. (e) Electric Ranges. 

(f) Radio Receivers. (g) Electric Water Heaters. 

(2)—283 returns reported 25% or under on Traffic or Table 
Appliances. 

(b)—249 returns reported 25°, or under on Electric Refrig- 
erators. : 
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(c)—263 returns reported 25°, or under on Washing Ma- 
“chines. 
(d)—268 returns reported 25°/, or under on lroners. 
(e)—+272 returns reported 25%, or under on Electric Ranges. 
(#)—263 returns reported 25%, or under on Radio Receivers. 
(g)—292 returns reported 25% or under on Electric Water 
Heaters. 


(Refer to Exhibit A) 


RETURNS FROM 
DISTRIBUTORS 
RENDERING: 

ALL 25-50% 50-100% 
RETURNS Service Service 


. Are you now able to procure 


readily the units and repair 

parts for all makes of appli- 

ances needed by your dealers 

to rehabilitate traded-in ap- 

pliances? ’ Yes49% Yes 47%, 
No 51% No 53% 


. Do you expect that "trade- 


ins" will be a serious problem 

during: ‘ 

(a) The first:2 post-war years Yes 20% Yes 27% 
No 80% No 73% 

(b) The next 3 post-war years Yes 82% Yes 76% 
No 18% No 24% 


. From your experience in the 


servicing of your Appliance 
Sales, would you say that the 
consumer had a clear under- 
standing of all that he was 
entitled to under the terms 
of various warranties on vari- 
ous products? 
Radio Receivers—90 day war- 
ranty . .... Yes49% Yes50% Yes 50% 
No 51% No 50% No 50% 
Traffic Appliances — | year 
warranty ..Yes58% Yes70% Yes 75% 
No 42% No 30% No 25% 
Ranges, Washers and other 
Major Appliances—! year 
warranty ... Yes67% Yes70% Yes 66% 
No 33% No 30% No 34% 
Refrigerators — | year war- 
ranty and 4 year protection 
plan . .. Yes34% Yes27% Yes37% 
No 66% No 73% No 63% 


. In your PRE-WAR servicing operation, how did you determine 


whether the particular appliance you were called upon to 
service under the manufacturer's warranty had not "outlived" 
its warranty period? 








an ...an easy, quick, safe 
way of handling heavy reels that dis- 
pense rope, wire, cable, etc. The Whole- 
saler who seJis ROLL-A-REEL as well 
as the ultimate user can save valuable 
time and money by employing it. Illus- 
tration to right shows (1) The Roller 
Lock, a simple, positive lock on the front 
roller which insures easy loading and un- 
loading of reel without the use of jacks 
or other troublesome methods and (2) 
Ball Bearing Rollers with hex ends lock 
in the slots in the channels and 

insure the reel rolling on the Style B 
ball bearing rollers smoothly rei wien in. 


and without friction. ROLL-A- ibs: supports ‘two 


24 in. reels or 


REEL is a useful, handy tool singie reels as 


wide as 48 in. 


that sells on sight. Send for [ist orice $75. 


- ’ 4 single reel only. 
wholesaler’s discount. Liat orion 989 5, 


ROLL-A- 


327 WEST FOURTH STREET CINCINNATI 2, OHIO 
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Took Customers’ 





€ 

: Kept Record Word 

= RETURNS FROM RETURN FROM 
j DISTRIBUTORS DISTRIBUTORS 
r RENDERING: ‘ RENDERING: 

: 25- 50- 25-  50- 






“All 50% 100% All 50% 100% 
Re- Ser- Ser- Re- Ser- Ser- 
turns vice vice turns vice vice 


Radio Receivers.... 59% 57% 64% 41% 43% 36% 

. Traffic Appliances... 29% 27% 30% 71% 73% 70% 
Ranges, Washers and 
other Major Appli- 

ai cawtewnds oy. 62 1% 1% RK 

Refrigerators ...... 96% 100% 99% 4% .... 1% 


























. From a service department viewpoint do you find installation 

and repair instructions issued by manufacturers to be ade- 

quate and easily understood? 

RETURNS FROM DISTRIBUTORS 
RENDERING: 








All Returns 25-50% Service 50-100%, Service 
Yes 80% Yes 73% Yes 76%, 
No 20% No 27% No 24% 







9. Do you find that the 90-day warranty on Radio is generally 
accepted as satisfactory by the public? 
RETURNS FROM DISTRIBUTORS 





RENDERING: 
All Returns 25-50% Service 50-100% Service 
Yes 84% Yes 91% Yes 85% 
No 16% No 9% No 15% 











10. Based on your experience, and in the mutual interest of the 
consumer customer and the industry itself as well as the need 
to maintain quality and good performance of major appli- 
ances operated with hermetically sealed units, such as re- 
frigerators, water coolers and air conditioners for example, 
which of the following servicing plans, in your opinion is 
most advantageous? 

RETURNS FROM 
DISTRIBUTORS 
RENDERING: 
All 25-50% 50-100%, 
Returns Service Service 
42%, 50%, 40%, Selected (a) the present |-year 
warranty and 4 year protec- 


















tion plan 
— 00.6% ee haces Selected (b) a 4-year plan 
00.2%, wen ae Selected (c) a 3-year plan 





ty 2 eT Selected (d) a 2-year plan 
RETURNS FROM 
DISTRIBUTORS 
RENDERING: 
All 25-50% 50-100% 
Returns Service Service 
29% 30% 379, Selected (e) a I-year plan 
00.6%, nee Selected (f) a free service pe- 
riod of 6 months 
12% 10% 19%, Selected (g) a free service pe- 
riod of 90 days 
15% 08%, res Various combinations of above 
or did not indicate 


(Refer to Exhibit B) 
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11. Do you believe that a 90-day overall warranty would be gen- 
erally acceptable to the public on: 
RETURNS FROM 
DISTRIBUTORS 
RENDERING: 
25-50% 50-100%, 
All Returns Service Service 
A. All Major Appliances Yes30% Yes30% Yes 42%, 
No 70% No 70% No 58% 
B. All Traffic or Table Appli- 
ances .... soceeencek VOOGE, Tati, Fat. 
No 39% No 40% No 22%, 


EXHIBIT “A” 


(Questionnaire Item 3) 


What percentage of your requests for PRE-WAR warranty (free) 
service resulted from complaints NOT directly traceable to de- 
fective workmanship or parts as provided for in the manufac- 
turers’ warranties? 


Distributors Distributors 


Reporting Reporting 

Product 25° or More Up to 25%, 
Traffic or Table Appliances........... 29 283 
Electric Refrigerators ................ 63 249 
Washing Machines .. 49 263 
lroners - .. 44 268 
Electric Ranges ae 272 
Radio Receivers ' Ss ae 263 
Electric Water Heaters , ok pe 292 


EXHIBIT “’B’’ 


(Questionnaire Item 10) 


Based on your experience and in the mutual interest of the 
consumer customer and the industry itself as well as the need to 
maintain quality and good performance of major appliances 
operated with hermetically sealed unit, such as refrigerators, 
water coolers and air conditioners, for example, which of the 
following servicing plans, in your opinion, is most advan- 
tageous? 
Returns from Distrib- 
utors Who Service 
25 to 50%, 50 tol00% 
ofthe of the 


appli- = appli- 
ances ances 
All they they 
Returns __ sell sell 


42%, 50%, 40%, Chose the present I-year war- 
ranty and 4-year protection 


plan. 
006%, al ee Chose a 4-year plan. 
002°, O1% Chose a 3-year plan. 


006%, 02%, 01% Chose a 2-year plan. 
29%, 30% 37% Chose a I-year plan. 


006%, 02%, Chose a 6-months free service 
period. 

12% 10% 19%, Chose a 90 days’ free service 
period. 

15% .08°%/, Si Chose various combinations of 


above or did not indicate. 


145 








Whatever the FLUORESCENT light source, there is a 
SOLA TRANSFORMER or BALLAST to meet every requirement 


Selection of the proper light source for particular appli- 
cations of fluorescent lighting is no longer a simple 
assignment. Lighting research and development have 
produced a wider choice, each possessing its own quali- 


fications and requirements. 


But regardless of the light source selected there is a 
SoLa Fluorescent Ballast or Transformer that has been 
engineered specifically for the requirements of each type 


of fluorescent lighting. 


Many of these fluorescent lamp auxiliaries have been 
designed around the new Sora Constant Voltage prin- 
ciple. This patented circuit provides regulation to the 
lamp that was never before possible. With this new 
added feature, lumen output of lamps can be main- 
tained at calculated levels regardless of fluctuations 
that are constantly occurring in the primary voltage 
supply. This maintenance of lumen output represents 
a definite saving to the user and positive insurance to 
the lighting engineer of constant footcandles on the 


working surface. 





PERCENT LIGHT @UTPUT 














Whatever your lighting requirements, consult Soa 
engineers—they have the answer to the many fluores- 
cent lighting problems that are daily confronting the 


lighting engineer. 


J. 
' 
Sota fluorescent Lighting Transformers incorporating the Constant 


Voltage principle are covered by United States Patents Nos. 2,143,745 
— 2,212,198 —2,346,621. 





4 | COLD CATHODE Bulletin 4CC-104 
Important Bulletins ) COLD CATHODE Bulletin 4CC-107 


available on FLUORESCENT Bulletin 4 FL-108 
request | FLUORESCENT Bulletin 4 FL-110 








Transformers for: Constant Voltage » Cold Cathode Lighting » Mercury Lamps Series Lighting + Fluorescent Lighting * X-Ray Equipment + Luminous Tube Sig! 


Oil Burner Ignition « Radio + Power + Controls « 
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Signal Systems + etc. SOLA ELECTRIC COMPANY, 2525 Clybourn Avenue, Chicago 14, Illinol 
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75 YEARS 1870-1945 


Diamond Expansion Bolt Co., Inc.—The business of the 
Diamond Expansion Bolt Co. and its predecessors was started 
at 105 Chambers St., New York, in 1870. In its early days, the 
business was operated under the name of the Henry B. New- 
hall Co., with Henry B. Newhall, president and Charles L. 
Phipps vice president and treasurer. This company operated 
as jobbers of hardware and carried a large stock of bolts, 
screws and wagon-hardware. In 1895 the business moved to 26 
Cortland St., N. Y. C., where it remained until 1903. It was 
after the establishment had moved to 9-15 Murray St., that the 
Diamond Expansion Bolt Co. was incorporated. 

In 1907 the company built its present plant at Garwood, N. J., 
and Henry W. Pleister was appointed general manager. Later 
in 1909, Henry B. Newhall, Jr., was elevated to the position of 
vice president and at the death of his father in 1918, he was 
elected president and remained president until his death in 
1933. Mr. Pleister was then elected president, which position 
he holds today. 


65 YEARS 1880-1945 


The Arrow-Hart & Hegeman Electric Co.—The history of 
the Arrow-Hart & Hegeman Electric Co. began when Charles 
G. Perkins started in the switch business in 1880 and developed 
the Perkins electric switch. This early venture, however, was 
not continuously pursued because of other interests and it was 
not until 1905 that Mr. Perkins entered into the manufacturing 
field a second time. In 1908 Edward R. Grier joined the 
organization and incorporated it as the Arrow Electric Com- 
pany. 

The Hart & Hegeman Manufacturing Co., which later took 
over the above mentioned company, was started in Kansas 
City, Missouri, in 1890, by Gerald W. Hart and George S. 
Hegeman. In 1891, the company moved to Hartford to be 
nearer the source of supply for materials and labor. Following 
the death of Mr. Hegeman in 1897, Mr. Hart severed his con- 
nection with the company, being succeeded by Alfred H. Pease, 
who was its president until his death in 1913. Shiras Morris 
was then elected president, which position he retained until his 
death in 1927. Samuel P. Williams then became president and 
it was shortly afterwards that the merger of the Hart & 
Hegeman Mfg. Co. with the Arrow Electric Co. took place, 
forming the Arrow-Hart & Hegeman Electric Co. John R. 
Cook was elected president in 1941 and E. Bosworth Grier, son 
of Edward R. Grier, was elected secretary of the company 
in 1930, which position he now helds. 

Both units of this company pioneered in originating and 
developing electrical controls and wiring devices. 


ries Manufacturing Co.—In 1880 Robert Faries oper- 
ted a small machine shop on the site of one of the buildings 
i the present factory in Decatur, Illinois. Mr. Faries helped 
icvelop the original adjustable brackets for electric lighting 
ich has been one of the company’s leading products for 
neny years. With Mr. Faries inventive genius as the source 
* new Product , ideas, the business grew and in 1894 was 
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incorporated as the Faries Mfg. Co. This company has con- 
tinued to grow and expand, having developed many new prod- 
ucts in the electric lighting field, and improvements on the 
original ones. W. J. Grady, who has been connected with the 
company for many years, is its president. 


55 YEARS 1890-1945 


The Emerson Electric Mfg. Co.—Two brothers, A. W. 
and C. P. Meston, and Federal District Judge J. W. Emerson 
founded the Emerson Electric Mfg. Co. on September 24, 1890, 
at 9th and Olive Streets, St. Louis, Mo. During its fifty-five 
years in business, the company has helped develop many im- 
provements in electric motor design and today Emerson 
Electric is known in the electrical industry as one of the 
leading manufacturers of electric motors and electric fans. 

Although the three original founders are no longer with the 
company, many of the employees who joined the company in 
its early years are still active in the production and manage- 
ment functions of the business. J. Wright joined the company 
in 1908 and is today general manager of the electrical divi- 
sion. W. R. Fraser joined in 1909 and is now manager of 
motor sales. J. A. Drily, who has been with the company 
for over thirty years, is operating vice president. R. E. Otto 
general manager, also joined the company over thirty years 
ago. O. C. Schmitt, who has been with the company since 
1910, is president. 


Paranite Wire and Cable Corp.—More than half a century 
ago, the firm now known as Paranite Wire and Cable, Division 
of Essex Wire Corp., was founded in Jonesboro, Indiana. The 
extensive factory was originally built in 1890 for the produc- 
tion of rubber specialty goods. However, James H. Seiberling, 
the founder, being a man of vision, sensed the coming need for 
insulated wires and cables, and changed manufacturing plans 
to include these items. The company at this time was called 
the Indiana Rubber and Insulated Wire Co. 

In 1891, production (mostly office and telephone wires) was 
started on one single-strip insulating machine. This was fol- 
lowed by production of bicycle tires in 1893, mechanical rubber 
goods in 1895, and automobile tires in 1898. About 1910, sev- 
eral 20-wire machines were installed, and production of build- 
ing wire was greatly increased. The demand for building wire 
grew so rapidly that in 1920, the management discontinued 
the manufacturing of automobile tires in favor of electrical 
wires and cables. 

On May 1, 1932, the entire firm was purchased by the Essex 
Wire Corp. and it was at this time that the company was given 
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the name Paranite Wire & Cable Corp. by its organizers: 
\. E. Holton, J. G. Searls, and R. G. Schoel.» Today Mr. 
Holton is president and W. J. Shea is vice president. 


Pass & Seymour, Inc.—A partnership was formed betien 
Albert P. Seymour and James Pass in 1890, known as” Pass 
This partnership developed porcelaéiae tubes and 
cleats for electrical insulation which at that 4 replaced 
wooden insulators originally developed for such purposes. 


& Seymour. 


Albert P. Seymour, at the time of forming the partnership, 
was superintendent of the infant local lighting commpany, and 
Mr. Pass was superintendent of the Onondaga Pottefy Co. 
The original plant was on the towpath of the old Erie Canal 
and in 1900, when more room was needed, the factory moved 
to its present location in Syracuse, N. Y. In 1901 the part- 
rership was incorporated as Pass & Seymour, Inc. »’By 1910 
he company concentrated almost entirely in the field of low 
tension wiring devices such as are used in household, com- 
mercial and industrial wiring, as well as in electric table 
lamps, floor lamps, floodlights, electrical signs, eté. 

Today the name Pass & Seymour is recognized in the elec- 
rical field as one of the leading producers of various types 


if lampholders for signs, lamps and ceiling electrical fixtures, 


interchangeable wiring devices, and many other commonty 
ised wiring devices. 

B. E. Salisbury, who was associated with James Pass in 
he earliest development of the company, is now chairman of 
he board; Richard H. Pass, son of one of the founders, is 
resident; James Pass, also a son of the original fourider, is 
associated with the company and is engaged in the research 
and development of ceramic products. 


50 YEARS 1895-1945:. 


he Kirlin Co.—The company, was opaniaed originally 
in 1895 at Minneapolis by Otis M) Kirlin and W. I. Gray and 
it was not until 1934 that the Kirlin Co. moved to Detroit, 
Michigan, its present location. Durjngf the fifty. year period 
in business, three generations of the Kirlin family have been 
activein the operations of the Kirlin Co.—Otis M. Kirlin, 


father; Ivan Kirlin, son; and Jack Kirlin, grandson whe is 


at present a Lieutenant (j.g.) in the Navy. 


Since Pearl Harbor, most of the manufacturing was trans- . 


ferred to aircraft supercharger parts but now that restrictions 
ave been removed on the manufacture of lighting equipment, 
he company again intends to produce lighting equipment, as 
Well as precigion engine ‘parts. 7 


- 4 ‘ . 
i f. Pars 
\ ts 


tueger & Hudepohl—The history of the company >egan 
in 1895 when the Gerding brothers, Herbert Gerding atid Ed 


Ward Gerding, started in business at +5 East Third Street : 


Cinc‘nnati, manufacturing metal specialties. The present pro- 
@rietors, Krueger and Hudepohl, brought out the firm of Gerd- 
ing Brothers in 1926 and it was not until 1936 that the com- 
any began the manufacture of solderless tggminal lugs and 
onnectors. Since the name of Gerding Lrathrers was un- 
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known to the electrical industry, the company used the names 
of the partners, Krueger and Hudepohl, as the name of the 
company. However, the company still manufactures metal 
specialties under the name of Gerding Brothers. 


45 YEARS 1900-1945 


The Burnley Battery & Mfg. Co.—William Burnley, the 
founder of the company, not only pioneered in the development 
of the Burnley soldering paste but also was interested in the 


* manufacture of dry cell batteries which accounts for the firm 


name, Burnley Battery & Mfg. Co. Mr. Burnley started in 
business in 1900 at Painesville, Ohio, and four years Jater 
took into the business as partner, his son-in-law, F. B. Heath, 
who assumed full charge and supervision of manufacturing 
the Burnley soldering paste. In 1907 the company was or- 
ganized and incorporated in the State of Ohio and in the 
same year the business was moved to North East Pennsylvania, 
its present location. 

Mr. Burnley died in 1913. The present officers are John 
G. Kline, president; J. F. Heath, treasurer; and F. B. Heath, 
secretary and manager. 


Clifton Conduit Co.—One of the oldest conduit compa- 
nies in existence today, devoted entirely tqeghe manufacture 
of electrical conduit, is the Clifton Condit $Co. of Jersey 
City, N. J. -This company wag griginally located at Jamaica 
Plains: Béston, Mass., with a plant at Clifton, just outside 
of ‘Buffalo—hence the name “Clifton.” In November 1925, 
the present management bought from the Clifton Mfg. Co., 
the entire stock, goodwill and factory site of the electrical 
conduit and continued the business under the name, Clifton 
Conduit Co. In enlarging its activities, the corfipany brought 
out a line of electrical metallic tubing as well as armored 
cable, non-metallic sheathed cable, code wire Bnd a number 


of special cable~items. 


McGraw. Electric Co.—The history of*the company dates 
back to 1900 when Max McGraw, founder and president, 
statted in the electrical contracting busines at Sioux City, 
Iowa, using as his slogan “The Law of McGraw is Quality.” 

With this slogan as an inspiration toward increased efforts 
on the part of the company’s personnel, the McGraw Electric 
Co. expanded and developed over the years until the electrical® 


. jobbing business.in Sioux City, Omaha, and St. Louis, replaced 


the electrical contracting business as the major activity. But 
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Victory did not end the paper 
shortage. Need for waste paper 
is as great as ever. 

Why? Because supplies must 
still be shipped in paper to our 
occupation forces and liberated 
countries. For the Pacific area 
these take double and triple 
wrapping to withstand long sea 
voyages and tropical climates. 

Meanwhile, demand for do- 
mestic packaging paper comes 
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dustries. Jobs and shipments of 
new goods depend on paper, the 
essential protection of almost 
everything made in our factories. 
»That’s why you should desig- 
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McGraw Electric was again to make a change in business 
activities for in 1929 the remaining interest in the jobbing 
houses and the public utility business were disposed of and, 
subsequent to that date, the business has been entirely that 
of manufacture and sale of electrical appliances, devices and 
equipment by separate divisions of the company with plants 
in Chicago, Elgin, and St. Louis. 


The Wiremold Co.—The history of the Wiremold Co. 
dates back to the time when D. Hayes Murphy became asso- 
ciated with the Richmondt Electric Wire Conduit Co. in 1900. 
Nineteen years later the metal raceway and non-metallic tubing 
business was moved from Pittsburgh, Pa., to Hartford, Conn., 
and the Wiremold Co. was organized. 

Improvement in product and method of manufacture and 
distribution have been the constant aim of the management 
so that today the company offers an extensive line of surface 
metal-raceways and fittings, auto cable housing, and loom, and 
is now represented with branches in most principal cities. 

D. Hayes Murphy, the founder, is president of the firm and 
his sons, John Davis Murphy and Robert H. Murphy, are 
vice president and general manager, and assistant treasurer 
and factory manager, respectively. 


40 YEARS 1905-1945 


Enameled Metals Co.—The founders, A. P. Howard and 
John S. Patterson, incorporated the company as a Pennsyl- 
vania corporation in 1905 at 61 Bridge Street, Etna, Pa. 
Along around 1910 Enameled Metals founded the Pittsburgh 
Can Co. and operated this company until 1936 when it was 
sold to the National Can Co. 

In Youngstown, Ohio, in 1914, the plant of the National 
Enameling & Mfg. Co., makers of iron conduit, was destroyed 
by fire. The following year, John S. Patterson purchased the 
assets of that company, established a new factory at Etna, Pa., 
and set up sales offices in Pittsburgh. This arrangement con- 
tinued until 1936 when the offices were consolidated with the 
plant at Etna. 

Throughout its existence, the company has maintained a 
rigid and constructive sales policy, cooperated actively with 
contractors, and worked closely with the wholesalers and 
their salesmen. 

Although the original founders are no longer living, Peter 
McIlroy who joined the company early in its existence hes 
heen vice president and general manager for over twenty-five 
vears. Other executive officers are: L. R. Quinn, vice 
president; and Carleton C. Howard, a son of one of the 
‘ounders, secretary and assistant treasurer. 


‘he P. A. Geier Co.—P. A. Geier organized the company 
1 1905 at Cleveland, Ohio, as a general machine shop, making 
ols and dies. In 1908 the company began the manufacture 
f appliances and developed and produced the “Royal” elec- 
‘ic cleaner in 1911. 


Mr. Geier continued as general manager of the business 
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until 1917 when he became president. F. J. Gottron joined 
the organization in 1906, as secretary, becoming general man- 
ager in 1917. P. A. Geier later became chairman of the board 
and F. J. Gottron succeeded him as president of the company 
in 1927. In 1935, A. H. Zirke, who joined the organization 
in 1913, became president and has continued as chief execu- 
tive officer of the company since that time. 

Following the death of P. A. Geier in 1942, Dr. William 
D. Gordon of Philadelphia became chairman of the board 
and treasurer. Mr. Zirke continues as president of the com- 
pany, Mr. Gottron as executive vice president, and Philip H 
Geier, son of the founder of the business, is vice president 
in charge of production. 


National Electric Products Corp.—The company was 
founded in 1905 as the National Metal Molding Co. at Pitts- 
burgh, Pennsylvania by W. C. Robinson, Sr., C. E. Corrigan 
and H. H. Robinson. 

With general offices located in Pittsburgh the company also 
maintains twenty-six branch offices and ten warehouses in 
major distributing centers of the United States. The com- 
pany’s mills, located at Ambridge, Pa., cover seventeen acres 
which include conduit and sherardizing plants, enameling 
departments, rolling and galvanizing equipment, armored cable 
mill, pressed steel plant, rubber, braiding, and wire depart- 
ments, assembly rooms, and many other shops and depart- 
ments. 

The founder of the company, W. C. Robinson, is president : 
I. A. Bennett, who has represented the company as sales agent 
since 1905, has been vice president in charge of sales since 
1926. R. C. Bennett, son of I. A. Bennett, is president: of 
the I. A. Bennett & Co., who are sales agents for National 
Electric Products. H. H. Robinson, a brother of W. C. 
Robinson, is treasurer of the company, and A. L. Robinson 
and W. C. Robinson, Jr., sons of W. C. Robinson, are vice 
presidents. H. J. Newton, associated with the company since 
1912, now is sales manager of National Electric Products 
Corp. 


35 YEARS 1910-1945 


The Black & Decker Mfg. Co.—Back in 1910, S. Duncan 
Black and Alonzo G. Decker were youngsters in their twen- 
ties. They had been working for a firm making electrical and 
mechanical equipment, when they decided to go into busifiess 
for themselves. They started on a shoestring, but with a 
vision—the vision that some day electrically powered hand- 
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slippery. For a firm, sure grip, just wrap a few turns 
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on many other jobs. 


SERVING THROUGH SCIENCE 
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tools would speed production and maintenance work. 

In rented warehouse space on South Calvert Street, Balti- 
more, with an “operating force” of six or seven machinists, 
they worked out many new ideas for using electricity in in- 
dustry. During the first World War they did considerable 
business for the Government and also developed their first 
portable electric tool—a %-inch drill. 

Gradually the business grew; modest profits were put right 
back into the business as “seed money’—more electric tools 
were developed and by 1917 the Baltimore warehouse was too 
small for this successful young company. Land was purchased 
nearby in Towson and a frame building 60 by 200 feet was 
erected. 

The same two men who founded the company, S. Duncan 
Black and Alonzo G. Decker, are still president and vice- 
president and general manager respectively. Robert D. Black, 
brother of S. Duncan Black, is vice-president in charge of 
sales and Alonzo G. Decker, Jr. is vice-president in charge 
of manufacturing. 


Burgess Battery Co.—Thirty-five years ago, small bat- 
teries for portable lights (flashlights) were considered by 
many to be a wild dream, as they were at that time sold 
largely as a novelty item. But Dr. Charles F. Burgess, a 
professor of chemical engineering and applied electrochem- 
istry, who was always intensely interested in dry batteries, had 
the vision to foresee their future usefulness. He organized 
the C. F. Burgess Laboratories in 1910 and started making 
small batteries by hand methods in quantities of 100 to 200 
a day. 

In 1917 that portion of the business of the C. F. Burgess 
Laboratories having to do with battery development, manu- 
facture, and sales, was incorporated as the Burgess Battery 
Company. 

Through the years, Burgess has pioneered many improve- 
ments in dry battery engineering and construction, ever mind- 
ful of its original purpose to advance the quality and useful- 
ness of dry batteries. 


Van Cleef Bros.—With the aid of an extremely small 
amount of capital, this business was established in 1910 under 
the name of Van Cleef Bros. at first with three active members 
of the family in it, namely—Noah, Maxime and Paul, the 
entry of Felix following some two and one-half years later. 
At the start, the company specialized in the manufacture of 
rubber cements, catering largely to the shoe factory trade 
and later devoted much of its time and effort to producing 
rubber cements put up in tubes, bottles and cans for use by 
the bicycle and automobile trades. Not long after that the 
manufacture of electrical and friction tapes was undertaken. 
Later on as the business grew, more departments were added 
which included the molding of mechanical rubber goods suit- 
ab'e for use in many kinds of business. 

‘hough the company occupied just a small amount of 
Sspece at the corner of 77th and Woodlawn in Chicago when 
it began operations, it has since grown to the point where 
it rot alone uses the entire block between 77th and 78th Streets 
on Woodlawn, but has quite a large establishment containing 
off se, laboratory, and certain manufacturing activities south 
of the corner of 78th Street. 
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30 YEARS 1915-1945 


Auth Electrical Specialty Co., Inc.—The founder of 
the company, Charles Auth, Sr., had extensive experience in 
the field before he started his own business. Originally he 
joined the De Veau Telephone Co. in 1892 as a junior partner 
in charge of design and production, and in recognition of 
his inventive genius, many of that telephone company’s prod- 
ucts, bore the Auth trademark. Following the then popular 
course of events, Mr. Auth started in business for himself 
in 1915 and formed the Auth Electrical Specialty Co. During 
the ensuing years Mr. Auth continued to design and produce 
numerous new items in the electrical signaling device field. 

In 1926 Charles G. Auth, Jr. joined the firm as secretary, 
in charge of engineering; and in 1930 E. Norman Auth took 
charge of sales and advertising. At the death of Charles 
Auth, Sr. in May 1941, the presidency of the company was 
taken over by Charles G. Auth; and E. Norman Auth 
became secretary. 

Through the years the company has progressed steadily, 
making an extensive line of electrical signaling devices and 
allied products, and at the present time employs over 200 
factory workers. 


Jefferson Electric Co.—The company was organized in 
Chicago in 1915 at 846 W. Harrison Street by Messrs. J. A. 
Bennan and J. C. Daley to manufacture transformers. It was 
not long before the original quarters were outgrown, and 
additional space was acquired at 430 S. Green Street. Soon 
these newer quarters proved inadequate, and a complete four- 
story building with basement was taken over at 501 S. Green 
Street. In 1928 the company absorbed the Chicago Fuse Mfg. 
Co., 1500 S. Laflin St. and four years later both plants were 
moved to the present site in Bellwood. The merger with the 
Chicago Fuse Mfg. Co. brought to the Jefferson Electric 
complete lines of renewable and non-renewable fuses, fuse 
wire, fustats, and cutout-bases, which today form an impor- 
tant group of its products. 

Jefferson.Electric was a pioneer in the manufacture of trans- 
formers that are used to operate door-bells, signals and 
electrical toys, and in this respect, its devises replaced batteries 
required prior to 1915. The various merchandise lines of the 
company have been constantly expanded until now they 
embrace also transformers for luminous-tube signs, oil-burner 
ignition, street-lighting, radio-reception, etc., and they include 
ballasts and switches for the new fluorescent lamps. 

J. A. Bennan is now chairman of the board; J. C. Daley, 
president; and A. E. Tregenza, executive vice president. 
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1920 TWENTY FIVE YEARS OF SERVICE 
TO THE ELECTRICAL INDUSTRY 


PERFECTION IS NOT AN ACCIDENT 


Tho Eagle Fics Alone 
Safely and Surely 


The instinct of herding together is universal, whether it be 
humans on land, fish in the sea, or birds in the air. Wherever 
danger, real or fancied, threatens—all blindly flock together like 
sheep in a storm—except the EAGLE! He flies alone—undaunted, 
courageously. 


From the most ancient times the EAGLE has been univers- 
ally regarded as the emblem of might and courage. 


The EAGLE ELECTRIC MFG. CO. lives up to its name— 
it flies alone .. . sure of its course—forging ahead unhesitatingly 
—fighting the vicious tactics of the desperate pack .. . Never has 
this company sacrificed one iota of its high quality standards. It 
has met unhealthy competitive prices with fair prices backed by 
service and its famous EAGLE guarantee. 


AND IT ALWAYS WILL — continue to concentrate its 
energy, experience and resources, in a faithful endeavor to serve 
the Electrical Industry with products worthy of its name. 


23-10 BRIDGE PLAZA SOUTH, LONG ISLAND CITY 








“Perfection is not an Accident’ 


EAGLE ELECTRIC MANUFACTURING CO., INC. 


NEW YORK, U. S. A. 
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abash Appliance Corp.—Thirty years ago when an or- 
linary electric light bulb sold for one dollar and fifty cents 
A, M. Parker and A. A. Adler foresaw the rise of a new 
nd prosperous industry and started in business in Brooklyn, 

;. Y., with one small unit for the manufacture of incandes- 
cent lights for home use. Since that time the company has 
been growing slowly but steadily. By 1936 Wabash was 
also manufacturing so-called flash bulbs and since that time 
Vabash has produced many flash bulbs. 

Recently Wabash acquired the Birdseye Lamp organization 
ecated at Gloucester, Mass., and it has brought all movable 
facilities of Birdseye to Brooklyn and set up a reflector lamp 
manufacturing division. 

Today Wabash has branches located in Chicago, San Fran- 
isco, Los Angeles, Dallas and St. Louis and its large manu- 
facturing facilities occupy 135,000 square feet. 

The original founders still operate the business—A. M. 
Parker, president, and A. A. Adler, secretary-treasurer. 


25 YEARS 1920-1945 


Eagle Electric Mfg. Co., Inc—Louis Ludwig and a helper 
started in business twenty-five years ago producing iron plugs 
ina small loft at 9 Green Street, New York City. From a 
small room with a weekly production of 250 iron plugs, Eagle 
has grown to an organization which prior to the war em- 
ployed over 700 people and had about 1400 items in its line. 
It now occupies its own modern building of more than 
135,000 square feet including its own moulding plant and 
during twenty-five years of pioneering, engineering and 
manufacturing electrical devices, it has created many new 
items. 

During the war, Eagle devoted itself mostly to the manu- 
facture of war material much of which was of a highly con- 
fidential nature, and the company points with pride to many 
letters of commendation from the Signal Corps, Chemical 
Warfare Service and other war agencies. 

Louis Ludwig, founder of the company, is president of 
Fagle Electric. 


Royal Electric Co., Inc.—After World War I, Joe Ries- 
nan shed his sailor suit and went to work selling “Hygrade” 
lamps. In 1920 with his father and his brother, Myer, he 
tounded the Royal Electric Co. at Chelsea, Mass. 

Shortly after the new company was formed, the Riesman 
lamily purchased the Whitman Electric Co. at Whitman, 
Mass, makers of the Blue Ribbon fuses. In 1926 Royal 
Electric introduced the Royal glass top fuse plugs; and in 
added a line of Christmas tree outfits. In 1933 the 
Vavis-Jones Insulated Wire Co. of Providence, R. I. was 

ju red and in 1936 all the various plants were then merged 
modern one-story 250,000 square foot plant in Paw- 
t, R. 1. 
gmented by the added facilities acquired through its 
ase of the Colt Noark Fuse plant, the company was 
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able to do its bit toward speeding up the end of war by 
producing hundreds of thousands of fuses and hundreds of 
miles of: wire for Uncle Sam. 


20 YEARS 1925-1945 


The Clark Controller Co.—Twenty years ago a group of 
men pooled their knowledge and experience—each man hav- 
ing from 10 to 20 years previous experience in the electrical 
industry—and started in business in 1925 to manufacture 
electrical industrial control equipment. After some prelim- 
inary work done in limited office space in downtown Cleve- 
land, the company moved into a small plant at 1146 Fast 
152nd Street, Cleveland, occupying 13,200 square feet of 
space. Through the years the company has steadily expanded 
and today the Clark Controller plant occupies 125,000 square 
feet of floor space. 

Primus P. C. Clark was the original president of the 
company and remained as such until his death in July 1944. 
J. J. Mellon was elected president to succeed Mr. Clark. Mr. 
Mellon resigned in July 1945 and was succeeded by W. H. 
Williams. Of the fouhders of the company, the following 
are still with the company: H. B. Claflin, vice president in 
charge of production; J. H. Ellis, vice president and direc- 
tor of purchase; C. W. Wendt, secretary and treasurer; and 
W. H. Williams, president 


Noma Electric Corp.—The name “Noma” was adopted 
at the inception of this organization and the word means, 
“National Outfit Manufacturers At the time 
Noma was formed in 1925 at 340 Hudson Street, New York 
City, a group of manufacturers of electric Christmas tree 
lighting outfits merged all their interests together. Mr. Henri 
Sadacea, who is now president of the company, was one of 
the original founders, and held the position of vice president. 

Normally, Noma manufactures Christmas tree lighting 
decorations but since the war the company has manufactured 
flight recorders, gyroscopes, radar transmitter switches, mica 
capacitators, marine type electric heating equipment and for 
civilian use, a line of wood and molded toys. 

As part of a program to consolidate its position through 
diversification, Noma recently acquired the Ansonia Electrical 
Co. of Conn. and the Connecticut Valley Plastics Corp. of 
Holyoke, Mass. 

Noma’s post-war plans provide for from twenty to twenty- 
five distributive offices and warehouses, to be located in the 


Association.” 


principal cities throughout the United States. 
























1920 TWENTY FIVE YEARS OF SERVICE 1945 
TO THE ELECTRICAL INDUSTRY LL 


aba 
linary 
A. M 
and p' 
ty 
ent | 
been 
also n 
Vaba 

Rec 
ecate 
facilit 
manu} 

Te « 


riSCO, 





PERFECTION IS NOT AN ACCIDENT 


Tho Eagle Fics Alone 
Safely and Surely 


The instinct of herding together is universal, whether it be 
humans on land, fish in the sea, or birds in the air. Wherever 
danger, real or fancied, threatens—all blindly flock together like 
sheep in a storm—except the EAGLE! He flies alone—undaunted, 
courageously. 
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From the most ancient times the EAGLE has been univers- 
ally regarded as the emblem of might and courage. 


The EAGLE ELECTRIC MFG. CO. lives up to its name— 
it flies alone .. . sure of its course—forging ahead unhesitatingly 
—fighting the vicious tactics of the desperate pack... Never has 
this company sacrificed one iota of its high quality standards. It 
has met unhealthy competitive prices with fair prices backed by 
service and its famous EAGLE guarantee. 


AND IT ALWAYS WILL — continue to concentrate its 
energy, experience and resources, in a faithful endeavor to serve 
the Electrical Industry with products worthy of its name. 


“Porfection 2 not an Acudent™ 


has g 





ploye 
It ne 
135,01 
durin; 
manu 
items. 

Du 







lactur 
fident 






letter: 
War f 
Lot 





Lagle 
















EAGLE ELECTRIC MANUFACTURING CO., INC. 


23-10 BRIDGE PLAZA SOUTH, LONG ISLAND CITY NEW YORK, U. S. A. 


















WHOLESALER’S SALESMAN—October © 94 Oct 




















abash Appliance Corp.—Thirty years ago when an or- 
dinary electric light bulb sold for one dollar and fifty cents 
A. M. Parker and A. A. Adler foresaw the rise of a new 
and prosperous industry and started in business in Brooklyn, 

’. Y., with one small unit for the manufacture of incandes- 
cent lights for home use. Since that time the company has 
been growing slowly but steadily. By 1936 Wabash was 
also manufacturing so-called flash bulbs and since that time 
Vabash has produced many flash bulbs. 

Recently Wabash acquired the Birdseye Lamp organization 
ecated at Gloucester, Mass., and it has brought all movable 
facilities of Birdseye to Brooklyn and set up a reflector lamp 
manufacturing division. 

Today Wabash has branches located in Chicago, San Fran- 
cisco, Los Angeles, Dallas and St. Louis and its large manu- 
facturing facilities occupy 135,000 square feet. 

The original founders still operate the business—A. M. 
Parker, president, and A. A. Adler, secretary-treasurer. 















25 YEARS 1920-1945 


Eagle Electric Mfg. Co., Inc.—Louis Ludwig and a helper 
started in business twenty-five years ago producing iron plugs 
ina small loft at 9 Green Street, New York City. From a 
small room with a weekly production of 250 iron plugs, Eagle 
has grown to an organization which prior to the war em- 
ployed over 700 people and had about 1400 items in its line. 
It now occupies its own modern building of more than 
135,000 square feet including its own moulding plant and 
during twenty-five years of pioneering, engineering and 
manufacturing electrical devices, it has created many new 
items. 











During the war, Eagle devoted itself mostly to the manu- 
lacture of war material much of which was of a highly con- 
idential nature, and the company points with pride to many 
letters of commendation from the Signal Corps, Chemical 
Warfare Service and other war agencies. 






Louis Ludwig, founder of the company, is president of 
Fagle Electric. 







Royal Electric Co., Inc.—After World War I, Joe Ries- 
man shed his sailor suit and went to work selling “Hygrade” 
lamps. In 1920 with his father and his brother, Myer, he 
tounded the Royal Electric Co. at Chelsea, Mass. 

ortly after the new company was formed, the Riesman 
lamily purchased the Whitman Electric Co. at Whitman, 
Mass. makers of the Blue Ribbon fuses. In 1926 Royal 
Electric introduced the Royal glass top fuse plugs; and in 
added a line of Christmas tree outfits. In 1933 the 
Vay's-Jones Insulated Wire Co. of Providence, R. I. was 
kcqu red and in 1936 all the various plants were then merged 
modern one-story 250,000 square foot plant in Paw- 
tuck=t, R. I. 
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able to do its bit toward speeding up the end of war by 
producing hundreds of thousands of fuses and hundreds of 
miles of: wire for Uncle Sam. 


20 YEARS 1925-1945 


The Clark Controller Co.—Twenty years ago a group of 
men pooled their knowledge and experience—each man hav- 
ing from 10 to 20 years previous experience in the electrical 
industry—and started in business in 1925 to manufacture 
electrical industrial control equipment. After some prelim- 
inary work done in limited office space in downtown Cleve- 
land, the company moved into a small plant at 1146 East 
152nd Street, Cleveland, occupying 13,200 square feet of 
space. Through the years the company has steadily expanded 
and today the Clark Controller plant occupies 125,000 square 
feet of floor space. 

Primus P. C. Clark was the original president of the 
company and remained as such until his death in July 1944. 
J. J. Mellon was elected president to succeed Mr. Clark. Mr. 
Mellon resigned in July 1945 and was succeeded by W. H. 
Williams. Of the fouhders of the company, the following 
are still with the company: H. B. Claflin, vice president in 
charge of production; J. H. Ellis, vice president and direc- 
tor of purchase; C. W. Wendt, secretary and treasurer; and 
W. H. Williams, president. 


Noma Electric Corp.—The name “Noma” was adopted 
at the inception of this organization and the word means, 
“National Outfit Manufacturers Association.” At the time 
Noma was formed in 1925 at 340 Hudson Street, New York 
City, a group of manufacturers of electric Christmas tree 
lighting outfits merged all their interests together. Mr. Henri 
Sadaccea, who is now president of the company, was one of 
the original founders, and held the position of vice president. 

Normally, Noma manufactures Christmas tree lighting 
decorations but since the war the company has manufactured 
flight recorders, gyroscopes, radar transmitter switches, mica 
capacitators, marine type electric heating equipment and for 
civilian use, a line of wood and molded toys. 

As part of a program to consolidate its position through 
diversification, Noma recently acquired the Ansonia Electrical 
Co. of Conn. and the Connecticut Valley Plastics Corp. of 
Holyoke, Mass. 

Noma’s post-war plans provide for from twenty to twenty- 
five distributive offices and warehouses, to be located in the 
principal cities throughout the United States. 





Help bring our boys back to the homes for which they 


~ MATCH as) - 


Top off your good work on your Payroll Savings Plan 
with an outstanding showing in the Victory Loan—our 
last all-out effort! 





: MOST THE 


“uro" 


VICTORY LOAN ! 


fought—and give our wounded heroes the best of medi- 
cal care—by backing the Victory Loan! You know your 
quota! You also know by past war-loan experience that 
your personal effort and plant solicitation are required 
to make your quota. 


Sell the New F.D. Roosevelt Memorial $200 Bond through your 
PAYROLL SAVINGS PLAN! 


In rallies, interdepartmental contests, 
and solicitations, promote the new Franklin Delano 
Roosevelt Memorial $200 Bond! Better than “cash 
in hand,”’ Victory Bonds enable the buyers to build for 
the future—assure a needed nest egg for old age. 

Keep on giving YOUR MOST to the Victory Loan! 
All Bond payroll deductions during November and De- 


cember will be credited to your quota. Every Victory 
Bond is a ‘‘Thank You” to our battle-weary men overseas 
—also a definite aid in making their dreams of home 
come true! Get behind the Victory Loan to promote 
peacetime prosperity for our returning veterans, 
your nation, your employees-- 

and your own industry! 


The Treasury Department acknowledges with appreciation the publication of this message by 


The Wholesaler’s Salesman 


This is an official U. S. Treasury advertisement prepared under auspices of Treasury Department and War Advertising Council 
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News Notes Krom N.E-W.A. 


By Alfred Byers, secretary 


National Electrical Wholesalers Association 








ALBERT PFALTZ ADDED 
TO N.E.W.A. STAFF 

The publicity, promotion and pub- 
lic relations work for N.E.\W.A. is 
now being handled by Albert Pfaltz, 
whd has had twenty years of experi- 
efte in the electrical and radio in- 
dustries, much of it in trade Associa- 
tion work. 
reporter, 


He will also assist your 
N.E.W.A.’s 


with some of the many committee 


Secre tary, 


meetings, which must be arranged 
and reported month to month. 
Managing Director Charlie Pyle, 
in announcing this increase in the 
staff, stated that Mr. Pfaltz would 
the accumulating 
pressure of headquarters work» &nd 
enable the Secretary and the Direc- 


relieve some of 


tor of the Appliance Division, Bob 
Hill, to devote more time to neces- 
This arrange- 
ment’ Wwill,Mr: Pyle declared, fur- 
ther imprové.and speed up the ser- 
vices provided for N.E.W.A. mem- 


DeETS. 


sary field activities. 


Mr.: Pfaltz,for a number of years 

the senior staff of NEMA, and 
more ‘recently Director of Public 
Relation’s of the Society of the Plas- 
tics Industry, is widely known in 
electrical industry circles. He is 
perhapg best known for his close as- 
sociation with the National Ade- 
quate Wiring Program, for several 
years headed by Herbert Metz, the 
ergetic Chairman of N.E.W.A.’s 
anning and Lamp Committees. 
Mr. Pfaltz was identified with many 
NEMA sponsored programs which 

uught him into close touch with 
both the manufacturers and the dis- 
r butors of the industry. 
The membership of N.E.W.A. is 
tunate in acquiring a man of Mr. 
altz’s e€xperiemce and abilities at 


| 








this particularly critical time in the 
industry's history. 


N.E.W.A.-E.E.1. BASIC SALES 
TRAINING PROGRAM ANNOUNCED 

Last month Managing Director, 
Charlie Pyle announced the Basic 
sales Training Program jointly 
sponsored by N.E.W.A. and Edison 
lectric Institute. Members of both 
Agsocfations have received folders 
describing the course and the mate- 
rials offered for instruction in sales 
tragng. 


‘@’Mé@ny inquiries have reached both 


headquarters: The course is primar- 
ily designed® for basic sales training 
in the field and fits the 
needs of salesmen in the manufac- 
turing, utility, wholesaling and re- 


electrical 


tailing branches. Considerable inter- 
est has been awakened and 
after the training materials are avail- 
able for distribution, on of sometime 


soon 


before December Ist, mafiy training 
classes are expected to be in full 
operation. 

Complete details and prices are 
obtainable at N.E.W.A.’s office 
500 Fifth Avenue, New York 18, 
New York. 


BYERS VISITING PACIFIC DIVISION 

This month is being spent by 
Secretary Byers to visit the member- 
ship in several areas in the Pacific 
Division. His 
Salt Lake City, 
San 


includes 

Seattle, Portland, 
and Angeles. 
Calls at electric league headquarters 


itinerary 


Francisco Los 
also are being made to acquaint 
them with several current N.E.W.A. 
programs—especially the Veterans 
Re-employment Program in which 
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their active participation is bein 
requested, and the N.E.W.A.-E.E.L. 


Basic Sales Training Course, mate- 
s 


for which is now being com- 
pleted. 


rial 


Pacific Division members are be- 
ing brought up to date on these 
latter two programs and on various 
other N.E.W.A. activities; and fu- 
ture plans are also being discussed 
with them. Prospective members in 
the supplies and appliance fields are 
being visited. 

This trip has been long deferred 
in the interest of furthering the war 
efforts. of the Association. An op- 
portunity is provided the Secretary, 
by making the trip at this particular 
time, to review the important part 
N.E.W.A. did play in the war ef- 
fort; and to stimulate renewed ac- 
tivity by the growing Pacific Divi- 
sion membership in national N.E. 
W.A. programs of direct benefit to 
supplies and appliance wholesalers 
everywhere, during and after the 
period of reconversion. 


N.E.W.A. FORUM ON LAMP BUSINESS 

Meeting jointly at New York on 
September 27th, the Lamp Commit- 
tee and Planning Committee con- 
ducted a forum (the 12th in the se- 
ries of forum meetings arranged by 
the latter committee) under the 
leadership of Herbert Metz, Chair- 
man of both these Committees. Sales 
and advertising executives of several 
lamp manufacturers were guests at 
the meeting. 

The topic of discussion was the 
future of the lamp business from the 
standpoint of new lamp products and 
the wholesalers place in the plans 
for distribution, Many. interesting 
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FLEX‘A-POWER wx 


“DROP-OFF” CABLE WIRING TO LOAD 


The illustration below shows Trumbull’s suggested sim- 
ple method of wiring from Flex-A-Power to machines 
by means of a “drop-off” cable from the load side of 
Flex-A-Plugs . . . a method long favored by satisfied 
users of Trumbull Flex-A-Power .. . and now definitely 
improved. 

By means of a new Spring Suspension device, Trumbull 
has obtained maximum advantage of the inherent flexi- 
bility of Flex-A-Power . . . a basic wiring system in 


itself. A predetermined length of cable is connected to 
the load side of Flex-A-Plugs and wired to the load (or 
machine). The spare or slack is then adjusted through 
the supporting Spring Suspension device to make the 
lateral run of cable exactly horizontal and the drop 
exactly vertical. Thus machine, cable and plug become 
an integral unit which may be moved at will to meet 


changing conditions of production. Flex-A-Plugs may bef 


inserted at any point in the Flex-A-Power system. 





THE TRUMBULL ELECTRIC MANUFACTURING CO. 


PLAINVILLE, CONNECTICUT 


OTHER FACTORIES 


NORWOOD (CINN.) OHIO — SEATTLE 
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SAN FRANCISCO — LOS ANGELES 
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jews on sales prospects and promo- 
ion programs were offered and the 


eport of the meeting should be of Phat wy THE ANSWER 


eal value to N.E.W.A. members 
nd wholesalers, generally. 


XECUTIVE COMMITTEE TO MEET \ 
N.E.W.A.’s Executive Committee v 


vill meet at New York on October 
Oh and 30th. The agenda for the ¢ 
neeting contains several items high- ¢ 


y important to the future operations 
if the Association and of value to 
he industry at large. 

Managing Director Pyle has 
tated that plans for N.E.W.A.’s 
fall and winter activities will be for- 
nulated with prospects of consider- 
ably busy and beneficial months 
uhead for the entire membership. 





Just mail the coupon for Your Free Copy 





of this handy Burgess Guide 


SPRING CONVENTION—1946 

The Program Committee of 
N.E.W.A,. will meet at New York 
on October 28th to make initial 
plans for the numerous events con- 
nected with the contemplated con- 
vention. The Association voluntar- 
ily cancelled its convention this year 
in order to make a material contri- 
bution to the war program. The 
forthcoming convention therefore, 
will be the first post-war meeting of 
N.E.W.A. members and is bound 
to be an event of real major impor- 
tance to the industry. More definite 
arrangements will be announced at a 
later date. 

The Program Committee consists 
of Messrs. W. I. Bickford, Chair- 

, G. J. Cossman, E. B. Ingra- 
, D. M. Salsbury, D. Lyle Fife, 

and Peter Sampson. 


CATALOG COMMITTEE 
CONSIDERS NEW IDEAS 

Several new ideas for improving 
the design, preparation and use of 
salesmen’s catalog sheets will be con- 
sidered this month at the meeting of 
N.E.W.A.’s Catalog Committee. Its 
recommendations will be transmitted aoa BU RG ESS BATTERI ES 
to the Executive Committee for fur- Mo2 
th r review and action. The activi- BURGESS Recognized by their Stripes * Remembered by their Service 
ue of the Committee in the past Fo, hfuht ee 
have directly benefited the industry ‘4 
at large and additional advantages 
to the industry are expected to be 
forthcoming from the Committee’s 
necting this month. 

lembers of the Catalog Commit- | 

are: Messrs. A. C. Prang, 

irman, J. T. Morgan, G. H. 

Wihn and H. D. Roden. 


Tecmnty shows you the Burgess Battery types 
required by more than 500 widely used test in- 
struments. Your copy of the guide helps you make 
replacements ina flash...saves you time and trouble! 


BATTERY HOMER G. SNOOPSHAW, Dept. 7, 


Suncess & Burgess Battery Company, Freeport, Illinois 
GATTERY 





Please send me a copy of your Replacement Guide for 
Battery-Operated Instruments. 


NAME 





ADDRESS 





| 


CITY ade 
SERRE SEER EERE RE EERE SEER REE 


O.tober 1945—WHOLESALER’S SALESMAN 161 
























a 
VIBRATING 
Gan) 


AUTH makes A SIGNAL FOR EVERY NEED 


It doesn't make any difference what kind of a signal or inter-commu- 
nication system your customer wants, he'll find greater satisfaction 
in Auth equipment. And you'll find Auth devices are easier to 
install, electrically age-proof, and mechanically durable. 


Auth telephones for apartments, offices, plants and commercial 
buildings include non-selective and selective talking systems—thor- 
oughly modern in appearance and efficiency. 


There's an Auth bell, buzzer, horn, push-button, chime or visual signal 
that's just right for every application and every condition. Hospital, 
school, and marine signal systems are Auth specialties. Also fire 
alarms, burglar alarms, and countless other signaling devices. 


Specify or recommend Auth and put 50 years of experience into 
the job. The Auth representative near you will be glad to help. 


THE AUTH LINE IS SOLD ONLY THROUGH THE WHOLESALER 


ELECTRICAL SPECIALTY CO., Inc. 
A U 422 E. 53rd St., New York 22, N.Y. 
Offices in principal cities 








(Continued from page 79) 


occupy an additional area of 50 feet by 2 
feet to the front of the building. Tw 
salesmen will operate from the Saskatoo; 
branch of the company. 

The company are distributors for Ca 
nadian General Electric Company Lt 
L& S Electric Manufacturing Ltd., Win- 
nipeg; Industrial Electric Products Ltd, 
Toronto; Taylor Electric Manufacturing 
Company Ltd., London; and Cochrane 
Stephenson Company Ltd. 





B. K 
point 


Chicago Group Wants the L 


e tric I 
Price Control Dropped been 
mana 

A recommendation that price control be § 1940 
removed from manufactured goods ing ‘fer 
order that a 30 percent wage increas: the li 
might be granted throughout industry 
and also so that competition would bring 


back lower priced goods, was made by the 


—— 
Chicago Electrical Wholesalers A§socia- 
tion in a letter from its managing director 
A. J. McGivern in a letter to Senators 
Scott Lucas and C. W. Brooks. ice al 
The letter calls the senators’ attention § i. of 
to the 30 percent increase in the cost of Bony ¢ 


living since 1940 and to the inequalities J,; 16 , 
of salary adjustments to meet this ad 


lf the 

vance. Mr. McGivern suggests that the § compe 
30 percent increase in wage rates be § ance 
based on the 1940 wage scale so that the Bip. ¢, 
advantages of the increase would be equal § pice , 
for all workers regardless of how the sili 
war years had altered their pay scales. fp. oj 
The association explains that such an Byars ¢ 
increase of wages, advisable as it is, can Bsion a 


not be done without adjustment in the § yirin, 
ceiling prices now effective for the major- The 
ity of goods. Immediate revocation of OPA 
price control is suggested. The result, § t-jpu4 
says the letter, would be not the begin- 
ning of inflation, but an actual lowering 
in the prices of manufactured goods 
As an illustration, Mr. McGivern writes: 

“The ordinary wall receptacle into§, y 


e gl 


which lamps and various appliances are 
plugged is about the most common elec- § of 4. 
trical wiring device. In 1940 and previ- 
ously manufacturers made two grades 
one sold to the wholesaler at 5% cents 
and the other at 16 cents. Both types 
did the job in a satisfactory way. ‘The 
higher priced device was installed in Neo 





monumental buildings designed to last a 

life-time but the lower priced receptacle 

was used generally in all ordinary resi- 9‘? 
dential and commercial buildings. Th my, u 
sales of the lower priced type amounted §™ - 
to at least 75 percent of the total. With bla < 
increased costs the manufacturer could and 
not make money on the lower priced de- fj lies. 
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B. K. WICKSTRUM has been ap- 
pointed mid-western sales manager for 
the Lighting Division of Sylvania Elec- 
tric Products, Inc. Since 1943 he has 
been Sylvania’s Pacific Coast sales 
manager. He joined the company in 
1940 as assistant advertising manager, 
later became advertising manager of 
the lighting division. 








e and the result was that he dropped it 
it of his production schedule, and now 
nly the higher priced receptacle selling 
it 16 cents to the wholesaler is available. 
f the OPA ceiling prices were revoked, 
mpetition between manufacturers would 
iuse them to resume the manufacture of 


the competitive line, and although fhe 


e might be advanced to 7% cents, this 
uld mean that these receptacles could 
e obtained for general use at less than 
alf the present price. This same situa- 
n applies to the whole line of electrical 


ing devices.” 


he letter recommended also “that 


‘A prices should be removed from dis- 


ributors and retailers. They, too, will 
glad to pay the advances in wages 
suggested, and their competition will 
prices at proper levels. While these 
anges are being put into effect, remove 
WPB and OPA federal controls on 
ilding and that industry will move out 
he chaos that exists at the present 


New Charleston Concern 


J. Levenson, who has been a refrig- 
ation service engineer and _ electrical 
'ractor for the past 15 years, has started 
the Levinson Electrical Company at 36 
Blake Street, Charleston 14, S. C., to 
andle the distributor of electrical sup- 


nh 
ucs, 


sitv-A-KING 
“SPECIFICATION” 


Lifetime porcelain 
fluorescent unit 
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: Not so long ago, lighting fixtures were made of various 


es, held together with scarcely more than @ 


“Some lighting products, we're told, are still made that 
way. But not SILV-A-KING products! Ever since Unele Sam 
gave us the nod, nothing but the best of pre-war (and 
post-war!) materials and engineering have gone into 
SILV-A-KING fixtures. That’s why today’s SILV-A-KING 
fluorescent fixtures are drawn one-piece and seamless 


_ of heavy gauge steel, have a porcelain-enamel finish 


that will maintain initial reflectivity and Jast for a life- 
time. That's why SILV-A-KING fixtures embody a host of 
important construction features that make for better 


performance . . . improved appearance. 








Nothing “ersatz” about this bulletin! e 
it's No. 45FS, fully describing the 

« ification” model in both open 
and closed types. 


BRIGHT LIGHT REFLECTOR CO. 


Metropolitan & Morgan Aves., Bklyn. 6,.N. Y. | 
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F. C. CLINE, special representative Elect 
for the Westinghouse Lamp Division ae 
in its Northwest District Headquart- 
ers, Chicago, has been appointed act- and 
ing manager of the southwestern dis- Pfal 
trict with headquarters at St. Louis, Nati 
Mo., according to Russell E. Ebersole, ee 
lamp sales manager. ou 
Equi 
“NE 
pe ric 
° eage 
Five Million Homes - 
In Five Years Seen - 
MAKES THE BOX OFFICE PAY More than 4,600,000 new dwelling units _ 
will be constructed by private builders a 
during the five years, 1947.51, provided ure 
- are perfectionists . . . products of long the war production program has been ff 
study and exacting performance. While you naturally see the greatly reduced in volume by the middk B 
chorus, you pay to see the star. of 1946, according to a revised estimate pet 
; ; prepared by the Market Analysis Com ee 
In the electrical connector field, every Burndy item meets mittee of the Producer’s Council, national er 
the “star” qualification. They’re all skillfully engineered in organization of manufacturers of build- a 
Burndy’s laboratories . . . then service-proved out in the field. ing materials and equipment. 
Their performance must be distinctive, before they can bear “The dollar volume of new private resi- 
the Burndy name. That’s why connector users prefer Burndy dential construction during the five years 
should exceed $26 billion, rising from 
performance, for every connector need. about $3.2 billion in 1937 to an average Pl. 
Are all the Burndy performers working for you? Check your of $6 billion in 1949-51,” Wilson Wright, 
stocks now, and be sure .. . let us know what you require for chairman of the Council’s committee, Ay 
fill-ins. Also send for catalog 41. Burndy Engineering Co., Inc., stated. ‘ 
107-S Bruckner Blvd., New York 54, N. Y. $5,600 Average Cost pert 
“The cost of the average dwelling unit, g 
not included the value of the land, is esti- elec 
mated at about $5,600 for the five-year N 
period. A reduction in the size of the Ohi 
typical dwelling which was pronounced tric 
in pre-war years probably will continue We 
in the post-war period as a partial offset nou 
to increased costs of construction. ha 
“The forecast indicates that housing L 
for about 620,000 non-farm families will ; 
be built in 1947, or more than double th: sale 
vs for number estimated for 1946. In 1948, tl app 
CONNECTORS number of dwelling units built should ri: f 
to 870,000 and then is expected to aver- 1 
age 1,050,000 in the three-year period en 
ing with 1951. Both housing for sale and 
In Canada; Canadian Line Materials, Limited, Toronto 13. — a uns covers peng —- 
: , “The estimate for 1949-51 represents a 
new high volume of home building. The 
Oc 
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largest number of new dwelling units 
started in any single year in the past was 
937,000 in 1925 and the highest three-year 
average on record was 893,000 units in 
1924-26.” 


Albert Pfaltz 
Joins NEWA Staff 


\lbert Pfaltz has joined the staff of the 
National Electrical Wholesalers Associa- 
tion to engage in public relations and pro- 
motional activities for that organization, 
iccording to an announcement by Charles 
G. Pyle, Managing Director. 

Formally associated with the National 
Electrical Manufacturers Association for 
more than 10 years as publicity director 
and a member of the senior staff, Mr. 
Pfaltz assisted in the organization of the 
National Adequate Wiring Program, the 
Rural Electrification Bureau and Pro- 
grams of the Electronics and Lighting 
He was editor of 
the “Adequate Wiring Reporter” and 
“NEMA NEWS” and, during the war 
period, worked with the post-war plan- 


Equipment Sections. 


ning and public information committees. 

Prior to joining NEMA, Mr. Pfaltz 
was an associate editor of “Electrical 
Record”, “Electrical Manufacturing” and 
“Radio News.” He has also been associ- 
ated with Dr. Sigmund Spaeth in radio 
publicity and programs and, for the World 
Broadcasting Company. 

Before joining N.E.W.A., Mr. Pfaltz 
was director of public relations of the 
Society of the Plastics Industry, from 
vhich group he recently resigned. 


Plans Expansion Of 
Appliance Facilities 


\n $11,500,000 expansion program to 
permit overall production 50 percent 
greater than pre-war of existing types of 
electric appliances and manufacture of 
new post-war products by the Mansfield, 
Ohio, and East Springfield, Mass., Elec- 
tric Appliance Division plants of the 
Vestinghouse Electric Corp., was an- 
nounced recently by A. W. Robertson, 
chairman, 

Dollar volume in excess of $100,000 an- 
nually is anticipated from the increased 
sale of the 23 different kinds of electric 
pliances marketed before the war and 

1m new products, which will include 

me and farm freezers, automatic clothes 
Iryers, steam irons, food mixers and ad- 


_— 


ditions to the line of vacuum cleaners, 
Mr. Robertson revealed following a meet- 
ing of the company’s board of directors. 


CRESFLEX NON-METALLIC SHEATHED CABLE e@ SERVICE CABLE @ CRESCORD @ BUILDING WIRE ® 
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© IMPERIAL NEOPRENE JACKETED PORTABLE CABLES 
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RUBBER POWER CABLES @ VARNISHED CAMBRIC CABLES 





RUBBER 


CORD 


FOR LONG SERVICE 
ON TOUGH JOBS 


CRESCORD comprises two, three or 
four flexible copper conductors, with 
color-coded, heat-resisting, rubber in- 
sulation under a tough, synthetic rub- 
ber jacket. It is flexible, highly resist- 
ant to abrasion, crushing, cutting, 
water, weather and sunlight. 


Type S. CRESCORD has a heavy 
jacket for maximum life on portable 
drills, tools and industrial equipment. 


Type SJ CRESCORD has a lighter 
jacket for use on household and office 


appliances. It is made in sizes No. 18 
and No. 16 AWG only. 


Type SV CRESCORDis a small, light, 
extremely flexible cord for use on 
household vacuum cleaners. It is made 


in Size No. 18 AWG only. 


CRESCENT 


WIRE and CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 





TRENTON, N. J. 


JACKETED 
PORTABLE 


(ATES 
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THIS COUPON WILL BRING YOU 
| aj YOUR COPY OmaHE | 


ONE OF TODAY'S MOST IMPORTANT CATALOGS 
| | ON EQUIPMENT FOR THE CONTROL AND 
DISTRIBUTION OF ‘= hh LIGHT AND Pour 


A CUICK REFERENCE LISTING OF 


NOARK 
iN 
ELECTRIC PRODUCTS 


FEOE RAL ELECTRIC paooucts coueee’ tag 
—— oe wee ee oe ow, ae — 


@ No data file on electrical. equipment is com- 
plals without a copy of the FEDERALOG ...a dependable guide to 
the newest developments in Motor Controls, Safety Switches, Circuit 
Breakers, Service Equipment, Panelboards and Multi-Breakers. 


FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 
EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, MJ. + PLANTS: HARTFORD, COMM. » NEWARK, H. J 
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Borg-Warner Plans 
Home Utility Unit 


A new home-building unit which cop. 
solidates household heating, plumbing 
electrical, bath, kitchen and laundry ek. 
ments including major appliances has beep 
announced by Roy C. Ingersoll, presiden 
of the Ingersoll Division,- Borg-Warner 
Corp. 

In an interview with WHOLESALER’s 
SALESMAN, Mr. Ingersoll stated that the 
method of distributing these home units 
or the electrical materials and appliances 
included, had not been decided definitely 

The Ingersoll unit is said to be adapt 
able to both conventionally built houses 
and prefabricated houses ranging in price 
from $3,000 to $10,000. Mr. Ingersoll 
said that he had’commissioned seven of 
America’s outstanding architects to de- 
sign 12 homes to show the flexibility and 
practical operation of the unit. Thes 
homes are now in process of construction 
at Kalamazoo, Mich. 

The core of the unit is a self-containe 
package which can be rolled through the 
door framework and yet is so engineere 
for accessibility that a man can get in 
Around two sides of 
the central core are work counters wit! 


side and service it. 


wall and counter cabinets, sink, range, re 
frigerator and many innovations in cabi 
nets and accessories which are made pos- 
Adjacent t 
the kitchen facilities is complete laundry 
equipment. On the third side are grouped 


sible by integrated design. 


bathroom fixtures and accessories de- 
signed for maximum utility. Functional 
lighting has been provided as an integral 
part of the kitchen, bathroom and laundry 
The entire unit is mechanically venti 
lated. 


Wholesale Distributors 
Hold Franchise Meetings 


Inspection of the appliance lines being 
distributed by the D. W. May Corpora 
tion, and the opportunity to sign fran- 
chise applications was offered dealers in 
the New 
cial franchising meetings beginning Sep 
tember 19. 

At these meetings in Manhattan and 
in Newark, dealers saw the complete line 


York metropolitan area at spe- 


of Farnsworth radio and televisiqn rt 
ceivers presented by FE. H. McCarthy 
sales manager of the Farnsworth com- 
pany. John H. Ganzer, vice president 0! 
The Coolerator Company introduced that 
company’s line of ice and electric refrig 
erators and home freezers. Albert E 
vice-president of Health-Mo 
Filter-Queen vacuum 


Kramer, 
presented the 


cleaners. 
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Peace Brings Increased Demand 
for Latrobe Products 











1OuUSses 














pplicances will be turned out in the firm’s 
hanical plant at 1620 Central Avenue 
Minneapolis, which, during the war, 





roduced torpedo directors and other high 
precision instruments for the armed 


No. 150 Box 
with No. 207 Nozzle 





: lorces 
) -~ : ; 
[he company is planning to market two 


Right for installation in concrete or in wood 
finished concrete floors. Yes, it has underwriters 
approval. 


8S models of automatic electric irons, two 
4 
automatic electric coffee-makers, and three 


fe Latrobe Products developed in peace time served with 
elt distinction throughout the long war years and now again 
oO de. in peace the demand for them becomes ever greater. 
y an 
Thes K. K. GORDON, formerly eastern dis- 

trict manager of Faraday Electric Cor- 
ucton poration, has been elected vice-presi- 

dent in charge of sales, according to No. 470 "Latrobe" 
taine announcement from Lewis J. Stern, ° e 
+h thee executive vice-president. He replaces Pipe or Conduit Hanger 
rs om Paul H. Hill, who has left to become 
As general sales manager for Schick, Inc., For hanging pipe or conduit to steel 
c ¢ Stamford, Conn, beams where firm, sure grip is essen- 
- - tial. Takes pipe 42”, %”, and 1”. 
- wit 
re, re 
cabi . . 
- pos Appliances By Christmas 
ont t ° 
unin feneral Mills States No. 284 Nozzle 
_% Preliminary production of General with No. 200 Cover Plate 
Ye ny Mills’ new home appliances is scheduled 
ee start on a limited scale around Christ- A Duplex Receptacle Nozzle that looks neat and can 
ie mas, it was announced recently by Harry be depended upon for long service. Furnished with 
imcry- BA. Bullis, president of the company. The Ye" or ¥4" brass pipe extension. 
venti 





being §sizes of non-electric pressure saucepans. | 
rpora-§ National distribution will be opened dis- 
fran-§trict by district, with shipments to retail 


ers ingdealers from distributors’ stocks to be | 
t spe- made in the first district beginning some- 
, Sep-M§time in April, 1946. This initial distribu- | 

tion will include, Bullis explained, one | 
n and—electric iron model and two models of | 


te line Pressure saucepans. The other models of 








"B LL) 
vs ull Dog" Insulator Supports 
yn re-Mthe iron and saucepan, the coffee-makers, ba PP 


al _ . “19 og For fastening porcelain or glass in- Keystone Fish Wire 
arthy, and other similar appliances will follow 


sulators to exposed steel frame- Finish grade flat steel wire. Ten 


com- 4s rapidly as the development and con- work, sizes. Coils from 100 ft. up. 


ent oi BYersion program permits. 
d that istrict sales managers for the new 


-efrig-J%ome appliances will take over their ter- | F U [ [ M A N M A N UJ FA C T U 2 | N G ¢ 0 
ert Effrtitcries about November 1st, it was an- | ° 
h-Mor #0. nced. Distributor appointments will 
acum [mde :nade between December Ist and March LAT RO BE * 28 « PEN N SY LVA NIA 

Ist, 1946, 
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Specified ? Ask the wholesalers 





who sell them... year after year! 


LOOK FOR TH:S MARK 
It is the publicized assurance 
of dependoble fittings for 
taster installation becouse 

ONEY Fittings Fitt 
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A complete line of fittings... 








Here's peacetime potential . . . sales ready for the ledger! 
GEDNEY Fittings—a quality line—are known throughout industry 
for sure fit and clean finish. They're geared to the job from the 
contractors’ and wiremen's point of view. 

Distribution Is restricted, for a very definite reason, to qualified 
wholesalers. Wholesalers know the trade, and what the trade 
wants... and needs. 


GEDNEY Fittings are better fittings—they're made of highest 
grade malleable iron, finished smooth, then rust-proofed. Ease of 
installation is another factor affecting repeat sales. 


WRITE FOR CATALOG—A copy of the new illustrated 
GEDNEY catalog describing the complete line of conduit 
bodies, conduit fittings, entrance fittings, armored and 
non-metallic cable fittings, etc., will be sent on request 
on company letterhead. 


GEDNEY ELECTRIC 
COMPANY 


RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 
Factory, Foundry and Shipping Point: Terryville, Conn. 





New York A Market 
For Million Radios 


New York City retail dealers will sel! 
approximately 1,090,000 radios and radio. 
phonograph combinations to attain a rec. 
‘ord volume of nearly $41,500,000 during 
the first year of unrestricted civilian pri 
duction after the war. 

That was the prediction made by Leon. 
ard C. Truesdell, general sales manager 
for the radio and television division of 
Bendix Aviation Corp., on the basis of a 
nation-wide survey conducted by his com. 
pany’s marketing analysts. 

“Our study indicates that national re 
tail radio sales will hit an all-time peak 
of approximately 15,000,000 sets repr: 
senting an estimated total retail volun 
of $60,000,000 in the first full year after 
resumption of unlimited peace-time manu- 
facture,” Truesdell said, pointing out that 
New York City’s annual pre-war sales 
amounted to approximately 6.8 percent 
of national volume in the industry. 

More than 1,910,205 of the city’s 2- 
047,919 homes had radios, according to t! 
1940 census. On the basis of Department 
of Commerce figures, which fix the usefu 
life of a pre-war set at seven years, more 
than half the larger console radios 
New York and the nation have outliv 
their peak usefulness and efficiency, a fa 
tor which will lead to thousands of post 
war replacement sales, Truesdell de- 
clared. 


Efengee Promotes 
Lou Wittenberg 


Lou Wittenberg, who has been wit! 
Efengee Electrical Supply Co., Chicag 
since 1936, has been advanced to the posi- 
tion of director of purchases. Former! 
he had been in charge of lighting fixture 
and appliance purchasing. He started in 
the electrical business 30 years ago with 
the Peerless Light Company. 

Efengee announced also that Mik 
Loehr, who covered the northwest cit) 
territory before joining the Navy, has re- 
turned to the company and has been ap 
pointed assistant to Mr. Wittenberg 
purchasing. Mr. Loehr was an elec: 
trician third class in the Navy, and re- 
ceived the Purple Heart for wounds re- 
ceived in action at Saipan. 

Thomas E. Casey, a priorities exect- 
tive in the Chicago district office of the 
War Production Board for the past tw 
years, has been appointed to the sales 
staff of Efengee. Before the war he was 
associated with his brother in the Case} 
Electric Service Company, electrical cot 
tractors, in Chicago, and later with the 
Thomas Hoist Company as purchasing 
agent at the Gary armor plate mill j« 
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FORECASTING the “indoor sun” is 
anew phosphor resembling the powder 
used in fluorescent lamps except that 
it enables lamps to emit ultraviolet 
light of the sunlamp quality. Dr. H.C. 
Froelich of the GE Lamp Develop- 
ment Laboratory is shown holding a 
jar of this powder, along with one of 
the lamps designed to make use of it. 











Pressed Steel Car 
To Make Appliances 


The stockholders of Pressed Steel Car 
Co., Inc., at a special meeting recently 
approvel a change of corporate purpose 
by authorizing the corporation to manu- 
facture and deal in household appliances, 
heating equipment, air-conditioning and 
refrigerating equipment. 
plans to begin the manufacture of the 
new line at its Hegewisch, Chicago plant, 





The company | 


which has been used for the manufacture | 


of tanks, and later to convert a part of its 
McKees Rocks plant to the same purpose 


Electric Range First 
Ernest Murphy, president of the com- 
pany, whose home offices are in Pitts- 
burgh, announced that the sales offices of 
the Domestic Appliance Division will be 
located in the American Furniture Mart, 


Chicago, with A. Raysson as sales man- | 


ager. The new appliances will be mar- 


keted under the name of “Presteline” and 


the first product to be manufactured in | 


the new line will be electric stoves. 


‘We expect,” Mr. Murphy said, “to | 


mbine all the qualities of fine crafts- 
anship shown in our car-building activi- 
s with the engineering and production 
ow-how displayed by the Armored 
lank Division, in order to give to the 
blic the finest line of major home appli- 
ances on the market during the post-war 
period. Extensive market research has al- 
ady been done, under the direction of 
r post-war planning committee and an 
vertising campaign will be launched in 
> near future.” 


Ie ag 


— 
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Floodlight 








DIFFUSO 
Floodlight 


Floodlight 
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Floodlight 


New and Improved 


GOODRICH FLOODLIGHTS 


For the past two years, Goodrich 
engineers have been developing these 
and other new floodlights as prom- 
ised—improving design and con- 
struction—devising better finishes, 
increasing illuminating efficiencies. 

Now they’re ready . . . going into 
production to bring you the most ad- 
vanced features known in floodlight- 
ing equipment today. Here are new 
mechanical advantages which mean 
easier wiring, easier installation, 
easier servicing. And here is de- 


pendable Goodrich quality to pro- 
tect your investment. 

Whatever your floodlighting needs 
—for industrial, business or recre- 
ational areas—Goodrich offers a size 
and style to meet each specific re- 
quirement for intensity of illumina- 
tion, area to be illuminated, type of 


mounting, etc. Various styles are 
available in permanent porcelain 


enamel or Alzak aluminum finishes. 
Ask Goodrich to recommend the 
styles best suited for your needs. 


Sold Through Electrical Wholesalers 


lon 


BEAT RIG BSUMPANY 


4600 BELLE PLAINE AVENUE, 





~ 
, ey 


1 


CHICAGO 41, ILLINOIS 
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Take a TWO-WAY LOOK 


AT THE 


Manarch Fu 


Fe 







SUPPORTING 
a BRIDGE 


- Note how this Monarch 
: construction prevents the fibre 
iP bar from coming in direct contact 
with the screw connecting renewal link 

to knife blade. This minimizes the charring 


wa of the fibre bar and positively prevents exces- 

ZA sive overheating of knife blades. Note also large 
A metal parts which dissipate heat. Result: dependable 
ery protection. 


“Look No. 1” illustrates this construction in a 
lighter-duty Monarch knife-blade fuse and 

“= “Look No. 2” shows adaptation of this 
ene principle in a heavy-duty model. 






Specyy Manarch Fuses 
fot emproved 


ae FUSE rvice 






desk ie 
MONARCH FUSE CO., 
118 E. FIRST ST., JAMESTOWN, N.Y. 
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Doctors Give Approval 
To Fluorescent Lights 


Reporting the idea that certain quali- 
ties of fluorescent light might be harm{ul 
to people, the council on Industrial Health 
of the American Medical Association and 
affiliated medical groups received the f{ol- 
lowing approval of fluorescent light from 
an investigating committee. 

“Fluorescent lighting has been regarded 
by physicians and others as possessing 
harmful qualities not found in other 
forms of artificial illumination or in day- 
light. The Joint Committee on Industrial 
Ophthalmology consultation wit! 
specialists in the production and use of 
light, holds the following opinion: 

1. The ultraviolet from clear 
blue summer skylight is three to four 
times as great per foot-candle as fluores- 
cent light. 

2. Light 
sembles daylight more closely than that 
This color 


desirable 


after 


energy 


from fluorescent lamps _re- 
from tungsten-filament lamps. 
resemblance to 


quality. 


daylight is a 


3. Infra-red energy found in fluorescent 
lighting as now manufactured produces 
no known physiologic effect except that 
due to heating. Fluorescent light gener- 


ates less heat per candlepower than 
tungsten lamps. 

4. Glare occurs in any system of light- 
ing. 
engineers. 

5. Individual 


level of 


Its solution rests with illuminating 
differences occur in the 
illumination (foot-candles) re- 
quired to provide a satisfactory degree of 
visual efficiency and eye comfort. Twenty 
foot-candles is essential for such critical 
tasks as reading. Higher levels of illum- 
ination are desirable for prolonged see- 
ing, for discrimination of fine details and 
where contract These 
standards can be readily maintained in 


low prevails. 
working places through use of properly 
installed fluorescent lighting. 

6. Excessive light may produce symp- 
toms of eyestrain in susceptible individ- 
uals regardless of source. Constitutional 
factors should be corrected as well as the 
amount and kind of light. 

7. Noticeable flicker is largely elimi- 
nated in modern fluorescent installations 

The was that 
light is not harmful to vision. 


fluorescent 
It should 
not cause eyestrain if properly installed 


conclusion 


and used.” 





Wire produced by one company in 1944 
to make just one type of Signal Corps 
cord would wire 146,500 kitchen mixers— 
or 73,250 vacuum cleaners—or 58,600 
microphones. 
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CONFERRING on plans for appli- 
ance and wiring promotion as part of 
the post-war plans of the Northwest 
Electric Light and Power Association 
are Joe Platt, left, of Hotpoint, and 
Bill Jewell, Westinghouse Electric 
Supply Co., Seattle. Both men are on 
the association’s executive committee. 








Ex-Salesmen Start As 
Brooklyn Wholesalers 


The Yorktown Electrical Supply Com- 
pany has been formed at 149 Washington 
Street, Brooklyn, N. Y., by Jack Better 
and Alex Resnick, to handle the distribu- 
tion of electrical supplies, appliances and 
lighting fixtures. 

Messrs. Better and Resnick have been 
in the electrical industry for twenty-five 
years. For the past twelve years they 
have been outside salesmen for the U. S. 
Electrical Supply Co. 


Appointments At 
GE Bridgeport 


Ralph C. Dean has been appointed sales 
manager of the conduit products division 
of General Electric’s Appliance & Mer- 
chandise Department, it has been an- 
nounced by D. J. Murray, division mana- 
ger. 

Mr. Dean came to GE in 1930 follow- 
ing graduation from Washington Univer- 
sity, St. Louis. In 1940 he became sec- 
etary of the defense. committee which 
planned the conversion of the A&M de- 
partment factory space for the manufac- 

of war equipment. 

\t the same time, Mr. Murray an- 

nced the appointment of L. F. Kum 
mel as sales manager of underfloor dis- 
triouting systems of the conduit products 
aly ision. 

Ir. Kummel formerly was district 
menager of the construction materials di- 
on in Cleveland. He has been with 
Gi. for 18 years. 
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[NUMBER THREE OF A SERIES] 


Standards of Merchandising 


‘La CREATE new and profitable markets for Electric Door 
Chimes, Rittenhouse has been developing new sales 
ideas built upon tried standards of merchandising, for its 
radically new door chimes soon to be announced. 


> In association with one of the country’s leading marketing 
research organizations, Rittenhouse devoted several months to 
procuring practical, up-to-the-minute sales facts for future mer- 
chandising plans. This Rittenhouse-sponsored, coast-to-coast 
survey among wholesalers, dealers and consumers will enable 
Rittenhouse to provide an array of powerful, hard-hitting, sales 
promotion factors designed to make Rittenhouse Chimes the 
fastest-selling, profit line in the country. 


Rittenhouse Promotion and Merchandising Plans Include: 


1.A clearly defined sales procedure for distributors and dealers based 
upon facts obtained from its national surveys. 


2. Famous Norman Bel Geddes chime designs combined with new chime 
mechanisms never before available. 


Unexcelled tone richness, in models to meet every consumer budget. 

4. Artistic and compelling Chime Display Boards that will stop pros- 
pects on sight. New in construction—new in display beauty and appeal— 
new in demonstration effectiveness. 

5. Expertly created full-color Window and Counter Displays. 

. Illustrated, color Dealer-Consumer Literature. 

7. The largest national magazine and Sunday* newspaper magazine ad- 
vertising support ever put behind the sales promotion of door chimes. 
And it’s double-barrelled in action! Big-circulation Sunday Newspaper 
Magazines for immediate sales volume in heavily populated centers—plus 
an imposing group of top-ranking National Magazines to tell the 
story of Rittenhouse superiority to millions—wherever they live. 

> These are just a few of the reasons why it will pay the far-sighted 


wholesaler and retailer to Plan Profitably with Rittenhouse. 


hittenhouse 
Cte Chane with the Gollon Clone 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, N. Y. 


o 
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built for 


FOOGH JOBS! 


@ If you ever stripped tough insulation 
—if you ever cut through hard wire—if 
you ever spliced a stranded cable—you 
know it’s a job demanding good pliers. 


Kleins were designed to do the tough 
jobs and every lineman and electrician 
knows he can rely on them in the pinches 
as well as in the routine day’s work. 


The extra quality—the extra stamina 
—the ability to stand up day after day, 
year after year, in the service of men who 
have no time to “baby” equipment have 
won Kleins their reputation. 

Now that the war has ended and the 
vast program of expansion and modern- 
ization of power and communication 
lines has begun, Klein tools and equip- 
ment will play their part in getting the 
job done quicker—in protecting the lives 
of the men on the poles. 





ee 
“aR 















This book on the 
care and safe use 
of tools will be 
sent on request. 


WELLER KLEIN & oa sone 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 


Since 1857 





Refrigerator Assn 
Cautions Buying Public 


In the face of an immediate det 
for more than 1,000,000 new home 
farm frozen food units, the Consumer 
Advisory Service of the Refrigeration 
Equipment Manufacturers Association to- 
day cautioned buyers to exercise mor 
than ordinary care in the selection 0 
equipment since “new and inexperienced 
makers of these units are springing up 
all over the country to take advantag 
quick sales opportunities.” 

Apart from investigating the respor 
sibility and reputation of the manufa 
turer, purchasers are urged by REMA 
to pay particular attention to three 
portant points—the insulation of 
cabinet to keep out heat and keep in cold 
and the manner in which the cabinet 
sealed to keep out moisture and the size 
of the condensing unit to make sure it 
has adequate capacity. All these are cf 
the greatest importance, not only fron 
the standpoint of economy of operation, 
but from the standpoint of efficiency 
storing foods properly after they have 
been properly frozen, REMA declares 

“It is only too easy for an inexperi- 
enced producer to buy a condensing untt 
build a box around it, shine it upon the 
outside and call it a home or farm frozer 
food unit,” a REMA spokesman said. “It 
should be remembered that a good froze 
food unit requires the same engineering 
and production skill and the same carefu 
material selection as a good household 
refrigerator.” 

The Refrigeration Equipment Manv- 
facturers Association is composed of 80 
members, producing all types of mechan- 
ical refrigerating and air conditioning 
equipment, including parts, refrigerants 
complete units and complete systems. 


Modern Wholesale 


Increases Tempo 


Modern Wholesale Electric, Los An- 
geles, of which J. H. Coleman is genera! 
manager, has recently made some addi- 
tions to personnel and lines. 

Porter De Ramus has been employed 
on sales promotion work and advertising 
specializing on lighting of all kinds. He 
is just out of the Marines and his pre- 
war background includes a number of 
years of experience with the Birmingham 
Electric Co., Birmingham, Ala. 

F. J. Allen, who had been with the 
company many years, was obliged to leav 
because of ill health and William R. Ros 
has been promoted to the position he 
relinquished, in full charge of shipping 
and receiving. Andrew J. Machan has 
been employed as assistant to Mr. Ros« 

A new outside salesman, Julius | 
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tric has been made full distributor in the 








would be taken over by the General 


1 


Lopez, has been employed for the Los 
\ngeles area, while Charles W. Church 
as been taken on as counter salesman. 

\s announced in the October issue last 
ear, this company is the outgrowth of 
the old Myers Electric Supply Co., the 
Milton J. Wershow Co. having taken it 

and first calling it the Myers Elec- 
tric Supply Co. Division, and later chang 
ng the name to Modern Wholesale Elec- 


\ssociated with Mr. Coleman in the 
eration of the business are George Le 
Gassick, sales manager and Louis J 
Levinson, superintendent of merchandise 

[wo notable additions to lines have 
just been made. Modern Wholesale Elec- 


southern California area for The Squar« 
D Company and for the S. & M. Lamp 
o., the latter of Los Angeles. Activities 
ere inaugurated with S. & M. on August 


it a dinner, lecture and demonstration 
meeting with the whole sales organiza 
tions of the wholesalers and manufacturers 
present. Jim Sherriff, president of S. & 
M., was there and Sales Manager Barney 

e Ramus demonstrated searchlights and 
floodlights for schools, playgrounds, and 
also for show windows. 

\ similar get-together was also ar- 
ranged with representatives of the Square 
D factory branch; namely, A. M. Camp 
bell, local sales manager and O. R.* 


Searight, field engineer. 


GE Plans to Acquire 
Vacuum Cleaner Co. 


The General Electric Company plans 
to acquire the complete business and as- 
sets of the Electric Vacuum Cleaner Com- 
pany on October 31, subject to the ap- 
proval of the stockholders of the latter 
companying, according to an announce- 

nt by Julius Tuteur, chairman of the 
ward of the Premier Division of Electric 
Vacuum Cleaner Company. 

In the event that the stockholders ap- 
prove the merger, the vacuum cleaner 
company will be dissolved, and its plant 
will become a manufacturing division of 
he General Electric Company. The Pre- 
Division will become a sales divi- 
of GE’s Appliance and Merchandise 
Department and will continue to market 


the Premier line of vacuum cleaners. It 
lanned to have Ralph B. Wilson con- 
tinue as active head of the Premier 


Division. 

Vhen interviewed, Mr. Wilson stated 
no changes in product, distribution 
po:icies, or personnel were contemplated, 
an that existing franchise agreements 
ie Electric Vacuum Cleaner Company 


‘tric Company. 








WIRE * CORD SETS * CARTRIDGE and 
PLUG FUSES * FUSTATS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 
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00% = Pierce ‘‘ Balanced Lag”’ 
link design locates 
— ” plenty of lag in area 
reached by currents 
200% 120 ¥ 
o : “at work,” but leaves 
° < 
” SOPOIAN00 2 only a necessary 
3 F E amount in the higher 
35% tte denne, Wi 
3 e trouble zones. 
0 100% 60 > 
a ame. VY 
FUSE 
20 
AMP 
MOTOR 











OVERLOAD RANGE 


Momentary ‘“‘squir- 
starting 


rel cage’’ 
currents (up to 


times running cur- 
rent) fall withim the 
**overload range’’ 


(shaded area). 








6 


The new Pierce 
*“*Balanced Lag’’ 
link locked in 
place in the inner 
tubular-arched 
unit of the Pierce 
Fuse. 


WHERE LAG BELONGS 


Lag, to keep 


serviceable machines running, 


should be plentiful in the ‘overload range,” 
where the working currents flow. The new Pierce 
link, for example, has 3 to 5 times the lag, at 
135% fuse load, of any other lag-links tested, with 
similar balance thruout the ‘‘overload range.”’ 


SOLD THROUGH LEADING DISTRIBUTORS 
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Hardware Supplies Are 
Among Surplus Goods 


Millions of dollars worth of hardwar 
and plumbing supplies are included as a 
part of the $200,000,000 in surplus good 
for sale by the United States Department 
of Commerce Office of Surplus Property 
according to William S. Bradley, Director 
of this office designated by the Sur 
3oard to dispose of war surpluses. 

Many of the items, declared surplus 


the services, have been in short supply 
a long time, and will find a consun 
market prepared to absorb them. 

In offering this merchandise to thx 
trade on a national basis at fixed prices, 
officials of the Office of Surplus Property 
feel that they have reached an equitabk 
solution to the problem of balance be- 
tween general supply on one hand and 
protection of business on the other. 

There are numerous items offered this 
month in the hardware and plumbing lin 
among which are pipi-threading stocks 
and dies, batteries and cast iron hopper 
type water closets. 

Another favorable factor is the method 
which has been established for submitting 
orders, which may be accomplished by 
sending duplicate copies of the purchasers 
regular order blank. Orders can be placed 
and samples inspected in each of the 
eleven regional offices of the Office of 
Surplus Property. It is the purpose of 
the program, according to Mr. Bradley, 
to move merchandise as quickly: as possi 
ble, and without any dislocation of th 
regular market. 

The regional offices are located as fol- 
lows : 600 Washington St., Boston, Mass. ; 
350 Fifth Ave., New York City; La- 
Fayette Bldg., Fifth and Chestnut Sts., 
Philadelphia, Penn.; 704 Race St., Cin 
cinnati, Ohio; 209 S. LaSalle St., Chi- 
cago, Ill.; 105 Pryor St., N. E., Atlanta, 
Ga.; 609 Neil P. Anderson Bldg., Fort 
Worth, Texas; 2605 Walnut St., Kansas 
City, Mo.; 1030 Fifteenth St., Denver, 


Colo.; 30 Van Ness Ave., San Francisco, 
Calif.; and 2005 Fifth Ave., Seattle, 
Wash. 


GI’s Home Loans 


Near 12,000 Mark 


Returning veterans had 11,220 loan 
guarantees for purchases of homes ap- 
proved by July, aggregating $18,500,000, 
George Easton, president of the National 
The av- 
erage loan is $3,300. There have been 
1,798 loan applications rejected chiefly 
because prices asked by sellers were above 
what the Veterans Administration con- 
siders normal value. 

During this time the Veterans Admin- 
istration said it has guaranteed 728 Gl 
loans for business, only 270 for farms. 


Loan League, declared recently. 
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Landers, Frary & Clark 
Announce; ‘Systemeering”’ 


“Systemeering,’ which the sponsors 
term “a streamlined, scientific approach 
to the control of retail operation designed 
cnt Hto help dealers evaluate, modernize and 
control the everyday functions of their 
selling operations to conserve profits” has 
been announced by Landers, Frary & 
Clark, New Britain, Conn., manufacturers 
f the Universal line of appliances. 





The company has retained Dr. O. P. 
York University’s 
School of Retailing, to coordinate the 
vast amount of material to be worked 


Robinson, of New 


ces, § with and to present “it in an interesting, 

readily understandable and thoroughly 
able B unbiased manner in a 40-page portfolio 
available to dealers,” according to W. J. 
and § Cashman, director of Universal’s promo- 


tion and publicity, and author of the plan. 
this In discussing ‘“Systemeering,’ Mr. 
ine Cashman said that it is designed “to han- 
cks dle the vitally important subject of retail 
per @ operation and do it in a way that should 

lay low for all time the bug-a-boo of 
hod § business detail and control, lack of which 





ting § causes many retailers to trickle away the 
dollars that spell the difference between 
ers — surplus and deficit.” 

iced (Further details on “Systemeering” 
the B will be presented in a later issue of 


of § WHOLESALER’Ss SALESMAN.—The Editor.) 


* }Canada and U. S. RMA 
Hold Joint Meetings 


Radio industry leaders of the Canadian 
i. and American RMA held joint meetings 
October 10 and 11 at the Westchester 
Country Club, Rye, N. Y. Officers and 
directors of the Canadian RMA, headed 
by President R. M. Brophy, were sched- 
uled to be the guests of the American 
RMA at a “return” meeting following the 
oint session of the two national organi- 
zations last April at Montreal. Prom- 
inent government officials of Canada and 
the U. S. were invited as speakers at a 
dinner on Wednesday, Oct. 10. 





Silex To Use 
Wholesalers Only 


The elimination of all direct sales to 
retailers has been announced as the new 
B policy of The Silex Company, Hartford, 
Conn. manufacturers of glass coffeemak- 
ers, electric coffee stoves, steam-electric 
irons and other small appliances. Here- 
afier, the company stated, “sales to all 
classes of retailers are to be handled 
through the franchised distributors, who 
wi | be in a position to render closer and 
more detailed service to the individual 


” 
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Presenting «+» + 


OUR NEW MODEL 900 


Electric 





@ Observation glass in lid. 

@ Combination in-built revolving temper- 
ature guide and cooking time-chart. 

@ New-type air and moisture control gives 
better flavor and appearance to all 
foods. 





Roaster 


@ The advanced Everhot 
Electric Roaster, embodying 
unique, startling features of 
design, construction and 
performance combined with 
traditional Everhot quality 
and dependability is now 
ready for distribution .. . 
Completely engineered — 
thoroughly tested this new 
Everhot fully meets the 
expectation of dealer and 
consumer for extraordinary 
post-war advancement in 
such utilities. 


Features That 
Make Sales 


Advanced styling brings 
new beauty and symmetry 
to cabinet and roaster en- 
semble presenting sheer, 
easily cleaned surfaces, 
artistic trimmings, toe-in 
plate, and rigid reinforced 
door with concealed handle. 


@ Stain-proof cover. 

@ Turn-a-knob mechanical cover lifter. 

@ Deeper roasting pan assures more uni- 
form cooking and better browning. 

@ Stainless steel covers for all utensils. 

@ In-built timer clock control optional. 





The Swartzbaugh Mfg. Company . . . Toledo 6, Ohio 


AUTHORIZED 


WHOLESALERS iN 


ALL MARKETS 


EVERHOT 


PRODUCTS 





ROASTERS.. HEATERS.. APPLIANCES 
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Correct distribution of lighting 
equipment gives an attractive ap- 
pearance to service stations. QUAD 
has a most complete line of lighting 
units for this need—a few of which 
are shown. 

We have the correct unit for the 
pump island . . . floodlights for 
area lighting . . . angle reflectors 
for the signs . . . in fact any unit 
your Customers want we can supply. 

You don’t have to be told that 
service stations all over the country 
are ready for modernization . 
that’s why we urge you to sell 
QUAD Lighting Units and get your 


share of this business. Our catalog 


is complete with descriptions, illus- 
trations, etc. on our whole line— 


send for your copy. 


QUADRANGLE MFG. CO. 


323.7808 1A 3%. 





CHICAGO7, ILL. 





Adequate Wiring Plans 
Outlines By Utilities 


With an accumulated need for mv 
homes in the nation estimated to be | 
yond the six million mark, numerous el 
tric companies are preparing post-v 
campaigns to stress the importance 
proper wiring in new dwellings and at 
the same time raise the electrical capac 
of wiring in 30 million existing hom 
according to the Edison Electric Ins 
tute 


Survey Report Released 


In a survey and report of the Cor 
mercial Planning Committee of EI 1 
leased recently, it is pointed out itl 
‘just as the automobile industry in t 
early twenties was. confronted with 
dual job of promoting the building 
new reads and improving the traffic « 
pacity of existing roads, the electric i 
dustry today is confronted with th 
necess:ty of raising the electrical capacit 
of wiring in existing residential structures 
and in seeing to it that new struciures a1 
adequately wired.” 

Promotional efforts of the industry will 
he directed to showing that adequate wii 
ing consists not only of enough conveni 
ence outlets in the rooms of a dwelling 
but service connections and circuits of a 
size sufficient to carry all needed current 
Advertising will emphasize that adecuat 
electric installations not only promot 
home comforts but favorably affect prop 
erty values and are helpful in deferring 
obsolesence of homes. 

“Enough is known of manufacturers 
the report states, “to warrant the 
assertion that redesign of accepted appli- 


, 


plans,’ 


ances will increase their usefulness and 
provide greater reliability and _ better 
styling will make them more attractive 
New developments in the refrigeration 
field will make mass production items of 
such devices as home freezers and room 
coolers. The availability of new and bet- 
ter designed appliances coupled with the 
public’s growing appreciation of the 
service they render, will aid materially in 
reaching the goal of increased residential 
consumption. That a heavy pent-up cus 
tomer demand exists is amply confirmed 
by numerous surveys made in many sec- 
tions of the nation.” 


52 Appliances 


Not counting lights, 52 electrical de- 
vices can go into the average home of 
eight rooms, products ranging from the 
clothes drier in the basement to the attic 
ventilating fan, the germicidal lamp in 
the nursery to the electric blanket on the 
sleeping porch. 

New products creating a heavier load 
for the power lines will be the refriger- 
ator containing a major compartment for 
the storage of frozen foods. Mass pro- 
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luction methods will create a compart- 
ment for the storage of frozen-food 
chests and for room coolers, weighing less 
ecause of improved design and materials. 

“It is inconceivable,” the report states, 
‘that a family would start out to buy a 
house and fail to count the number of 
bedrooms. Few customers, however, 
realize that wiring is of equal importance 
And if appliances do not operate properly 
or lighting in unsatisfactory the customer 
either criticizes the quality of his elec- 
tric service as poor or blames the appli- 
ances themselves.” 

The report also makes the point that 
it is the occupants of low-cost housing 
who will be most in need of “electric 
servants” and thus such housing should 
have carefully planned wiring. Prospec- 
tive purchasers of homes have learned 
through the war years to appreciate elec- 
tric services due to the scarcity of do- 
mestic help, particularly in the case of 
war workers seeking to save time and 
funds in their house work. 


Blames OPA Pricing 
For Radio Set Delay 


Reconversion of the radio industry to 
civilian production is stalled, with wide 
unemployment, because of the OPA pric- 
ing policy, with a delay of several weeks, 
at least, in prospect, the Radio Manufac- 
turers Association stated last month. 
Tube, parts and cabinet manufacturers 
generally are refusing orders from set 
manufacturers, and the industry is unable 
to proceed with civilian production and 
employment because of the OPA pricing 
policy, based on Oct. 1941 levels, which 
precludes recovery of all actual produc- 
tion costs, RMA said. 

The industry appealed to Congress fot 
relief, after industry leaders had held a 
series of conferences with OPA officials. 
RMA, through President R. C. 
ind Executive Vice President Bond Ged- 
des, detailed the industry’s general sus- 


Cosgrove 


pension of civilian radio production to 
Senator Mead, of New York, Chairman 
of the Special Senate War and Reconver- 
ion Investigating Committee (formerly 
the “Truman Committee”). Senator Mead 
romised immediate action with OPA and 
ilso a committee investigation, prelimi- 
lary to formal committee hearings which 
he Senator said may be held. RMA mem- 
ers also are making direct appeals to 
heir Senators and Representatives, sup- 
lemented by similar action of labor union 
eaders. 

That OPA continues firm in its price 
rogram, which is a major administration, 
olicy backed by Director John W. Sny- 


ler of the Office of War Mobilization & | 
Xeconversion and also by President Tru- | 
nan, was indicated at industry confer- | 


nces with OPA. 


October 1945—-WHOLESALER’S SALESMAN 










FAST HEATING... 
FAST HANDLING 


FAST SELLING! 





@ The BAKER Flash is the revolutionary gun-type soldering 
‘ron that answers industry’s demand for a FASTER, HANDIER 
and MORE EFFICIENT tool! 

The tip flashes to soldering heat almost instantly followirig 
pressure on the trigger control. Correct temperature for most 
efficient work is easily maintained, over-heating and unnecessary 
oxydation avoided, cleaning and re-tinning time saved. 

Natural gun grip; cool, protected plastic handle; light weight; 
perfect balance—these are advantages that make the BAKER 
Flash extremely easy to use, ideal for work in close places. 

Completely equipped for immediate operation from 110-volt 
transformer or from standard storage battery. 


YOU CAN SELL 
iT Now! 


Distributors — write or wire for complete information 


BAKER-PHILLIPS COMPANY 


3017 LYNDALE AVE. SO. MINNEAPOLIS 8, MINNESOTA 

















Demand for inter-communication is swinging into high gear in a 
hurry. Business and industry all over the country is keenly inter- 
communication conscious ... in a highly receptive buying mood. 
So, go to town with Talk-A-Phone. 


... And 
Get Going 
NOW! 


Forge into the lead and stay there with the World's most ad- 
vanced and complete line of inter-communication . . . inter- 
communication that "HAS EVERYTHING". Send for colorful 
Talk-A-Phone catalog listing a unit 
for every requirement. Learn how 
easy Talk-A-Phone is to install. 
Learn about our protective jobber 
policy . . . about trade getting dis- 
tributor helps, backed by hard hitting 
National advertising. Write or wire 
today. Get going NOW. Address 
Dept. | A, 


Talk-A-Phone Mfg. Co. 


Rd. Chicago 23, 
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KWIKHEAT’S 
BUILT-IN 
THERMOSTAT 


* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 

* TIPS LAST LONGER 

* COOL, SAFE HANDLE 

* LIGHT WEIGHT 


The Kwikheat Soldering Iron 

has ample reserve power for 

your soldering jobs—225 watts 

held in check by a thermostat 

built right into the iron* —main- 

taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons)—prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat lron 

is hot, ready to use only 90 seconds after plug- 

ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 
41 #2 #3 #4 #5 
$1.25 $1.25 y pea $1.75 & , 25 

VANATTA 


*patented 


THERMOSTATIC SOLDERING IRON 
A Division of 


Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif 


~% 








NEWA Points Out 
Farm Bulb Market 


The great extent to which electric ligt 
bulbs are used by farmers was brougl 
to the attention of members of NEWA re 
cently in a release in which Chas. Pyk 
managing director, outlined informatio 
on the market as received from rece 
surveys of the Curtis Publishing Con 
pany. He said that: 

“The Curtis Publishing Company of 
Philadelphia through their research de 
partment have been conducting an unusu 
ally comprehensive study to determine th 
total number of electric light bulbs in us: 
and on hand in farmsteads. They hay 
issued a report entitled “Farmstead Light 
Bulb Inventory.” The report covers the 
first 454 returns received from members 
of Country Gentlewoman League Clubs, 
among whom this inventory was taken. 
In each instance it was requested that 
reports be made only by those having elec- 
tricity in their farm and farm homes. 

“A summary of the overall inventory 
discloses the following, based on 454 
farms: 

Number Average 


of Bulbs Per Farm 


Farm house...... 9,475 20.8 
Farm buildings... 3,546 78 
Equipment ...... 10,886 24.0 
Replacement 1,573 35 
BO css avers 25,480 56.1 
“This inventory includes light bulbs 


used in lighting the various rooms in farm 
houses and in the lighting of farm build- 
ings and exteriors. It also contains the 
number of light bulbs on the 454 farms 
surveyed which are used in electrical ap- 
pliances, on motor driven vehicles, farm 
implements and such items also as flash- 
light hand lanterns, photoflash and pho 
toflood lights, sunlamps and home infra 
red. 
“One section of the survey report 
shows the number of electric light bulbs 
in use in the 


farm 
The number of these light bulbs 


various rooms of a 
home. 
in use in these various rooms is one to 
as many as 38 which is reported in on 
a living room. As an ex 
ample to illustrate this phase of the re 
port, the that 5 
light bulbs are in use in 56 living rooms 
40 dining rooms, 10 kitchens and pantries, 
56 bedrooms, 1 bathroom and 3 halls. A 


instance in 


figures show electri 


single electric light bulb is reported 1 
use in 79 living rooms, 118 dining rooms 
168 kitchens and pantries, 39 bedrooms 
159 bathrooms and 182 halls. 

“The report shows also that a sing] 
electric light bulb is in use in 75 closets, 
89 attics, 88 cellars, 118 porches; 4 electr 
light bulbs are in use in 17 closets, 
attics, 23 cellars and 5 porches. 
farm buildings are co! 
cerned the report indicates that 1 electri 


o g 
So far as 
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light bulb is in use in 135 garages, 55 
barns, 63 poultry houses, 95 milk houses, 
62 wood or coal sheds, 45 tool houses and 
A total of 4 electric light 
bulbs is shown to be in use in 3 garages, 

barns, 26 poultry houses, 4 milk houses, 


machine sheds. 


1 coal or wood sheds and 6 tool houses 
and machine sheds. 

“The electric light bulb is shown by 
this report also to be in wide use in con- 
nection with the major electrical appli- 
ances operated. For example, a single 
electric light bulb is reported to be oper- 
ating in connection with 276 refrigerators, 
2 kitchen ranges, 109 electric irons, 85 
sewing machines, 78 vacuum cleaners and 
A single electric light bulb 
is also reported in use with the following 
48 clocks, 18 bicycles, 54 home 
night lights, 15 toy trains, 11 slide or 
movie projectors, 31 switch lamps, 111 
flashlight hand lanters, 6 photoflash or 
photoflood lights, 24 sunlamps, 18 home 
nfra-red, 163 yard lights. Although the 
figures just reported cover farm buildings 


226 radios. 





items : 


( E-M-T CONNECTIONS IN A FEW SECONDS! 

With B. M. Fittings 
TWO QUICK SQUEEZES give you Finer, — 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable . 
time and materials. Then too, they are 
stronger, neater and much easier to work 


with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 





DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Ill 
Clayton Mark & Co., Evanston, Ill 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 


and appliances using one electric light 
bulb there are a surprising number of in- 


stances in the report showing more than 
a single light bulb operated in the farm 
buildings and in connection with the elec- 
trical appliances and other electrical 
items. 

“The table and floor lamp inventory 
also is worthy of note. The report shows 
that a single floor or table lamp furnishes 
light in 101 living rooms, 63 dining rooms, 
49 bedrooms, 7 halls and 9 porches. It 


shows also that 4 table or floor lamps 

















tomers—more profits from each job! : 
(All B-M Fittings carry the Underwritérs, 
Seal of Approval) 


Prompt Deliveries on Properly Rated Orders 





Triangle Conduit & Cable Co., 
New Brunswick, N. J. 


Pittsburgh, Pa. 



































ire in use in 30 living rooms, 1 dining ’ “ 
om, 22 bedrooms and 1 porch. Here 
again the total figures vary in the various OR ATOR PLA 
rooms, but the foregoing gives some idea be i 
{ the extent to which these two types of m , 
ighting are used. ‘ 
‘A total of 72 farm homes report the 
se of fluorescent lighting. Those 72 Se 1 etm ig 
homes report the use of fluorescent light- as 
ng in the following locations: 44 kitch- i» OFFERS TWO STRONG LINES... 
ens and pantries, 14 bathrooms, 13 dining 
rooms, 10 living rooms, 3 bedrooms, 3 un- 
specified rooms and 1 shop. (This total y P 1°] P U L aA i R E 
exceeds 72 because some houses reported and 
se in more than one location. 
“In addition to the light oa reported SYMPHONIQUE 
se, the survey discloses that there oe . plus. oe 
¢ a total number of 1573 bulbs on hand 
r replacement among 326 farm homes, NEW MERCHANDISING COOPERATION 
ran average of 48 per farm.” for your maximum chime business! 
Nation-Wide Distribution 
Through Leading Wholesalers 5% 
aes or, ‘ 0° eee 
7 id 
& " ad 
Wire produced by one company in ’44 ‘ f cl 
and used by a manufacturer of, portable i wil 


elec'ric tools supplying war plants and the 
armed forces would wire 40,000 washing 
machines—or 67,000 electric refrigerators 
27,000 garage and shop tools. 








MELL-O-CHIME AND SIGNAL CORP. 
119 South Jefferson St. ° 


Chicago 64, Illinois 
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VARIETY . .. for more Sales ; 


TRICO Distributors not only profit from 
the sale of the famous TRICO “Powder- 
Packed” Renewable Fuse but also sell kin- 
dred money-saving items such as... 


TRICO KLIPLOK CLAMPS for fuse clips 
Supply the necessary pressure between 
fuses and clips. 

TRICO HEAVY-DUTY TEST CLAMPS 
For temporary connections, meter and 1] 
24 motor testing, jumpers, etc. oe 

Parte TRICO FUSE PULLERS : 

Bf ocd A real safety tool for handling live elec- 

trical parts. 

TRICO OILERS and ACCESSORIES 
Visible, automatic lubrication for all 
types of bearing surfaces. 


TRICO LEAKPROOF AIR GUNS 
The finest gun for cleaning elec- 
trical apparatus, 


ON EVERY CALL... SELL THEM 
ALL—THAT’S REAL PROFIT. 























“PREFERRED FOR QUALITY 


TRICO FUSE MFG. 
MILWAUKEE 12, WISCONSIN 


Nation-Wide ACCEPTANCE MEANS 
Greater Profits for you in BELfone 


EO 














The BELL line, with its nation-wide acceptance, provides you with 
an unparalleled opportunity for more sales . . . and greater profit. 
Time-tested BELfone systems fit any intercom need and are designed 
for quick, easy expansion or rearrangement at any time. BELfone 
provides clear-toned, two-way conversation between any or all key 
oints. Other BELL Systems for voice-paging, industrial broadcast- 
ne public address and related needs. Get complete details 
NOW.... Write today! 





BELL SOUND SYSTEMS, INC. 


Columbus 3, Ohio 


Cleveland 3, Ohio 


1197 Essex Ave. 
Export Office 


4900 Euclid Ave., 
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High Employment Seen 
By Economic Group 


Reports from 100 cities and counties 
throughout the nation, released recently 
by the Committee for Economic Develop- 
ment, indicate total employment after re- 
conversion in those areas will be 24 per- 
cent greater than it was in 1940. The 
100 communities had a total of 3,396,839 
workers in 1940 and expect to employ 
4,231,623 persons after reconversion has 
been completed. 

In releasing the data Walter D. Fuller, 
president of the Curtis Publishing Co. and 
chairman of the CED Field Development 
Division, said: 

“The reports from these communities 
indicate that businessmen are planning 
boldly to assure high level, productive em- 
ployment as rapidly as it can be provided 
after reconversion. The reports in every 
case have been checked carefully after 
the data were received from individual 
employers. We believe comparable figures 
will be submitted later by other communi- 
ties which make up the national CED 
organization.” 

The report was broken down into thre: 
Of the 100 areas, 43 re- 
ported on surveys of their industrial em- 
ployment in 1940, also at the peak of the 
war effort and then gave forecasts oi 
their prospective factory job totals after 
reconversion. Another 47 areas had com- 
pleted commercial and industrial surveys 
and thus had a broader picture of antici- 
pated peace-time employment. Ten addi- 
tional communities had completed their 
surveys of industry, commerce and agri- 
culture. 

Employment in the 100 communities 
rose to a total of 4,837,261 at the peak 
of war production, Fuller said. The 
cities represent every section of the coun- 
try and range in size from small towns 
up to Philadelphia. 


classifications. 


Communities 1940 version at? 
% of 

Gain 

Post- 

Recon- 

After version 

Recon- Over 

Communities 1940 version 1940 
Anniston, Ala..... 17,785 23,619 32.8 

Geneva County, 

SE. ced pas & 0 etna 940 1,092 16.2 
Jefferson County, 

BA = daeectucww o's 124,140 142,968 15.2 
Talladega, Ala. .. 1,966 2,969 51.0 
Ashdown, Ark. ... 168 239 38 42.3 
Camden, Ark...... 1,787 2,485 36.3 
Little Rock, Ark... 4,608 6,054 31.4 


San Diego, Calif.. 65,750 102,000 655.1 


Pueblo, Colo...... 14,154 18,951 33.9 
Norwich, Conn. 

(& vicinity ..... 7,645 10,284 34.5 
Panama City, Fla. 1,809 2,135 18.0 
Atlanta, Ga. 

(& vicinity) .... 21,839 28,392 30.0 
mavenstet, Til. cccss 3,610 4,986 38.1 
Crawfordsville, Ind. 1,322 2,280 72.5 
Evansville, Ind.... 39,373 54,600 38.7 
Indianapolis, Ind.. 67,620 103,433 53.0 
South Bend- 

Mishawaka, Ind. 36,922 45,109 22.2 
Des Moines, Iowa. 45,312 56,935 25.7 
Dubuque, Iowa.... 6,706 8,748 30.5 
Waterloo, Iowa... 12,479 16,176 29.1 
Owensboro & Davies 

A . ics ce cess 5,700 7,700 35.1 
Camden, Maine .. 708 983 38.8 
Baltimore, Md.....125,000 150,000 20.( 
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Fredrick County, 
WE sib dai'e. 004 anoue 4,499 5,752 27.9 
Framingham, Mass. 
(& vicinity) .... 5,411 7,822 44.6 
Gardner, Mass.... 5,808 7,359 26.7 
Lynn, Mass....... 3,760 23,840 73.2 Shui e Zz a 
Pittsfield, Mass. Lecele tices 
“s 7 eee 11,428 14,753 29.0 y 
‘ly Springfield, Mass. 
(& vicinity) .... 41,780 58,003 38.8 
Worcester, Mass.. 31,091 34,872 12.2 ase) | yrola 4 
Battle Creek, Mich. 10,886 13,761 26.4 
Grand Rapids, 
- i, sspateed e% 36,092 54,649 51.4 
1 Marquette, Mich... 4,686 4,866 3.8 
ant Albert Lea, Minn. 4,266 en a. aa a 
2 Brainerd, Minn.... 3,459 5,209 50.6 
9 Duluth, Minn...... 35,866 39,918 11.3 DONGAN PM TYPE 
oy Jackson County, 
{eee 43.9 
ms Hannibal, Mo. ... 51.1 co TROL 
Kansas City, Mo.. 5: 26.0 
Kirksville, Mo.... 10.2 
= 0 ee Me... - TRANSFORMERS 
nd St. Louis, Mo. 
_— (& vicinity) ....152,$ 34.6 
nt Bozeme } ; 77 23. T : 
nt —— ae -s Used on magnetic starters, breakers, 
Eastern Union cabinets, etc., for outside mounting 
ie , aT. S: Pa where lower than line voltage is desired. 
ng vicinity) ....... 35,421 651,465 45.3 Equipped with nipple and locknut for 
Jersey City, N.J. 29,299 35,475 21.1 knockout mounting. Made in 50-60 cy. 
m- New Brunswick, 160/230 iol . ; a— «+ li 
led _ epee .. 15,720 23,105 47.0 ——20U / as volts primary, 2 volts 
, tutherford, N. J. secondary. 
ry (& vicinity) .... 4,045 5,470 35.2 
t Albuquerque, aA 
er Mex. (Bernalillo 
= COUT) ccccrvcee WAD 23,126 21.4 W 
_ toswell, N. Mex.. 1,271 1,616 27.1 IRE US YOUR ORDER 
res Binghamton, N. Y. 21,226 24,352 14.7 
. Buffalo, N. Y. 
ni- (Erie County)...138,597 157,504 13.6 
=D age < Zocee 13,432 15,887 28.0 DONGAN ELECTRIC MFG. CO. 
eS Pe, PN. Es esse Ee 9,262 24.3 : . 
Johnson City, N.Y. 19.406 22498 16.0 2989 Franklin Detroit 7, Mich. 
Mamaroneck, N.Y. 303 658 117.2 
re Rochester, N. Y... 59,700 72,534 21.5 
re- 2 —-——% ° an » See oees 3 yes 13.5 — “| 
Troy, N. Y........ 44,000 54,000 22.7 ~ i 
“m- Ce Es Be cocess 18,783 22,662 20.7 The Dongan Line We Invite 
Charlotte, N. C.... 20,147 24,613 22.2 H 4 H e 
the Gastonia, N. C.... 24,184 33,100 36.9 Since Nineteen-Nine Inquiries 
of High Point, N.C... 20,218 24,598 21.7 
Winston-Salem, 
ter  ). BAe 42,500 44,670 5.1 
Clinton County, 
m- NE ei cas chan 2 862 1,364 58.2 a - ——— = ; 
eys Columbus, Ohio...139,891 172,258 23.1 
as Coshocton County, | 
iC1- ee See ee 4,206 5,350 27.2 
idi- Cuyahoga County, | 
Ohio (Cleve- 
1eir SS Ree 122,411 135,391 10.6 
2 Elyria, Ohio ...... 9,887 13,889 40.5 
+t Fulton County, | 
Ge es occte cokes 1,126 2,503 122.3 
Marion County, | 
ties CD be ntanes nba 10,422 12,480 19.5 
: Middletown, Ohio. 14,403 17.244 19.7 | 
eak Summit County, 
The Ohio (Akron)... 69,525 92,239 32.7 
Warren, Ohio 
un- (covering Trum- 
. bull County).... 18,735 26,011 38.8 
wns Washington C. H., | 
CE nnndahcd bas 787 1,584 101.3 | 
Delaware County, 
940 Pe. 6 wet penne he's 39,212 55,000 40.3 | 
of Erie District, Pa. 
in (includes 9 | 
st- counties) .......53,444 67,445 26.2 
on- Lehigh County, Pa. 24,763 30,801 24.4 
sior Philadelphia } 
ver County, Pa......700,500 824,400 17.7 | 
ne Westmoreland as ope the name made famous laculaler 
9g County, Pa...... 0,557 . 5.3 poe ey 
York County, Pa. 29,872 35,985 22.3 by foremost chefs! 
=) aw o ae . ° ® 
oie (& vicinity) oak . 28,327 33,901 19.7 The favorite of foremost chefs is rapidly 
9 Providence, i 76,228 84,843 11.3 | becoming No. — ae, bs 
"9 Charleston, S. C.. 7,988 8,808 10.3 y ran lass, distinc- 
t Aberdeen, S. Dak. 2,808 3,470 23.6 aoe oe He wets Sa gp eres 
t Deadwood, S.Dak. 734 892 21.5 tively designed, equipped with tamous 
4 Sioux Falls, DUTCH Filte-—VACULATOR is “tops 
¥ Os 11,575 15,189 31.2 | in value! 
9 Watertown, S. Dak 2,064 2,438 18.1 
Dyersburg, Tenn.. 5,611 5,500 -2.0 f 
¥. Fayetteville, Tenn. 1,775 1,850 4.2 ' 
¥; Memphis, Tenn. ; 
: Shelby & Tipton ' 
).( ee on enens oe gee 64.2 ; 
oy Nashville, enn... 21,717 8,302 30.3 ' clothless 
+: Beaumont, Texas. 18,710 23,789 27.1 ‘ FILTER : 
+ Fort Worth, Texas 76,052 103,222 36.0 ' H 
¥ Martinsville, Va... 9,626 12,057 25.3 ' : 
: sanane, by 68,871 85,429 24.0 ; : 
) ingham, Wash. 4,378 6,336 44.7 ‘ . 
t Fairmont, ‘W. Va.. 18,147 19,846 51.0 : Sparkling CHINA ‘ 
) Milwaukee, Wis. ‘ H 
Df ce) eae 125,160 152,064 21.5 H NO cloth, NO paper ‘ 
Ss evens Point, : 4 Snaps in EASILY ' 
; l WOE oeccrecceee 5,700 bak 4,438 19.1 : Fits all standard makes H ean 
+ trand Total.. .3,385,549 4,217,076 : as VAECLAISR ° GHEROD' GES 
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You can count on complete customer satisfac- 
tion from DRAKE Soldering Irons. Backed by 
25 years of soldering iron manufacturing ex- 
perience DRAKE Soldering Irons have built 
a reputation for quality that makes them dis- 
tinctly preferred b 

industry. 














3656 LINCOLN AVE - CHICAGO 13, ILL. 


y fast-producing American 


Drake Has An 


lron for Every Purpose 


Write for Illustrated Literature 
on the Drake Soldering Line 


DRAKE ELECTRIC WORKS, INC. 






when you suggest 


DRAKE 


SOLDERING 
IRONS AND 
SOLDER POTS 


“COLOVOLT COLD CATHODE 





8 feetliong - 


Here is the new Colovolt industrial 
fixture, one of a complete line of in- 
dustrial and commercial “packaged” 
units. Equipped with the standard 93” 
Colovolt 10,000 hour lamp, Colovolt 
fixtures may be used singly or in con- 
tinuous line lighting in multiples 
of 8 feet. Instantaneous starting, no 
flickering, guaranteed for 1 year ex- 


*Trade mark regis- 
tered U.S. Pat. Off. 










a ee 1 


INDUSTRIAL FIXTURES 


LOW VOLTAGE 


all steel 


cept for failure due to breakage are 
extra advantages of the Colovolt Cold 
Cathode low voltage fluorescent 
lamp. The long life expectancy of 
Colovolt lamps may be realized even 
when constantly turned on and off, 
and pre-scheduled re-lamping, with 
no loss of production or time, is now 
possible with Colovolt installations. 


Contact your electrical wholesaler or job- 
ber, or write us for full details and prices. 


GENERAL LUMINESCENT CORPORATION 


od aller \clole Maia). [elh) 
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New Electronics Center 
Designed Like Campus 


A university of industry will begin to 
rise shortly on 155 acres of ground out- 
side Syracuse, N. Y., 
tric Company begins the construction of 
its new $10,000,000 electronics headquar- 
ters plant. 


as the General Elec- 


Laid out and landscaped like a college 


campus, the new plant will be known 


officially as General Electric’s “Electron 
ics Park.” 


under the most modern conditions in well 


Here employees will work 


Midget 
lighted, air conditioned factory buildings cord oe 


and offices, surrounded by an inspir 


park-like atmosphere and reached by mo 
ern highways leading to and through t 
plant. 
and 


Every modern facility for 


efficient manufacturing operations 


also will be available. Floor area involved 
will be in excess of one million square 
feet. Buildings to be constructed includ 


reception, administration, laboratory 





transmitter, receiver, specialty, restau 
rant, service, boiler house and a_ sub- 
station 


Electronics Center 

From this G. E. 

center will flow to the United States an 
the world a myriad of products 


Syracuse electronics 













ws 


CABLE — 
CLAMPS | 


For fastening electric wires, 


cable, pipe or conduit 


Victor Cable Clamps are also 
suitable for wiring of truck: 
radios, and other industria! 


products. 
Made in all standard sizes 


Available in zinc plated steel! 


Also in brass. 


Large stock always on hand 


Special sizes made to 


specifications. 
Se ‘ 


WRITE FOR CATALOG 


VICTOR SPECIALTIE 
‘6 MORRIS STREET, NEW ROCHELLE, N. ¥ 
_ DEPT. W - PHONE: NEW ROCHELLE 2.4202 
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midget 


TRIPLOC 


Midget Triploc 
cord conductor 


Interchangeable contact units— 
male and female types available. 


e & & 
% 9 v 


2 pole 3 pole 4 pole 


compact, heavy duty 
plugs and receptacles 


@ Midget Triploc plugs and 


eceptacles are ideal for use with 
R great variety of portable elec- 
ical equipment where oper- 
ating conditions are severe. In- 


erchangeable 2, 3, or 4 pole con- 
gact units permit many different 


ypes of assembled combina- 


fions. The protected female 


ontacts may be assembled in 
tither plug shell or receptacle 
ousing for protection in line 
ide of circuit. Automatic bay- 
bnet lock is simple and effective; 
polarity is maintained and cor- 
ect insertion of plug assured by 
nequal spacing of contacts. 
round protection is provided. 
onsult your Pylet Catalog for 
omplete listings of all types. 
Rating 1OA, 250V., 15A, 125V. 


THE PYLE-NATIONAL COMPANY 


1392 N. Kostner Avenue, Chicago 51, Illinois 








Wesco Appointments 
On Pacific Coast 


The Westinghouse Electric Supply 
Company, Los Angeles, Calif., has re- 
cently stationed Ben Rogers at San Diego, 
Calif., to handle Westinghouse radios in 
that territory. Mr. Rogers was formerly 
active in the radio business. 


OBITUARIES 





E. B. Latham 


One of the pioneers and one of the best 
known men in the electrical wholesaling 
industry, Mr. E. B. Latham, chairman of 
the board of E. B. Latham & Co., New 
York, died in Plainfield, N. J., on Sep- 
tember 3rd. He was 81 years old. 

Mr. Latham is survived by his wife, 
and two sons, L. E. Latham and Earle 
B. Latham. 

“Mr. Latham started in the jobbing 
business in New York when the jobbers 
there could be counted on the fingers of 
one hand. The house of Latham is 
widely known and honorably esteemed by 
the fraternity throughout the country, and 


CHICAGO 


EXPANSION NUTS 


The Dependable 
Machine Screw Anchors 


For machine screw or machine bolt 
anchors, it will pay you to specify 
Chicago Expansion Nuts. These de- 
pendable anchoring devices offer 
the following advantages: 


- Quickly installed—a few hammer 
taps sets them. 
. Work can be easily dismantled. 


. No part of the anchor projects 
after*removal from floor or wall. 

. Large stocks—IMMEDIATE DE- 
LIVERIES. 


Chicago I:xpansion Nuts have stand- 
ard machine schew threads. Avail- 
able in all sizes from No. 6 up to 
and including %4"’. Setting tool free 
of charge. 


IMMEDIATE DELIVERIES 


Write for New Catalogs, 
Prices and Discounts 


CHICAGO 
CHICAGO EXPANSION 
BOLT COMPANY 


@ Chicago 12, Ill 
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Designed for 
dependable 
performance 
SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 








coR POST-WAR 


Ait 








Toastswell 
Toasters 


OASTSWELL—America’s Best’ is 

not just a catchy slogan. Through- 
out America, thousands of housewives 
loyally feel that TOASTSWELL is indeed 
the BEST toaster they’ve ever seen or 
used. 





“Best Beauty”, “Best Performance”, 
“Best Dependability”, “Best TOAST’ — 
say these many, many users. 


That's why TOASTSWELL—backed up 
by well-planned National Advertising 
—is your toaster for post-war sales and 
profits. 
THE TOASTSWELL COMPANY 
620 Tower Grove Ave. * St. Lovis 10, Mo. 


ay You LOOK AT IT 


w 
crvese OR “TOAST. SWELL 


TOASTS. WEL 














its export branch bears an international 
reputation....”’ The fact that the above 
statement was printed twenty years ago 
when Mr. Latham was presented as a 
“Man You Should Know” in “The Job- 
ber’s Salesman,” and that his reputation 
continued down to the present is even 
more proof of the enviable reputation he 
held in the industry. 

In 1895, following thirteen years in 
which he worked for electrical manufac- 
turers, Mr. Latham came to New York to 
establish an electrical jobbing business. 
For the first three years, most of his 






Less fuse Blowin 
sCOOL FUSES 








REEL ROLLERS 


@ IMMEDIATE SHIPMENTS 
@ NO PRIORITY NEEDED 


For dispensing electrical wire-and cable, 
bare copper, or steel strand—in fact any- 
thing that is wound on a reel... quickly 
-easily—safely. For Utilities, R. E A 
Ceoperatives, Ship Yards, repair and serv- 
ice trucks or for your own store rooms. 


AUSTIN No. 600 
REEL ROLLER........ $37.50 Each 


2% cash 10 days—30 days net 
F. O. B. Chicago. Weight 75 lbs.— 
maximum capacity 4,000 Ibs. 
The Reel Roller, 
ay distributed exclusively 
y trical Wh« niesaler: 


THE M.B. AUSTIN CO. 


108-116 S. DESPLAINES ST. 
CHICAGO 6, ILLINOIS 


like all AUSTIN Products, 
through the 
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KNIFE-BLADE ASSEMBLY 
| For Low Contact Resistance 

Non-Heating Wide Surface Areas 
| And Quick Link Renewal 

















APPROVED BY UNDERWRITERS 
Mfr's. Agents Territory Open 


“WARE BROTHER 


| 4420 W. Lake St. Chicago 24 


WARE 


Renewab € | 


ier: 
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business was export, but it soon turned to 
the domestic field. In a letter to the 
editorial director of WHOLESALER’s 
SALESMAN in May, 1939, Mr. Latham 
gave this report on his early activities : 
.I have been connected with the 
electrical industry since my early boy- 
ood; in fact, since I was sixteen years 
old. First with the Thompson Houston 
Company at New Britain, Conn., and 
later in Lynn, Mass., in 1894, when the 
total employees were 23, including Prof. 
Thompson, E. W. Rice, and George Cut- 
ter, superintendent. In 1888 I was trans- 
ferred to the Chicago office, and known 
as one of the T.H. experts. I received 
$5.90 a week. I installed numerous plants 
through the West, and was in charge of 
the Milwaukee office at the time of the 
consolidation of Thompson Houston 
Company with General Electric Company. 
“T had my own troubles with the Chi- 
cago World’s Fair of 1893, and during 
the depression in "94 we all got fired. I 
drifted back to New York, selling trans- 
formers, and gradually drifted into the 
supply business in 1895, just about the 
time or prior to, the organization of the 
Supply Dealers Association... .” 


W. F. Minor 


W. F. Minor, vice-president and gen- 
eral manager of The Miller Company, 
Meriden, Conn., died on Tuesday, Sep- 
tember 11, following a long illness. He 
was 64 years old. 

Mr. Minor’s affiliation with the light- 


Co acon Co sis- 
Cut Labor ie Jobs 


ore 


Finish ‘with : 


A splendid connector for fix- 
tures, junction boxes, service 
entrances, outlet boxes, frac- 
tional horsepower motors, 
electric ranges, etc. 
Made of pure drawn copper 
a of highest conductivity. Fast- 
} ens wires together under pres- 
| sure making a connection that 
—— is mechanically strong and of 
highest electrical efficiency. 
Stock Sherman “Wedge-Grips” 
and offer them to your con- 
tractor customers. You will 
find “Wedge-Grips” sell and 
make money for you. 





- 


1. Sherman wig. to. 


BATTLE CREEK, MICHIGAN 





| 
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THE CONNECTICUT CABLE CORPORATION 
Ylow tu Peacetime 
Prducttou 


OFFERS TO THEIR OLD AND NEW CUSTOMERS 


PROMPT DELIVERY 


OF ALL TYPES OF 


Electric Cord Sets 


Manufactured to commercial specifications 
or customer's individual requirements. 





@ EXTENSION CORDS @ LAMP CORDS 
@ HEATER CORDS @ RADIO CORDS 
@ HARNESSES @ CUSTOM MOLDED SETS 


All wires engineered and manufactured in our own plant. Our 
prices are truly competitive. We solicit your inquiries 
regardless of quantity. 











THE CONNECTICUT CABLE CORPORATION 


JEWETT CITY . CONNECTICUT 





Universal quality is evidenced in the extreme density of the structure, 
the smooth precision finish and the uniformity of the glaze. Uni- 
versal ‘dry process”’ porcelain knobs, cleats, tubes, house brackets 


and electric fence insulators are preferred by contractors everywhere. 


tHE UNIVERSAL ciay propucts co. 


1549 EAST FIRST ST. - SANDUSKY, OHIO 

















See that big hex head, slotted 
screw? You can tighten that 
up with wrench, pliers, or 
screwdriver—whichever is at 
hand. 


That screw forces a movable 
pressure plate down on the 
wire. No chance for the wire 
strands to separate. The pres- 
sure plate, which is the full 
length of the barrel, com- 
presses the strands—grips 
them between large, serrated 
surfaces which insure a con- 
nection that is mechanically 
strong and electrically effi- 
cient. 


A lot of good electrical con- 
tractors are using the Sher- 
man lug today. They know 
this big, strong lug saves 
them time and assures a bet- 
ter job. 


What’s more a lot of good 
electrical wholesalers are 
stocking this lug today and 


recommending it to their con- 
tractor customers. 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 


SI, erman 


ELECTRICAL 
CONNECTORS 


186 








ing industry dates back to 1901. Starting 


with the Holophane Company, he later be- | 


came manager of the Ivanhoe Regent 
Works of the General Electric Company, 
which later became the Miller Company. 
He was widely known as one of the expo- 
nents of good lighting practice. 

He leaves a widow, Mrs. Helen Minor, 
and a son, W. F. Minor Jr. 


A. L. Salt 

Albert L. Salt, retired president and 
chairman of the board of Graybar Electric 
Company, died in a hospital at Port Ches- 


For solid. 
rod, pipe, 
stranded’ cable, 
flexible cable, extra 
flexible cable. 
Seven Flexisplice sizes available to fit) 
any size from No. 14 wire to 1,000,000 
C.M. cable. Smooth surface allows easy 
taping. Carries current through con- 
tinuous pieces of 100°, conductivity 
copper. Catalog 4-C describes Flexi- 
splices and other Frankel Connectors. 


Write for copy. 





FRANKEL CONNECTOR CO. 


25 Vestry Street © New York 13, N. Y 
(Occ OS ARN NRE 
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| but the light is ON. 


|°— Tymzit is revolutionary in principle. 





lym yes 


Shiple Feature 
TOGGLE 
SWITCH 


Delayed-action 
Time control 


Parag¢ 
of top 


PO 
Ill 


Here « 
Time ( 
design 
lightin 
he Pc 
tially fe 
duty, i 
0 poul 















Delayed- -action 
“off” position 


















Instantanetr 
“off” Position 













Tymzit offers amazing new light switch 
convenience. With the simplicity of a 
standard toggle-switch, TYMZIT features 
“delayed-action” and “instant” off. A sim- 
ple set-screw in the toggle sets TIME- 
DELAY interval from 5 seconds to 3 
minutes. (See illustration). Just flip the 
Tymzit toggle. The switch says OFF... 
Then AFTER the 
selected interval —the light goes out 
automatically. With slight additional pres- 
sure downward, the light is off instantly 


There is no clockwork, yet Tymzit is en- 
tirely mechanical. The phosphorescent tip 
makes toggle easy to find in the dark. 


WHERE LIGHT IS NEEDED NM 
AFTER SWITCH IS OFF— 














Get in 


Flip the 
Switch ... Bed... Go Out! 


YOU NEED Tym ZiT 


Dozens of other handy uses mean broad 


Lights 








consumer demand for Tymzit. Low if Borag 
cost. Fits all standard wall boxes — in- §))..:, 
cluding shallow “Gem B” or “handy. 
types. Uses any standard switch plate. « rv 
Built to U/L specifications. Fine silver FF°: +t 
points. Highest quality construction. Foon 
Rated 10 amps at 125 volts; 5 amps at Blete 
250 volts. Easy to install as original of Parag 


replacement equipment. Available in sin- i; 


gle or double pole types. " 


TS on¢ 








Write today for the Tymzit sales story. 
It leads to NEW SWITCH PROFITS FOR 
YOU AND YOUR DEALERS. 

Dept. W. 


The T. J. MUDON CO, 
1240 Merchandise Mart | : 
Iinois | “ip 


ARA 


5 Old 







Chicago 54, 
















TOP 
QUALITY 









Mr. Tops, the 
Paragon symbol 
of top quality. 


POULTRY HOUSE 
TIME CONTROLS 


Here are two first quality Poultry House 
Time Controls. Paragon “PS” models are 
designed for both morning and evening 
lighting, with dimming period for roosting. 
he Paragon Model 301 is designed essen- 
tially for morning lighting only. It is a heavy 
duty, industrial type time switch adaptable 
0 poultry house lighting. 










itch 














fa 'pey 
aii Model "PS 
sim- for 
ME- - 

oe Morning 

the and 

‘= Evening 

out Lighting 
res: 
intly 
iple. 
| en- 
t tip 
k. 

Model 301 
for 
Morning 
si Lighting 
Only 
s 
it! 
" Bead for 
i puthoritative Gulletin 
roa 
v 1 Paragon has prepared a 4-page, 2 color 
dy” ulletin containing authoritative informa- 
late. 4" relative to poultry house lighting con- 
ilver @°.. It summarizes the recommendations of 
tion. §eoding poultry authorities and gives com- 
9s at Plete data regarding the wide range of 
al of aragon poultry house time switches. Send 
| $10° Hor a supply to distribute among your deal- 
ts and power companies. 

tory. 

FOR PARAGON ELECTRIC COMPANY 





5 Old Colony Building © Chicago 5, Illinois 


Paragon fe 













| ter, N. Y. He would have been 80 years 
old in two weeks. 
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He started his career in the electrical 
industry as a messenger boy for the 
Western Electric Company after com- 





8th of school. He 


the 
advanced steadily in the company. When 
20 years old he was in charge of stock 


pleting grade 


records. Then he became an _ outside 
salesman, the first that Western Electric 
had ever had. In 1906 he became the 





SALES ORGANIZATION 
COVERING EASTERN PENN., 
SOUTH N. JERSEY, DELAWARE 
SEEKS ADDITIONAL LINES 


Manufacturers’ agent with extens- 
ive following electrical 
wholesalers, electrical, radio and 


among 


electronic manufacturers is inter- 
ested in 
for manufacturers of component 


securing representation 


and replacement parts suitable for 
wholesaling manufacturing 
purposes. 


and 


This organization is well equipped 
new lines of flexible 
fuses, conduit 


to handle 
cords and wires, 
fittings, porcelain products, relays, 
resistors, etc. Correspondence is 
invited. 

Established 23 Years. 


References 


* 


Available. 


Box No. 102. 


c/o WHOLESALER’S SALESMAN 
330 West 42nd St. 
New York 18, N. Y. 














It's Easy to pick the 
| right CABLE TAP — 


from the Complete line 
You'll find the widest variety of 
| parallel and 90° taps, combina- 
| tions, and gutter taps—in a 
range of sizes up to 1,000,000 
| cm. Insulating Bakelite covers 
| gan be furnished for all types. 







Single 90° Tap from 
= main conductor, 


Combination Tap, one branch 
parallel to main, one at 90°. 


| Bakelite Covers 
| can be furnished 
for all types of 
Penn-Union cable 


taps. 


-m _ | 3-Way; contin- 
uous main and 
two separate 
branches. 


Also a complete line of Service 
Connectors, Terminals, Tees, 

| Straight and Parallel Connec- 
tors, Grounding Connectors, etc. 
— every good type of conductor 
fitting. And every one is accu- 
rately made, thoroughly 
tested — dependable. 


PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. 







Conductor Fittings 



















































ONSULT your P&S Catalog 

for your switch requirements. 
P&S-Despard Switches (compact- 
ly designed for use where space 
is limited or for combination use) 
are T-rated — specification type 
—in every respect. Use them in 
combinations of two or three — 
with outlets, pilots or night lights 
— on box covers. Use the 1815-D 
Line for one-to-a-box installa- 
tions. 


Over fifty years experience in 
the design and manufacture of 
electrical wiring devices is your 
assurance that P&S Switches are 
good. 


Send for your copy of the P&S Catalog. 


Sold Through Electrical Wholesalers 







PASS & SEYMOUR, INC. 
SYRACUSE 9, N. f. 








company’s general purchasing agent, and 
in 1913 was elected vice-president. 

In 1925, Western Electric, in addition 
to manufacturing, purchasing and ware- 
housing for the Bell Telephone System, 
was engaged in the wholesaling of elec- 
trical supplies. When this function of the 
company was divorced and the Graybar 
Electric Company, Inc., was formed, Mr. 
Salt was elected president. 

He has been considered one of the chief 
proponents of the idea that in 1928 led to 
Graybar Electric being purchased by its 
employees. 

Mr. Salt retired as president in 1930, 
becoming board chairman until 1935. Sur- 
viving are his wife, Mrs. Mary Bergen 
Salt, and a son, Lloyd Bergen Salt. 


Ralph Ware 


Ralph Ware, for the past 38 years sec- 
retary and treasurer of the Ware Broth- 
ers-Chicago Roller Skate Company, man- 
ufacturers of electrical fuses, died at his 
apartment ‘in Chicago on September 16. 
He was 68 years old. He had been in ill 
health for the past year. 

Mr. Ware was born in Chicago’s Hyde 
Park section where his parents had been 
among the early settlers. After receiving 
his degree from Cornell University he 
became a junior partner in a real estate 
firm. In 1907 he was elected secretary- 
treasurer of the Ware Brothers-Chicago 
Roller Skate Company, the position he 
held until his death. 

He is survived by his wife, Mary L. H. 
Ware, a daughter Nancy de Garcia-Mora 
of Mexico, and brothers Walter and 
Robert R. 





ASSOCIATION NEWS 


BALTIMORE—tThe Electrical Man- 
ufacturers Representatives, Inc., of Bal- 
timore report that the Annual Golf and 
Dinner Outing held at the Maryland 
Country Club was quite a success. Thirty- 
six players turned out for golf and at the 
dinner 106 were present—33 wholesalers, 








SODERS FLUXES 


A Good Line for 
Electrical Wholesalers 


let us send details 


L.B. ALLEN CO. INC. 


6731 BRYN MAWR AVE., 
CHICAGO 31, U. S. A. 
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WIDE OR NARROW NECK 


DE LUXE GLASS 
COFFEE VAC 


HAND DECORATED 
OR 
PLAIN GLASS 








HE war is 

won!...now 
...- product by 
product, White 
Cross Electric 
Table Applian- 
ces are march- 
ing back, greater than ever. Now 
available are the smart, convenient, 
gas or electric, wide or narrow neck 
Coffee-Vac models shown above. 


These efficient and luxurious 
coffee-makers come to you in eight 
cup size only... with a choice of 
platinum banding or plain glass... 
wide-neck models complete with 
hinged decanter cover and double- 
purpose top cover with funnel 
holder of attractive, durable bake- 
lite... Specially designed features 
insure tight seal and perfect vacuum. 
Full-flavor, full-strength every 
time. Clean, easy, fast filtration... 
THESE ARE NOW AVAILABLE! 

NOTE: Narrow-neck models 


are similar to those illustrated 
above— but less decanter cover. 


x kk 


WHITE CROSS Preview 


As materials and facilities become available, 
White Cross will offer an all-star production 
including our best ‘‘performers’’! 


*% THE AUTOMATIC POP-UP TOASTER 
* HIGH SPEED HOT-PLATES 


_*®& 1000-W LIGHT-WEIGHT 


AUTOMATIC IRON 
* Waffle Irons * Sandwich Toasters 


... And many brand new products for greater 
convenience, service and freedom for America’s 
homemakers. 


White Cross Delivers the Trend of 
Tomorrow... Today! 


LEADING JOBBERS EVERYWHERE 


NATIONAL STAMPING 
& ELECTRIC WORKS 


3218 W. LAKE ST., CHICAGO 24, ILL. 
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Firm Name. 


Address 


COPPER TUBE 
& PRODUCTS, Inc 


NN ATL OHIO 











Millions of Steel 


IFFY CLIPS 


Serving the Electrical Industry 











MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con- 
trolled manufacture 
have built ‘‘top-service 
and jongest life” into 
Minerallac Electrical Spe- 
cialties. That's why the elec- 
trical industry “‘prefers Miner- 
.-. In steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 





end for new literature and prices. 


MIN’RALLAC ELECTRIC COMPANY 


25 North Peoria Street— Chicago 7, Illinois 


MINERALLAC 
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| NEW ORLEANS — The 





46 guests from the industry and 20 mem- 
bers of EMRA. This year Ray Simmons 
holds the trophy for the first time. Joe 
Kirschner won the cup in 1937, A. H. 
Youngquist in 1932, and in 1939 and 1940 
Cal Downie won the cup. 


DETROIT—AI Waring of the Elec- 


| trical Association of Detroit recently ar- 


ranged for the whole gang to be on hand 
at the Hawthorne Valley Country Club 
for the association’s last game of golf 
this year. 

The association’s Bowling League, 
made up of 22 men’s teams and 10 wo- 
men’s teams, started again for the twelfth 
season with President Togesen rolling 
the first ball. Everett Crumbaker again 


| is the president and secretary of the 
| Bowling League 
again the assistant secretary and treas- | 
| urer. 


with George Butler 


Executive 
Committee of the Electrical Association 


| of New Orleans convened recently at 
| Arnaud’s Restaurant to meet Edward S. 
| Northrup—a 


visitor from New York 


INCANDESCENT FLUORESCENT 


FLASHLIGHT 
BATTERIES 


CARTRIDGE 
FUSES 


SOLAR ELECTRIC 
CORPORATION 


WARREN, PENNSYLVANIA 


SALESMAN 











Electrically Lighted 
Switch Plate! 


TODAY'S NEW 
SALES WINNER! 


LumiNite, the nationally popular electri- 
cally lighted wall switch plate, is zooming 
in sales! It features a tiny, sealed-in electric 
light that goes on and off automatically as 
the switch is operated. Glows softly in the 
dark, ends stumbling and fumbling, saves 

walls from finger marks, 














BEAUTIFUL 
IVORY 


or brown 


PLASKON 












OPERATES 
ON 2, 3 
and 4-WAY 
SWITCHES 


SPECIAL 
UNITS FOR 
MULTI-GANG 

SWITCHES 















and shows when lights 
remote from the switch 
have been left burning. An ideal nite-lite 
for nursery, sick room or bed room! Oper- 
ates for less than 2c per year; lasts for 
years without a burnout. Backed by an 
unconditional renewal guarantee -— no in- 
stallation or servicing problems! A year- 
around, over-the-counter seller! 


Take advantage of LumiNite’s unequalled 
profit opportunities. It 
is tops for homes, hos- 
pitals, hotels, offices— 
wherever wall switches 
are found. Serves 
equally well on 3-way 
and 4-way switches. 
Special units form 
multi-gang plates. 
Write! List Price $1. 


Sales-boosting plywood 
counter demonstrator, 
net price to all, $2,00 


ASSOCIATED PROJECTS CO. 


80 E. Long St., Columbus 15, Ohio 
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No. 8972-8974 
QUALITY 


YARDLIGCHTS 


#8972 — 12” Porcelain Enameled Re- 
flector 


#8974 — 14” Porcelain Enameled Re- 
flector 


® Wired Complete 
® For REA Installations 


900-910 W. VAN BUREN STREET 





WE CAN MAKE IMMEDIATE SHIPMENT 


®@ Sold only thru Electrical Wholesalers 
®@ Manufacturer of Lighting Equipment 


JACKSON ELECTRICAL COMPANY 






















No. 2800-2804 No. 2802 


VAPOR PROOF UNITS 


now made in Aluminum 

@ No. 2800 at left has a cast aluminum 
hood tapped for 2” pipe. For 60-100 
watt lamp. 

@ The 2804 for 150-200 watt lamp. 

@ The 2802 at right is an outlet box type 
and can be mounted on either a 31/4" 
or 4” box. For 60-100 watt lamp. 


CHICAGO 7, ILLINOIS 











5 Models 
from $10.50 to $27.50 


y FARM FENCE CONTROLLERS 


| ELECTRO-LINE offers combina- 
~P tion AC-DC, All Electric, Battery 
and Utility Controllers. 


o Sold through wholesale jobbers only. 


ELECTRO-LINE FENCE COMPANY 
120 N. Broadway * Milwaukee 2, Wis. 
wf. a 
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FOR HEAVY 
INDUSTRIAL SERVICE 


FROM STOCK 
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Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES » ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
¢ BUS SUPPORTS © SPLICING KITS AND 
MATERIALS © INSULATING COMPOUNDS 


a 


RUSGREEN MFG. CO. 


14260 Birwood Avenue °* Detroit, Mich 





ELECTRICAL faa 
SPECIALTIES 8a) 
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headquarters of National Adequate Wir 
ing Bureau. Northrup discussed the Ade 
quate Wiring Program for 1946—a com- 
prehensive program, designed to se! 
builders on the adequate wiring certifica 
tion plan as a potent sales tool in ney 
homes promotion. 

Jack Otter, sales manager (Radio Di 
vision) of the Philco Corp., was guest 
speaker at the Annual Radio Dinner 
Meeting held at the St. Charles Hotel on 
September 24. 






KANSAS CITY—At a recent meet- 
ing of the Electric Association of Kansas 
City, Frank T. Stockton, Dean of the 
School of Business, University of Kan 
sas, discussed “Breakers Ahead—Labor 
Relations and International Relations,” 
giving his version of the new relation 
ship now springing up between manage 
ment and labor. 
1946 ACTIVITY PROGRAM 

The president of the association has 
formed a committee known as the “1946 
Planning Committee.” Following is a list 
of the members selected by their various 
groups to them on this com 


mittee : 


represent 
Everett G. Agee, chairman; W. M 
Rossner, equipment wholesalers; W. F. 
Howe, manufacturers representatives; 
Mahood, 
Courtney H. 
Joseph F. 
John E. 


Mennis, dealers; E. T. 


communications ; 


Roy 
Roes, 
lighting equipment; Porter, 
Jr., utilities ; motor 
repair; George Fiske, heavy manufactur- 
Still to be added to this group are 
representatives from the contractors and 


Launder, 
ers. 


wholesalers of home appliances. 

On September 25, the members of the 
heard C. M. Woodard, in- 
dustrial commissioner, Kansas City Cham- 
ber of 


association 


“The Indus- 
trial Future of Kansas City” at a recent 
luncheon meeting. 


Commerce, discuss 


At one of the regular meetings, Fred 
Sholders of Graybar introduced a new 
note in the distribution of the usual two 
prizes. Instead of making the drawing 
from the place cards, he gave each prize 
to a member with the instruction that he 
was to present it at the meeting to the 
first man to shake hands with him that 
day. D. M. Allen of Ilg Electric Ven- 
tilating Co., said that the first man to 
shake hands with him before the meeting 
was E. T. Arrow Hart & 
Hegeman, who was presented with a free 
meal ticket to the next luncheon meeting. 
A. Penn Denton, commissioner of build- 
ings, said that John Heinrich of Power 
& Light was the first man to shake hands 
with him that day. MORAL: If you see 
anyone standing around before a meeting, 
go up and shake hands with him—he ma 
have a prize for you. . 
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WALCO INFRA-RED RAY LAMPS 


(Carbon Filament) 


For Radiant Energy, Baking and Drying 


YOU can sell Nalco Dritherm Lamps for efficient re- 
sults . . available in Inside Silvered (self-reflecting) 
or clear glass types. 

learn all of the sales advantages in featuring the 
Nalco Carbon Filament Lamps for the Infra-Red process 
—Write for your free copy of “‘Drying Problems Made 
kasy”’ today. 


North American Electric Lamp Co. 


(034 Tyler Street St. Louls 6, Missouri 





TURN 
ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 








LINES WANTED 


Mfrs. Agency covering North 
Jersey, well acquainted among 
jobbers, contractors and indus- 
trials, desires add'l lines. Pref- 
erably roughing mat'ls and 
panels. Will consider appli- 
ince specialties. 


Box No. 101, Wholesaler’s Salesman 
330 W. 42nd St. 
New York 18, N. Y. 














MANUFACTURER’S 
REPRESENTATIVE 
SOME TERRITORIES STILL 
OPEN 


Only men with long selling experience 
n vholesale electrical and hardware trades 
heed apply. Must not handle other competi- 
ive lines. Good opportunity to tie in with 
as’ growing organization. Apply at once. 


Box No. 103, 


Wholesaler’s Salesman 
3C West 42nd St. New York 18, N. Y. 
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MORE FACTS 
ON PRODUCTS 


Light Bulb Merchandisers—Booklet, 
No. 2096W, prepared for dealer distribu- 
tion by Westinghouse Lamp Division, 
Bloomfield, N. J., suggests new lamp 
merchandising ideas. It is designed for 
small or large stores and contains sketches 
illustrating how light bulbs and related 
items in the lighting group might be 
displayed. 
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Cable Connectors—Bulletin 27, pub- 
lished by the Thomas & Betts Co. of 
Elizabeth, N. J.,; contains many illustra- 
tions of the various types of aluminum 
pressure connectors. It also shows views 
of typical installation and gives dimen- 
sions and reference tables. 
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Maintenance and Repair Equipment— 
A 36-page booklet, MMH-645, issued by 
the Ideal Commutator Dresser Co., Syc- 
amore, Illinois, includes hints on commu- 
tator care, troubles and remedies, and 
illustrates the various types of mainte- 
nance and repair equipment manufac- 
tured by this company. 
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Fluorescent Fixtures—Two 4-page 
folders on fluorescent fixtures, published 
by the Centralite Co., Division of Central 
Neon Co., Cincinnati, Ohio, contain illus- 
trations, descriptions, and list prices of 
the suspension-mounted type fluorescent 
fixtures and the individual industrial type 
units. 


viwenton ’ WHOLESALER’S SALESMAN 


Fluorescent Lighting—Bulletin 50-C 
illustrates and describes fluorescent fix- 
tures manufactured by Day-Brite Light- 
ing, Inc., St. Louis, Mo. Also shown is 
a series of recommended school classroom 
lighting layouts. 
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Control Equipment—Announcement is 
made by Cutler-Hammer, Inc., of Mil- 
waukee, Wisc., of a new merchandising 
catalog featuring the company’s line of 
safety switches, service control, multi- 
breakers and electrical specialties. 
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Wire Strippers—A bulletin has been 
issued recently by the Ideal Commutator 
Dresser Co., Sycamore, Illinois, which 
describes the electric type and hand type 
wire strippers manufactured by this com- 
pany. 
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Clo-Fan 


DISTRIBUTION 


TERRITORIES 
Rapidly Being Closed 


% 


aie 





BLO-FAN Ceiling Ventilators 
will be distributed through the 
General Electric Supply Corpo- 
ration and a limited number of 
independent wholesalers. Terri- 
tories are restricted. 

Many territories where inde- 
pendents can be included al- 
ready are assigned, but some are 
still open. An air mail letter or 
wire will bring immediate infor- 
mation as to available franchises. 


Bho-Gan 


is a ‘“‘spot” ceiling ventilator in- 
stalled directly over the source 
of unwanted air —in kitchens, 
bathrooms, gamerooms, laun- 
dries. 

Blo-Fan is more than a fan, 
more than a blower. It’s a com- 
bination of both, offering vol- 
ume plus power. It gets rid of 
greasy steam, tobacco smoke and 
other foul air as it rises — before 
it can spread to other parts of 
the house and soil interior deco- 
rations and furnishings. 


WIRE OR AIR MAIL TODAY 


PRYNE & CO., INC. 


1245 E. 33rd STREET - LOS ANGELES 54 


NEW YORK « CHICAGO « SEATTLE 
SAN FRANCISCO 
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